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— Oil, Kerosene, Coal, For Oil and Kerosene Units 
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Helps prevent chimney fires 
Handy cannister-type sprinkler 
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PROVEN-ACTION LIQUID | “ MELPS KEEP BURNERS 
for Oil and Kerosene Units For Coal | Clean and Trouble Fp ree! 


e Cleans out and dissolves sludge, Coke, and 

soot and gum automatically Wood Units 
e Helps clear out clogged fuel lines 
e Cuts cleaning and repairs 
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MAKES HUNDREDS OF JOBS EASIER and faster. Your customers will use Dragon- 
Skin on holder or as plain sheets—in the hand or wrapped around scrap wood 
to make special tools. Cuts easily with scissors. 


DRAGON-SKIN PRINCIPLE: CUTTERS 
NOT GRITS. Steel sheet is punched 
to form thousands of cutters that 
carve away work—smoothly, evenly, 
quickly. There’s no gouging. Balanced cutting action means Jess scratching than 
similar-grade abrasive paper. No clogging—one slap clears away chips and dust. 


D LOGON -- SASt: 
a Le 
if vv EYE-CATCHING DISPLAY BOX is colorful, 
compact, 


offers Dragon-Skin complete 
with holder and in individually-packaged 


e & 2 sheets. Get fast extra sales by putting the 
* individually-wrapped units in your win- 
< dow or bins. Perfect for peg-board or 


counter, too. 
New Steel Sandpaper Sells on Sight 
.-- Outsells All Predictions 


“I move a display box in 4 or 5 days . . . have to order 6 or 7 cartons 
a week,” says one West Coast dealer. “Re-ordered 4 times in about 2 months,” 
says another. And a Midwestern retailer reports: “Dragon-Skin is one of the 
best turnover items I’ve ever stocked ... it all but leaps off my counter!” 


>? C ~ a! , , os 291” 3 ‘ ; ' = 
Why? Because Dragon-Skin is an “all appeal” item. It’s an easier, faster yew saNDER SIZE Deena Shin dente nee 
way to sand, rasp, shape and smooth hard and soft woods, plastics, soft pre-cut 323” x 9” with edges crimped to 
metals. It zips off old paint. It won't clog like sandpaper. And, it’s priced fit oscillating sanders. Sheets snap right 
for fast “pick-up” buying ... 75¢ complete with holder, 25¢ for single sheets. place. Your jobber also has new Full- 

' Size 9” x 11” sheets for extra sales! 
Pictures on this page show why handy, 
versatile Dragon-Skin can set your ; »S WAYS TO CASH IN ON DRAGON-SKIN seem 
cash register ringing, too. Check your . —_— 

a. Bis Bing, ° = y Your = Selling Your 
stock—and call your Red Devil jobber, Ma Cost Price Profit 
today! 1 - A21 Counter Merchandiser—'2 doz. Red Devil $3.60 $6.00 $2.40 40% 

©  9-S Holders each with 414x5 sheet of Dragon- 
Skin plus ¥2 doz. individually boxed sheets 
Dragon-Skin—No. DS-1. Weight: 3 lbs., 8 oz. 
No. 98 — Display box of 1 dozen Red Devil 
9-S holders each with 1 sheet Dragon-Skin. 
Weight: 5 lIbs., 13 oz. 
DS1 — Display box of 1 dozen individually 
boxed sheets Dragon-Skin — No. DS-l. 
Weight: 1 lb., 6 oz. 

DS7 —full size (9” x 11”) individually $ .60 
packaged sheets 1 dozen in display box. 


Heiter WO pag, 


DS4 — '3-sheet size for oscillating sanders in- $ .30 
MORE THAN 13 MILLION PEOPLE see Dragon- ; dividually packaged, 1 dozen in display box. 
Skin advertised in Saturday Evening Post, SE i RA ks. LE OWE FH aK 


We oa RRS oro age pmupemanre te: 
Better Homes & Gardens, Popular Science, 
Popular Mechanics, Mechanix Illustrated. Red Devil T. 
News mats and other hard-hitting tie-in pro- 
motion materials are available from Red 


Devil. Write today! UNION, N.J., U.S.A. 


bow as at Quah 042; atendl Cadners Ghee World's largest manufacturer of painters’ and glaziers’ tools—Since 1872. 














MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT-+- AUGUST 13 


“Get ’em Off the Floor!” 


Here’s one nobody will deny. We all like to “get 
Seeing that LAWN-BOY stock 
move out the front door gives us all a sweet and 


tender feeling right smack in the old wallet! 


’” 


‘em off the floor. 


That’s the nice thing about being a LAWN-BOY 
dealer, of course. Those LAWN-BOYS go marching 
off the floor practically under their own power. 
The LAWN-BOY reputation for quality and satis- 
faction helps. So does that consistently strong 
national advertising—bright, colorful and con- 
vincing. 

People buy more readily, too, when they hear 
about LAWN-BOY’s nationwide chain of 3500 fac- 
And they like the half- 


century of experience behind LAWN-BOyY’s Bal- 


tory service stations. 


with all the tremendous 
facilities of Outboard Marine Corporation itself! 


anced Power Engine, 


But I'd like to toss in one extra LAWN-BOY sell- 
‘em off the floor’’ 
It’s just this: 


ing tip on how to “get even 
faster than ever. 


the floor!’’ 


“Get ’em up off 


There is nothing a prospect likes more than to 
have a mower up off of the floor where he can 
easily examine all of those exclusive LAWN-BOY 
features. The old circus act that makes you bend 
over double with the northside going east and 
etc. is an all too familiar position for a customer 
trying to buy a high ticket piece of grass cutting 
equipment. 

It’s very easy to use your LAWN-BOY display 
rack or build a knee-high platform on your floor 
to feature a unit on some store-bought grass. 


We all know that LAWN-BOY mowers stand out 
in the crowd anyway so why not get them out 
from and off of the floor where they rightfully 
belong? 

Then you will sell them faster than you can 
say ‘““LAWN-BOY’S ACTIVATED PILOT WHEEL’’! 
What could be sweeter? 


Sincerely, 


, 1959 


~ Be Boo. 


Director of Sales 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Jdohasan, Evinrude and Gale Outboard Motors. 
in Canada: LAWN-BOY, Peterborough, Ontario. 


LAWN-BOY 


Want more facts? Circle 101, p. 95 
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WOMEN LOVE OUR LINE! Women love a strong line — and beautiful 


jewelry. Give them “kitchen jewelry” by AJAX — part of a complete line o 


cabinet hardware. AJAX HARDWARE CORPORATION, 4355 alley >< 


oulevard, Los Angeles 32, California. AJAX Hardware of Prestige 
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ACCO SWING KITS ARE 
PACKED FOR PROFIT! 


Attractive, Transparent 
Bag Contains Chain 
and Fittings for Making 
a Safe, Strong Swing! 


Kids love swings, and so do parents—when they’re safe and 
strong! Now, with Acco Swing Kits, you can sell a swing that’s 
sure to appeal to everyone—kids, parents, and especially you, 
Mister Dealer! The Acco Swing Kit contains chain and fittings 
for assembling a sturdy new swing or repairing an old one. No 
need to stock separate swing components any more— because 
they’re all right here in one complete package. Put up in a 
colorful, transparent polyethylene bag, Acco Swing Kits are 
always ‘‘on display” on a counter or on a wall rack. Join the 
swing to Acco Swing Kits—a sparkling new fun item that’s 
packed with profit for you! 


Here’s what the New Acco Swing Kit contains: 





* two pieces No. 1/0 Double Loop (Tenso) Chain, 
each 10 ft. long. 


¢ four pieces 4” (No. 526) Steel ‘“‘S’’ Hooks. 
¢ two rust-proof Nylon bearing links. 
All chain and fittings are bright zinc plated. Packed 


five bags to a carton, five cartons to a shipping case. 


“Specify American when you order these items from your distributor” 


AaGac 








SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


SAFETY PLUMBERS’ 
CHAIN —A light fiat chain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 


TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
500 or 1000 ft. on reel. No. 7 
to 10/0 sizes. 





ELWEL MACHINE 
CHAIN —Twist link elec- 


trical welded chain. Also in 
streight link. Bright, bright 
zinc and hot galvanized finish. 
No. 5 to 7/0 sizes. 50 and 100 
ft. cartons. 





~@ %) 3 . nae 
PROOF COIL 


For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


, ee ( O) 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 





DOG CHAIN 


ACCO makes a 

variety of dog 

chain both in 

welded and weld- 

~ less styles. Ask 

ge your distributor 
— for information. 








TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 





™,, C=== 
vf 
TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





COLD 
SHUTS 
For joining large sizes of 


chain. Use one size heavier 
than chain size. 3/16to1% in. 











COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





ORDER 
FROM YOUR 
DISTRIBUTOR 


Contact your American Chain dis- 


tributer for complete information 
about these items or write our 
York, Pa., office for free Cata- 
logs DH-176B and DH-140. 


AMERICAN CHAIN “<< 


CPLR IPL AIOE OO POOP 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 


TRADE * 


*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiland, Ore., *San Francisco = marx“ 
*indicates Warehouse Stocks 


Want more facts? Circle 103, p. 95 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


eae — Survival of the fittest 
William. A. Phair, editor 
ae The many remarkable advances in science in recent years have 
forced us to rewrite some of our text books. But there is one natural 
law that remains unchanged. This is Darwin’s concept of the sur- 
vival of the fittest. 
Ray ; 

R. soctabel: ashington editor 
Albert J. Mangi This Darwinian theory, expressed in simple form, holds that the 
"Who Makes it" Directory editor survival of a specie of animal life over an extended period of time 
+ el na mag edttetiel tata depends on the ability of that specie to adapt itself to changing con- 


Robert Gunning Associat ditions. Animal life that cannot adapt itself to changes soon dies 
oo consultants out and disappears. 
J. $. 

TB aes hooder Service 


r Sé aw i s our business life. If 
BUSINESS STAFF Pretty much the same type of law influences our busine 
C. C. Read, advertising manager we want our businesses to survive, we must learn to adapt ourselves 
he I icainon, production” monte to changes in the environment of our markets. 
Boston 10, Mass. boii chen tien dite 
stor ’ se s at adapts its ) 
on Wilcox, 10 Hieh St. _ The store or wholes ile house that adapts itself to these changing 
Telephone: wrty 2 times will survive. Those which refuse to accept change and persist 
New York in clinging to older methods and ideas will eventually pass from the 
42n picture. 
Telephone: Oxford 7-3400 
Philadelphia 39, Pa. 
Ches & 5éth Sts. 
Telephone: Sherwood 8-2000 
Cleveland 15, Ohio 
Ww. M. Pies Jr. 


There is certainly nothing especially new or difficult about this 
thought. We are continually adapting our living habits to new methods 
and ideas. Just look back 35 years and observe the way you have 

930 B. F. Keith Bidg. changed your way of living. T attended the recent NRHA convention 
= he Bas Superior 1-2864 ‘ : > 5 f 
Detroit 2. Mich. in Los Angeles and noticed that a surprising number of people 
G. L. J. Mitchell traveled to the convention in the new 530-mph jet airliners. Many of 


Ho sana sata these same folks, 35 years ago, were coaxing Model T cars along dirt 
eee Trinity 4-1616 roads at 40 mph. 


Chicago |, Ill. 
William E. Comiskey—James L. Phillips 


360 N. Michigan Ave. It seems to me that it is easier to absorb changes in our way of 

Telephone: Randoiph 6-2166 

ERE IP living than it is to accept changes in the way we run our businesses. 
fn ancisco ° ° ° 

A og oe . We seem to fight changes in our business, while we welcome them 

i ; ‘ 

Telephone: Underhill |-9737 in other phases of our life. 


ay ye tng 108 ‘. Alvarado St. i 

Seaton go 7-4337 There is no question but that the hardware business . . . both re- 
Atlanta 3, Ga. tail and wholesale ... is changing. No matter how we feel about it, 
john W. Sengsien, a St, N. E. we must learn to live with these changes if we are to survive. Very 
Delles 6. Tones | often we fight a change, only to learn, after we finally make the 


187 Meadows | at 1 ‘as a pretty od idea. 
189 Meadows Building change, that it was a pretty goo 


Expressway at Milton 
” rr ' I can recall several store owners who told me, some years ago, that 
Adadvene mail a Mogg & Séth Sts. 


Philadelphia 39, Pa.; SHerwood 8-2000 self-service was just a fad. They said they would never change to 
self-service. Now these same stores are in self-service up to their 
necks and they like it ... and find it profitable. 





Charter Member | 
I have had wholesalers pound the desk and say that their only job 

N B P was to stock merchandise and to ship the goods when the dealer or- 

= dered them. The rest of the selling job in moving goods to the con- 
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Editorial 


continued 


sumer was the dealer’s responsibility. I recall two of these whole- 
salers quite distinctly. Both of these now sponsor quite elaborate 
merchandising programs for helping dealers to move goods to con- 
sumers. 


These experiences emphasize, I think, the importance of keeping 
an open mind to new ideas. Regardless of our personal like or dislikes, 
a new idea, if it properly fits the needs of the times, will survive and 
grow. 


The changing dealer... 


Keeping abreast of the changes that are occurring in the hardware 
industry isn’t easy, especially when you’re very close to the picture. 
We try, in HARDWARE AGE, to keep you posted. But you have to be 
sure that you study and understand the meaning of these changes 
as they affect your specific business. 


It is my personal observation that most dealers and wholesalers do 
grasp the meaning and significance of what is happening. But there 
are some folks in the trade who still close their eyes to all suggestions 
of change. These are the people who are going to be hurt. They are 
not going to be able to survive in the years to come. These comments 
are especially directed to these men. 


Some of the new ideas that are appearing in our industry require 
a little different approach in running a store. For example, I think 
the future is going to see wider use of modern bookkeeping methods. 
We are going to have more detailed information on all aspects of 
store operation. 


The hardware merchant has always been a good merchant. But in 
years past, before the advent of superhighways, jet passenger planes 
and shopping centers, it was possible to operate a little differently 
than you can today. 


The old timers had a different market, they had different competi- 
tion than exists today. Hence, a different technique is needed now in 
running a store or a wholesale house. Today, a dealer must know spe- 
cifically what lines make money for him; he must know the weak as 
well as strong points. He must understand the role credit plays. He 
must appreciate the importance of turnover. Store promotion must 
be better understood. These are just a few of the areas that are 
becoming increasingly important. Yet, you can see that they require 
just a little different attitude in running a store, as contrasted with 
25 years ago. 


You can see in some of the young men who are taking an interest 
in the hardware business, a full appreciation of these ideas. And many 
old timers are successfully adapting themselves to these concepts. 


But, we cannot relax our efforts for a moment, if the hardware 
trade is to maintain its importance as an outlet for merchandise. 
If we all try to understand inevitability of change, and the im- 
portance of learning to adapt ourselves to these changes, rather than 
to always fight them, we will have no need to worry about the future 
of the hardware business. 
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EVERYBODY-— 


is a customer for S-K/Lectrolite Wrenches 











Including Auto Mechanics 


home handymen, farmers and even housewives 


As a Hardware Retailer. you want and need 
real sales action from every line you stock. With 
S-K /Lectrolite Tools, you attract, sell and resell 


the widest segment of hardware traffic possible. 


[he S-K/Lectrolite line generates a response 
that spells extra profits, and there's a sound 
reason for it: Outstanding value and quality 
which appeal immediately to every type of tool 
user. Consistent 3 to 4 time turnover has be- 
come a matter of record. High-profit set sales 
alone deliver more than twice the business pos- 
sible with the ordinary line of individual 
wrenches. 


\s a Hardware Retailer, you want and need 
lines on which your profits enjoy real protection. 
Our distribution policy makes S-K /Lectrolite 
Tools available on/y through established whole- 
salers and retailers. 


Be sure to get all the profit details from your 
wholesaler’s salesman. Or write, wire or phone 
S-K Lectrolite Tools collect. In Chicago, call 
LAfayette 3-1300; in Defiance, Ohio, 3-2065. 


Every rapid-sale weapon you need is yours, 
including new SpaSaver* Dis plays—NRHA 
approved for your space and selling require- 
ments. No extra cost. Write today for 
Brochure DB958, describing these practical, 
modern merchandisers. 


*Trademark 


CHICAGO 32, ILLINOIS and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
Want more facts? Circle 104, p. 95 


HARDWARE ACE, August 13, 1959 © 9 








WASHINGTON 


“Mel 


SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


Shopping center rental squeeze 
may be eased by insurance plan 


Small merchants should be helped in their 
fight to rent space in major shopping centers by 
the nation’s insurance firms, Sen. Hubert Hum- 
phrey (D., Minn.) insists. 

Sen. Humphrey heads a Senate committee 
which has been told shopping center owners pre- 
fer to rent to the big chains, and often freeze 
out small merchants because the big stores are 
more “stable.” 

The senator is asking insurance firms to pro- 
vide a private lease insurance plan. A merchant 
would pay a fee for insurance to guarantee a 
center operator a minimum rental for a specified 
time. 

If the insurance firms don’t go along volun- 
tarily, the senator says, he will push for a gov- 
ernment lease insurance program. 


outlook 


The ball is rolling. Sen. Humphrey wants quick 
action from insurance companies. If they refuse, 
he wants to get a bill started through Congress 
this year. 


Supporters of higher minimum wage 
gain victory that may affect you 


Supporters of extending and raising the mini- 
mum wage have won an important victory. 

A Senate labor subcommittee has approved a 
measure to provide the most sweeping expansion 
of the program since it was enacted 21 years ago. 

It would boost the minimum to $1.25 an hour 
from the present $1. It would bring coverage to 
10 million workers, including store’s workers 
under the following formula: 

Stores with more than $750,000 annual sales— 
workers would have to earn at least $1 an hour 
and be paid overtime for more than 46 hours a 
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week. This would go to $1.10 for 44 hours the 
second year, $1.20 for 42 hours the third, and 
$1.25 for 40 hours from the fourth year on. 

Stores grossing less than $750,000 a year, but 
“affecting commerce” would have to pay $1 an 
hour. 


outlook 


The bill won’t pass this year. Backers will try 
hard for passage next year. Whether the bill 
will pass will depend on how vigorously local 
businessmen like you make their views known. 


Fair Trade bills will hold over 


until next year; your help urged 

Any chance of a Fair Trade bill passing Con- 
gress this year has been wiped away. 

The Senate Commerce subcommittee, which 
held hearings on the measure, now will take no 
further action. 

In the House, backers of the bill have kept up 
their demands for a floor vote this year. Long 
delays in clearing the bill for a vote by the 
House Rules Committee in effect killed the 
measure. 

Backers now believe they might as well delay 
even a House vote until early next year. 

The measure would replace state Fair Trade 
laws. Courts in 16 states have ruled against 
Fair Trade, while those in 17 have upheld Fair 
Trade. It has not been challenged in 12 other 
states. 


outlook 


The measure will be pending before the Senate 
subcommittee next year regardless of what ac- 
tion the House finally takes. Backers believe it 
will pass both houses if it can be forced to a 
vote. Continued support from businessmen is 
badly needed, 





SHOPMATE 


AN OPEN INVITATION FOR YOU TO COMPARE THE FACTS! 


Here’s how we make our new SD-2500-—2.9 AMP.— 


To explain how we build Shopmate Power 

Tools, we are here presenting the facts. 

Compare them, if you will, with any other 

facts you can learn about other manufac- 

turers’ procedures. And remember, because 
we make the entire tool—from castings to 
motors—in our own plants on the world’s 
most modern equipment, it just stands to 
reason that we can provide you with products 
that offer much more to sell . . . for less! 

Here, then, is how the Shopmate SD-2500 

—“" is built: 

. After two years of development, em- 

bodying all ideas on improvements 
from wholesalers, retailers, engineers, 
sales departments . . . including the 
testing of all other drills on the 
market to be sure no developments 
that might improve operation were 
overlooked, the drill was designed 
and blueprints made. Here were the 
next steps in its development. 

. Re-work blueprints to include all 

possible advantages. 

. Hand make wood model. 

Make sand casting. 

Hand make gears, parts, motor, 

Hand fit all parts in casting. 

Test exhaustively to iron out all 

bugs. 

. Make dies. 

. Make production die castings. 

. Test exhaustively—correct imper- 

fections. 

At this point we had to be sure every im- 
perfection, no matter how slight, was cor- 
rected or we could not produce the finest 
drill. 
regardless of how costly, 
be sure! 

11. Determine proper metal alloy to be 
used for greatest strength. We chose 
an alloy with vastly superior strength 
and light weight. It would have been 
easy to cut costs here, as in other 
steps, but we insist on the utmost 
quality control. 

. Melt metal ingots 
furnaces. 

3. Deliver molten alloy to holding 
furnaces. Be sure to keep at constant 
temperature. Even a relatively slight 
variation can cause imperfections 
and weakness in the finished casting. 
Place dies in new 600 ton die casting 
equipment with vacuum feed. (We 
operate 12 machines.) 

15. Make castings. 

Note: All Shopmate castings are made to 

“*hardware finish specifications’’, which 

means they are of superior quality and uni- 

formity to permit a mirror finish. Many 
manufacturers do not follow this practice. 

We feel that even though it takes more 

time, the superiority of the finished product 

is well worth it. 


2 
3 
4. 
5. 
6. 
: 
8 
9 
0 


— 


was justified, to 


in break-down 


14. 


2 - —— 
Even an extra delay in production, 


16. Inspect visually within minutes of 

casting to maintain consistent qual- 

ity. Another very important control 

step to insure the utmost quality of 

Shopmate products. 

Trim castings on hydraulic presses. 

Inspect again. 

Deburr each piece by hand at con- 

veyor table. 

Inspect again. 

to 24. Perform necessary machine 

operations: drilling, tapping, boring, 

reaming. 

We can hold our tolerances to .0002 of an 

inch. Another Shopmate superiority! We 

also maintain all equipment and dies in our 

own complete tool and die shop. 

25. Remove parting line flash and any 
other burrs and flashes. 

26. Inspect once more in preparation 

27. 


17. 
18. 
19. 


20. 
21 


for polishing. 

Polish with lifetime mirror finish 
(this is why it’s so important to 
make your castings to ‘‘hardware 
finish specifications” ). 

Give finished castings final inspec- 
tion. 


Okay, the castings are made. Now to the 
heart of the unit, which is the motor, gears, 
chuck, etc. So here goes. 

29. Precision roll all gears and armature 
shafts. 

30. Test for hardness semi-automati- 

cally. 

. Use comparator to check gears, 
shafts, etc. for concentricity (magni- 
fies 62 times). 

. Cut all wires and pre-strip 
matically ). 

33. Press lamination stacks for fields. 
Machine wind fields semi-automati- 
cally. 

. Inspect. 

. Press armature cores. 

. Insulate armature shafts and cores 
semi-automatically. 

. Insulate end fibres semi-automati- 
cally. 

. Wind armatures on fully automatic 
equipment. 

. Attach commutators. 

. Electrically weld wires to commu- 
tator semi-automatically. 

Test armatures for shorts, open coils, 
ground. 
3. Mask shafts to protect from varnish. 

. Rack armatures for varnishing. 

». Dip armatures in varnish. 

. Bake in special ovens at proper tem- 
perature. 

. Unrack armatures. 

. Remove masks. 

. Thoroughly clean armatures. 

. Undercut mica automatically. 

. Finish cut armatures automatically 
with diamond tool bits. 


28. 


(auto- 


PORTABLE ELECTRIC TOOLS, 


320 West 83rd Street, Chicago 20, Illinois 


Want more facts? Circle 105, p. 95 


1/4" DRILL 


52. Test armatures again for shorts, 
ground, opens, with automatic surge 
comparison equipment —ultimate in 
armature testing equipment. 
Assemble fan and armature. 
Dynamically balance armatures on 
automatic electronic balancing 
equipment with direct readings. 
There are actually many more quality con- 
trol operations up to this point we haven't 
mentioned .. . steps take to safeguard 
the quality of our finished products. Natu- 
rally, manufacturers who do not make their 
own motors cannot provide this kind of 
quality control, and because they're just 
the “‘middleman”’ and have to pay more for 
their motors, castings, etc., it just stands 
to reason that Shopmate quality has to be 
superior. (That’s why you sell better quality 
Shopmate products for less and still get 
your full markup!) 

55 to 62. Assemble castings, armatures, 
fields, gears, etc. Even here we're 
able to use many exclusive jigs and 
fixtures of our own design and manu- 
facture to improve efficiency and 
reduce cost. 

63. Thoroughly lubricate and add chuck. 

64 to 68. Check ampere rating, ground, 
appearance, running qualities. This 
is the final inspection so each tool is 
very carefully checked by thoroughly 
experienced personnel. 

69. Package. 

As the above steps have indicated, this kind 

of precision quality-controlled manufacture 

requires millions of dollars worth of equip- 
ment and vast resources of know-how. Most 
power tool manufacturers are not willing 
to go to all this trouble . . . not willing to 
make their own castings, motors, etc. ... 
not willing to spend the time and effort to 


53. 
o4. 


watch over every phase of manufacture. 


But we insist on doing everything ourselves, 
because only then can we be sure to give 
you products with much more to sell . 

for less! 


Shopmate Mode! $D-2500 
V4" Drill with full 2.9 amp. 
selling power .. . geared 
chuck, multi-ball thrust 
bearings, other 
outstanding features. 


NC. 
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HARDWARE BUSINESS 


ourlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 






impact pricing pays off... 


Dynamic retail pricing is stronger than ever in the news. More 
prices being used in consumer ads ending in double-cent figures: 
44¢, 66¢, 77¢, 88¢. Dealers, mail order houses, department and 
chain stores are using double figures to spotlight key items. Re- 
sults: Uniformly good. A sellout housewares ad is typical: “‘Ham- 
pers reduced $3, from $8.88 to $5.88.” Trend adds impact to 
psychological pricing. Doubled figures, instead of 79¢, 98¢ capture 
attention. Customers think dealer has trimmed profit to offer bar- 
gains: $7.88 looks sharper than $7.98. Customers remember double 
figures better, and the prices stand out in adds. A $6.66 or $3.88 
price can hypo sales of items that were $6.98 or $3.98. 


more spending money is around .. . 


How much money your customers have to spend is indicated by 
personal income figures reported by the Commerce Dept. The June 
report shows a record annual rate of $383 billion. That’s $1 bil- 
lion higher than in May. Manufacturing payrolls were higher in 
June on account of greater employment. For the first half of this 
year the annual rate was $376 billion, $23 billion or 6 percent 
higher than in the first half of 1958. The final figure on personal 
income for 1958 was $359 billion, against $350%,% billion in 1957. 


boom keeps rolling on and on... 


The 1959 business boom keeps rolling on and on. Here are latest 
figures from government agencies showing strength of business 
in spite of the steel strike and the usual mid-summer seasonal drop 
off. Department stores sales for the week ended July 25 up 5 per- 
cent over the same 1958 week. Retail store sales in June up 12.4 
per cent over June, 1958. Freight car loadings for the week of 
July 4 up 25 percent over a year ago. Employment at a record 
high in June, up 2 million over May. Money in circulation, daily 
average, week of June 11 $32,112 million against $31,877 million 
for same 1958 week. 


... turn to page 128 for more news of How’s the Hardware Business 
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Introducing New 





with a big 40% discount 





> 0 


ONE-COAT COVERAGE— 


spreads easier, faster. 
more economically 


NONFLAMMABLE— 


water base, nontoxic, 
water-resistant 


Heres a brand-new Weldwood profit maker— 
water-base Super Contact Cement. Made to 
bring new ease and safety in applying wall 
paneling without nails, plastic laminate counter 
tops, etc., its quick and economical (only one 
coat required) and absolutely nonflammable. 
New Weldwood Super Contact Cement makes 


a strong, lasting, water-resistant bond on con- 









onentiy 





Te ConT— pERMANE 





& 
a ,S Weld wood é 
4 PLASTIC RESIN 
Presto-Set Glue 
Plastic Resin Glue Waterproof Resorci- Contact Cement — 
makes w j nts nol Glue—for strong, bonds instantly, per- 
t g tor strong sting waterpr bon 


on contact. 


0 af 
Want more facts? Circle 106, p. 95 


WELDWOOD SUPER CONTACT CEMENT 





NO CLAMPS, NO PRESSES— 


bonds instantly. 
permanently, on contact 


tact, yet washes off brushes and applicators with 
soap and water. Resists oil, grease, alcohol, 
household chemicals, sunlight, and heat. 

Best of all, you get a profit-building full 40% 
discount with this important extra: it’s backed 
by Weldwood’s famous “protection plus” sales 
policy—sold only through lumber, paint, and 
hardware dealers. Contact your jobber today. 


Don't be caught short on profits— 
check your stock of 


WELDWOOD® ADHESIVES 


Products of 
UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 

















A new promotion gimmick is a big hit. All kinds of retail stores 
are learning that customers would rather have pleasure premiums 
than merchandise premiums or trading stamps. In the West, dealers 
are offering tickets to ski and sports festivals, concerts, and 
little theaters. Response shows a preference for these over for- 
mer merchandise specials. A survey of Eastern housewives proves 

a strong desire for pleasure premiums over merchandise bargains. 
Maybe this is what you need to spark that big Fall promotion. Buy 
a block of tickets for some local event. Offer ‘em free with every 
$25-$50 purchase. ReSponse may amaze you. 
































Traffic appliances make news in the 2nd half. If your store follows the 
national trend, you'll make 65 percent of the year's small appliance sales 
between now and Christmas. The normal pattern of small appliance sales 

is 55 percent in the January-July period, then 65 percent through Christ- 
mas. Now's the time to order the bulk of stock for the rest of the year. 
Sales will perk up considerably after Labor Day. They'll ride high for 
months afterward if you have enough stock, and promote credit and layaway 
as_a foil for discounters' leader prices. 


























There's a promising new credit idea in orbit. Called the "young- 
adult charge account plan," this idea offers limited time-pay 
credit to boys and girls in the 14-19 year age bracket. Sears, 
Roebuck & Co. is testing the plan in Atlanta, Ga. Teenager pur- 
chases are limited to $50, with minimum monthly payments set at 
$5. Parents are notified of the transactions, to guard against 
serious objections, but they don't have to sign for the young- 
Sters. Idea may spread like wildfire, for it brings millions of 
working youngsters into the credit range. 



































More on the teen-age market. Teen Spending will top $9 billion this year. 
May reach $10 billion next year. Stores that aim for this business get it. 
In California, a $2.5 million shopping center just for youngsters is in 
the works, sort of a retail Disneyland. It will have some 60 stores, an 
ice skating rink and swimming pool. Purely adult-type stores found in 
conventional centers will be omitted. Teenagers are heavy repeat buyers 
for sporting goods, tools, do-it-yourself lines, toys and games, and gift- 
wares. Fall promotions for teens will pay off. 
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HE INSISTS ON TAKING IT ALONG! 


When a man gets the sHopsMiTH fever he just can’t wait to take 
it home. Here's his dream come true . . . the home workshop he’s 
always wanted. And when you sell him a sHopsmitu, you're sell- 
ing him the satisfaction of getting jobs done faster ... better... 
at far lower cost ! 

Compact, versatile, rugged and accurate . . . sHopsMiTH is the 
amazing multi-purpose tool that does everything a shop full of 
single-purpose tools can do— AND MORE —at 1/3 the cost! 
For dealer information, write Dept. SHA-813. 


NOW! Complete Shop in 1 Tool for only $299-5° 





with YUBA's fabulous 
9 POINT 
PROFIT- MAKING 
PROGRAM 


Greatest support ever 


offered Power Tool Dealers 


1. New Under $300 List Price! 

2. Yuba 2-Way Guarantee! 

3. November Invoicing—December Dating! 
4. Christmas Lay-Away Promotion! 

5. Self Demonstrating Display! 

6. Quantity Discounts! 
7 
8 
a 










—_ 4A - 
9” CIRCULAR SAW — 


=_> 













- Special Telephone Listings! 
UNLIMITED HORIZON 


- Retail Incentive Program! 
- National Advertising and Promotion! 


162” VERTICAL 


__—= 34” LATHE TAL DRILL DRILL PRESS 











For season-’round profits, sell YARDSMITH ... SHOPSMITH’S outdoor power partner. 


YUBA POWER PRODUCTS, INC. 


800 EVANS ST., CINCINNATI 4, OHIO 
A Subsidiary of 


YUBA CONSOLIDATED INDUSTRIES, INC. 


Want more facts? Circle 107, p. 95 
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pitt BE SURE TO STOCK THESE 
PROVEN SALES LEADERS! 


PLATED HEX KEY SETS PLATED OPEN END WRENCH SETS 


. ,_f Ss _erwrees, . . A) oe 

#18,7 pe. . . 37¢ "“Saraveee, 906 « » « « » Slee 

#44, 11 pe.. oe #4B, 4 pc. clip set, black . 95c 
*Skin-Packed Items. All others in durable, attrac- #SP7K “oT - 95e #51 634P clip set, plated . $1.35 
tive self-selling printed plastic pouches. #9SL,1 8 pc. . . . $1.39 #51634RP, 3 pc. pouch —e 


OPEN STOCK KEYS PACKAGED PRICE PER HUNDRED 


Dimensions Socket Set Socket Head Pressure Quantity Approx. wt. Price 


Across Flats Screws Cap Screws Plugs Per Box per box in Ibs per 100 Terms: 2% 10 days, net 30, F.O.B. factory. 
a wk, 100 $1.80 Full freight allowance on 100 Ibs. on Hex 
: 3 0 7 ats Keys. All other wrenches 150 Ibs. or more. 


100—s=«| 4 2.64 
100 3.16 . 
7 — me For full-line catalog and name 


100 ‘< 4.22 of nearest jobber, write: 
100 3.2 4.40 


i) aay ~ 50 3 5.40 
Ngee: C82 “ay 50 6. 6.40 
| WY —% 25 12.5 10.80 | 
a; -. ff © 25 | | —-45.20~—=«| 


Fits 74¢ Allen Nut | 25 33.00 


a al _| 44.00 INDUSTRIES, INC 
25 64.00 | ® 


: SS 25 Pee 96.00 Upland 7, Penna. 
1” ' 10 Ee eu 148.00 


“WI”w dT 10 | 162.00 
1%, 2 1%,1% 10 296.00 


Want more facts? Circle 108, p. 95 
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Arvin Radios Honestly, have vou ever se 


Here’s the style-and-engineering leader acclaimed by dealers SUC »/) {él ke ae OS »- /2¢ ITIIC’ stviin 
and the industry—Arvin’s table model AM/FM Stereo . 4 
Receiver with distinctive design, nine tubes, two speakers, and 

push-button control for AM, FM, FM Tuner, Stereo, PHono. 


Model 3 SO, Sé lling steadily at $100.00* 





It's backed by performance 
that has the whole 
world listening 

It’s yours exclusivels 
from Arvin 


tl aet Cito ana tastthase 


Matching four-tube dual-speaker Amplifier- 
Speaker completes this stereo twosome. 


Model 1586, $49.95* 


* 3 ae 
ort, oe be eee 
ceeweeeeeer ee errr 





This is Arvin’s new seven-transistor three-band “International” 

the world’s most powerful and handsomely compact portable 

for short wave, long wave, standard broadcast reception! Lever- 

type selector switch, whip antenna, push-pull, RF amplifier, 

battery-saver switch that increases power 10 times. Model 9598, 
* 


a profit-leader at $100.00 


Arvin is first to help you sell the new 
idea of smaller stereo records with 
the first 45 RPM stereo portable 
phonograph, complete with storage 
compartment! Matched speakers 
play through the unit’s hinges! Or 
separated, with connecting cable, 
for true stereo sound. Also play 1624 
monaural records. Model 8092 com- 

A new concept in styling enhances the plete, only $69.95* 

sales appeal of this full-feature, five tube 

clock-radio! Automatic ‘‘on,”’ alarm set, 

slumber switch, 1100-watt appliance out- 


let. Model 5594, $34.95° Arvin Phonographs 


Arvin’s camera- 

size all-transistor ; ; 
portable sells Rich, gold-toned accents highlight 

on sight—and this four-speed automatic Arvin por- 
sound! Seven table phono, with matching stereo 
transistors, two speaker optional. Performance? 
diodes. big 3” Recording artists seem real as life! 
high quality Model 8093, at $79.95* 

059 *"§39.95° - Auxiliary Speaker. Model 1093, $14.95* 


NATIONALLY ADVERTISED IN LEADING MAGAZINES! % 
Big, colorful ads pre- y* "4 3 ae R A D | O Ss A N D 
sell your customers 
on Arvin’s complete r . 7 ‘e a | on H O O G R A fP i. Ss 
lines of portable, table, 7. Ve, i Ar Heaters, t tric 
Far Electric Heating, Ironing Tabi« e Furniture, Bas 


stereo and hi-fi radios , , 


ewe a Z -] : i 
<i ~ f f , ; r ( M 44 , 
and phonographs. pes ‘ ‘ of ar rreaters and Car sven 
5ral Ne 


(set all the facts from ARVIN INDUSTRIES, INC. e Columbus, ind. 


your Arvin distribu- a x =~, Electronics & Appliances Division 


tor today' 


vin a manufacture Portable Ff ‘ 


A 


igher in far West and Sou MILLIONS OF FAMILIES ENJOY ARVIN PRODUCTS 
Want more facts? Circle 109, p. 95 
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THESE NEW PEGBOARD* DISPLAYS 


speLL CRESCENT TOOL sates 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Designed for any standard Pegboard* panel having 

quarter-inch holes, these colorful, eye-catching displays 
. . : za = Crescent 

are so compact as to make possible a complete Crescent . _ Reeties Aten 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover — | | 

Retail prices printed on strips. We 


tools are included in these selections. Your jobber can supply new ones for price changes. 


give you complete information. See him soon. 





*Pegboard is a registered trademark of the Masonite Corp. 


Sign of the srtisan 
Symbol ‘Of Grccllence 


iS 
Na 
DISPLAY 


Crescent is our trode mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
. 
CRESCENT TOOL COMPANY, JAMESTOWN, N E W YOR K 


Want more facts? Circle 110, p. 95 
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LINE 


snap lock tools 


Snap on or off power unit 
in 3 seconds! 


Not makeshift attachments 
—but integrated, quality tools! 


Fit SKIL and many other 4" drills 
in use today! 


Priced right—for high turnover, 
volume and profit! 








SNAP IN# IT’S LOCKED 


’ 


} 
SNAP OUT—IT'S OFF! 





Snap/ Lock Tools ... 


world’s first and only tools 


that snap on-off in 3 seconds 


Skil Snap/Lock Tools are a truly dramatic new concept 
—and one that completely obsoletes all previous tools 
with removable power units. Now there’s no time wasted 
in complicated assembly using screwdrivers, wrenches, 
bolts, clamps, or small parts. 


With the revolutionary new Skil Snap/Lock 
Tools you just snap them on...snap them off 
the power unit. It’s as simple as that—and it 
takes just 3 seconds. TTHINK what a real sales- 
making store demonstration that provides! 


The market for these Snap/Lock Tools is tremendous. 
They fit all Skil 14” Model 503 Drills, Skil Model 549 
(type 5 and later), and also B & D Models U-1, U-3, 
U-15, U-100, and U-400! 


And for the first time, your customers can buy a line 
of Skil quality tools for less than $20 each! It’s another 
basic, trend-setting development —made possible only by 





Skil’s unequalled research and engineering facilities. 


SKIL SNAP/LOCK JIG 
SAW (Model 22502) 


Cuts anything from 1” dressed 
lumber to steel, any shape from 
straight lines to small circles. 
Automatic blower keeps saw- 
dust off line of cut. Sturdy, 
die-cast handle for accurate, 
one-hand cutting. Starts own 
hole for ‘“‘pocket’’ cuts. Oversize 
saw foot for extra stability. 
Light—only 2!, lbs. (less power 
unit). 


SKIL SNAP/LOCK 
ORBITAL SANDER (No. 22503) 


Ends sanding boredom—cuts 
the job from hours to minutes. 
Sands close to corners; has same 
full 25 sq. in. sanding pad used 
on deluxe SKIL sanders. In- 
cludes exclusive long-life Perma- 
Grit tungsten carbide sanding 
sheet—twice as fast as sand- 
paper. Also uses 3°,” x 9” paper 
sheets. Light—only 2'% lbs. 
(less power unit). 


and see 


SKIL SNAP/LOCK 5” 
SAW (Model 22501) 


Cuts 1” lumber at 45°, 1!4” at 
90°. Easy-to-adjust depth and 
bevel controls for accurate cut- 
ting of lumber, plywood, com- 
position. Telescoping lower 
blade guard for extra safety; has 
retracting handle for making 
pocket cuts. Light—only 2!, 
lbs. (less power unit). Includes 
rip fence, 5” combination blade 
with 14" rd. arbor. 


SKIL SNAP/LOCK 
HEDGE TRIMMER (No. 22504) 


Scalloped-tooth design grips 
branches for faster cutting. Wide 
tooth spacing cuts larger 
branches in one stroke. Deluxe 
contour handle adjusts full 90° 
right or left for easy 1-hand use. 
Covers greater area—has same 
extra-long 14-'%” tool steel blade 
used in deluxe trimmers. Light 
—only 3 '4 Ibs. (less power unit) 


SKIL's revolutionary new merchandising 
approach for you and your customers ... 





LL 


New Merchandising Concent 
...4 SKIT Exclusive 


FREE Wall-Holders Help Build Sales of 1 oe a oe 
Complete Matched Sets | ss 
Your customers get a $2.95 Wall-Holder unit absolutely Free, I } 





#3 
7 





packed with each SKIL Snap/Lock Jig Saw, Sander, and 5” 

Saw on this special introductory offer. The Wall-Holder cradles 
the tool on wall, pegboard, or inside a cabinet door... guards it 
against mars and scratches—keeps it always ready for use. 


Also helps build sales of complete, matched sets of SKIL Snap/Lock 
Tools. Each Snap/Lock Tool has been designed for family 
resemblance, and each Wall-Holder is designed for consumer use 
singly, or they can be bolted together in groups of two or three to 
form a complete home workshop. 


FREE! Self-Demonstrating SKIL Merchandiser 


Self-demonstrating display makes a dramatic attention getter, 
a convincing sales clincher. Let prospects actually snap SKIL 
Drill in and out of Snap/Lock Sander in 3 seconds. Fact Tag on 
drill and each Snap/Lock Tool highlights key selling features. 


nee 
> 


-_ 


riere’'s how to get if 


Order Master Pack No. 22510 for the Retail Price of $67.80 
FREE Drill- (/ess your regular discount) and you get— 


Holder 
age 1 No. 22502 Jig Saw (including FREE Wall-Holder) 
1 No. 22501 5” Saw (including FREE Wall-Holder) 
1 No. 22503 Orbital Sander (including FREE Wall-Holder) 
1No.503 %” Drill 





Plus complete FREE merchandising kit including: 


e@ Drill-Holder Display Unit. e 4 attention getting streamers for 
window or in-store use. 


e Colorful background display 
panel. e Handy business reply card for 


é FREE Jig Saw ordering Snap/Lock Tool ad 
toon AA ay Wall-Holder e 25 Snap/Lock Tool Line mats, radio spots, additional 
Folders. streamers, stuffers. 


Smashing national ads and free 
selling aids for SKIL’s 


es 
2 A ws 
FC: 

“e <a 


LOOK—every issue 
et Oct. 13 to Dec. 8 
POPULAR Popular Mechanics— 
MECHANICS (8 Sept. & Oct. , | 
_ => . : Popular Science— , SKIL CORPORATION 
Por. Se ma | neiirsienain? T <= y , 5033 Elston Ave., Chicago 30, Illinois 


SCIENCE cor erg we LF : 3601 Dundas St., W., Toronto 9, Ont. 


‘can | ments—Nov. 15. This } P/inrn | : Prices and specifications are subject to change without notice. 
gg ta a — Week and In- ace All orders are subject to acceptance by factory in Chicago 
| eS ATA > - | dependent Orders are billed at prices in effect at date of shipment. 


- ° ’ Supplements 
. r . CLEvELAN® rte ; 
™ Nhis Week ) —Nov. 29. _ 
Ca 4 ‘ ie i) asia Form F-14590 Printed in U.S.A. 


. 
— 








“Why we came back 


to Bethlehem nails...” 


‘Those cheap nails just don’t hold up. When you want nails that drive straight 
and true, take it from us—you don’t save a nickel when you use any other kind. 
We know Bethlehem nails are tough, and easy to drive.” 

In the long run Bethlehem nails are as economical as any on the market. 
Packaged in sturdy, clean-lined cartons, they're convenient to store and handle. 
They come in a complete range of sizes, styles and finishes: bright, blued, 
cement-coated, and galvanized. 

You can also depend on Bethlehem to make prompt delivery on staples, 
farm fence, steel fence posts, barbed wire, baling wire, merchant wire, bolts 
end nuts. Our nearest office will give you prompt service. 


PE THLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


< Want more facts? Circle 111, p. 95 Want more facts? Circle 112, p. 95 A 





Neve 
YOURSELF 
ALUMINUM 

STORM 
WINDOWS 


SELL ALL THESE 4 good reasons to make 
Reynolds Do-It-Y lf 
PROFITABLE potion aa sn 
your major promotion for 

the month of September 


RIGHT SEASON-—Sell the idea of 
1 new storm windows in September 
... before the old ones go up for “just 
one more winter.” 


RIGHT PRICE—Let customers 
? compare your costs of material to 
the price of a custom-made job. They’ll 
see the light! 


RIGHT DIRECTIONS—Reynolds 

brand new instruction sheet dia- 
grams each step in making storm win- 
dows .. . makes it easy for even the 
unhandiest home mechanic. 


REYNOLDSG 


Want more facts? Circle 113, p. 
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RIGHT SUPPORT —Reynolds 

helps you sell the idea with a com- 
plete selling kit, including window 
streamer, ad mat, instruction sheets 
and statement stuffer... all to help 
you get the big ticket sales in Do-It- 
Yourself Aluminum storm windows. 


| ; f j j j f j \ ‘>? 


DO-IT-YOURSELF, Dept. HA 
Reynolds Metals Company 
Richmond 18, Virginia 


Please send me promotion kit(s) for 





Reynolds Do-It-Yourself Aluminum storm windows. 


NAME 





COMPANY 





ADDRESS 





CITY STATE 








C] I would like additional information on the Reynolds 


Do-It-Yourself Aluminum sales rack. 


ALUMINUM & 


RICHMOND 18, VIRGINIA 


Want more facts? Circle 113, p. 95 
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EXTRA 


“HOME IMPROVEMER 


SALES liad 


for you with RELOKIT 


GIVES OLD DOORS A NEW LOOK 
NEW QUICK TURNOVER, HIGH PROFIT ITEM for tapping the 


tremendous remodeling market. It’s the ILCO Relokit conversion a oper " Caan cae p bts 
set, designed for use on doors equipped with unsightly or worn- COMPLETE INSTRUCTIONS INSIDE 
out mortise locks. Each set consists of a pair of attractive es- 


cutcheons, lock front reinforcing and finishing plates, a strike 
and all necessary screws. 


FOR INTERIOR OR EXTERIOR DOORS — Trim plates avail- 
able in two sizes: 10” x 31!” for exterior doors; 744” x 3\%” for 
interior doors. Available in bright Brass, dull bronze, bright 
chrome and dull chrome; also split finishes for bathrooms. 


BIG POTENTIAL — More than 30,000,000 homes are over 25 
years old — conservatively 300,000,000 doors that are potential 
Relokit installations. Related items — paint, brushes, cylindrical 
locksets increase the sale — and profits. 
DISPLAY | | 

catches the eye and | 

tells the story at bomen 

a glance — packs | 

maximum sell into | 

minimum = space. 

Packaging is color- 

ful, attractive. 

Display and mount 

are yours FREE 

ILCO RELOKIT is an ideal item for do-it-yourselfers. Merely  Guring limited in- 
remove the old lockset and bore for the new cylindrical lock. | ttoductory period. 
RELOKIT plates cover all old holes and blemishes. An ILCO You pay only for 
QUICK BORING TOOL makes boring easy, quick and accurate. the hardware. 


for Full details from your jobber or write direct to us. Stock up now a — : 
and let ILCO RELOKIT increase your sales and profits. Sg OS 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
Want more facts? Circle 114, p. 95 
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say EN AHL 


Fanfiction seorucurs rue FORWARD TREND 


WIN | ...IN GAS HEATERS | HEATERS 


qureiaeriricnornnnraer reve res’ 
Style and comfort leader of 


the Forward Trend is Per- 
fection’s beautiful new 
CORONET. All the deluxe 
m features ever offered in a 
| ian 2 fi gas heater. Available in ra- 
diant and circulator models 
65,000 Btu input. 


Five new circulators, 22,000 to 
45,000 Btu input, 3 vented, 2 un- 
vented. Baked enamel Dawn Grey 
finish with golden sheen screens. 


Companion models to the cir- 
culators above. Same capac- 
ities but with Perfect-Glo 
ceramic radiants. 


IN Oll HEATERS 


Two oil-fired CORONETS, 
50,000 and 65,000 Btu. 
Each has fuel-saving 
“Midget Pilot’, automatic 
controls. 


The Regulaire, 79,000 Btu 
model features patented Reg- 
ulaire blower control built-in 
thermostat for automatic 
comfort. 


& * i‘ 
+ 


Four additional oil-fired models from 38,000 to 
79,000 Btu output, many advanced features. 


. IN PORTABLE HEATERS 





IN WALL FURNACES 


New “Director” Wall Fur- 
nace with smart louvered 
styling. Completely auto- 
matic. Available in gas at 
70,000 Btu input, or oil at 
65,000 Btu output, 





Want more facts? Circle 115, p. 95 


F bg Full Details, Send Name and Addresa 
MANUFACTURED BY To Perfection Industries, Cleveland 10, Ohio 


AR 


DIVISION OF INDUSTRIES 


ew uPP WAYNESBORO, GEORGIA 
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SCREW EYES 


ax Nb 
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GATE HOOKS 


nat ~~ 
or" 


SCREW HOOKS 





U-BOLTS 


arr” 


Your Sales Outlook 
Is Brighter 


with 


BRIGHT ZINC HARDWARE 


lal 


Androck is the hardware line so 
widely known and wanted for the 
famous Androck BRIGHT ZINC 
FINISH ... that stays bright... sells 
on sight. 


This is the quality line . . . made of 
full-gauge steel wire, accurately 
formed with clean, sharp-pointed 
rolled threads — that assures com- 


plete customer-satisfaction. 


This is the popular-priced, leadership 
line you can buy Boxed or attractively 
Carded ... that sparks your sales... 
brightens your profit picture! 


The Zane fant Thiailé. Fawneut- 


(ANDROCK ) 


gin arm 
HOUSEHOLD HARDWARE 


Made by 
THE WASHBURN COMPANY 


First in Quality... First in Service...Since 1880 


Worcester, Mass. © Rockford, Illinois 


Want more facts? Circle 116, p. 95 
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Repolddglire SETSTARS 


GIVE YOU BOTH 


QUALITY 


AND 





QUALITY —at Tait—is not the forgotten ingredient! 
At a time when sacrifice of quality and elimination 
of important construction features are almost universal 
in low-priced jet pumps, the complete Rapidayton 
JETSTAR line gives you both quality AND competitive 
prices, Here is MORE PUMP-—in shallow well, con- 
vertible, and vertical models. Now, with the JETSTAR, 
you can be sure of lasting customer satisfaction, a 
minimum of service calls, big volume, and substantial 
profit. Stock and sell the Rapidayton JETSTAR—a 
really fine quality pump at a low price. 


Shallow Well Jetstar, the 


most competitive high profit jet : 
oump. '/; h.p. compiete pump , reatai 


with built-in ejector, only 


Convertible Jetstar, No.1 


sales and profit maker for wells —y re 
to 80 ft. '/y h.p. complete ‘ / “a re 


pump and ejector, only 


Vertical Jetstar, big volume 


and profit jet for single-pipe 
markets. 1, h.p. complete re 


pump and 2" package, only 


- , rn IARADIOAI 
| WV N Ly 1 PIV } iL JIN 


For maximum profit in jets, install the big, 
powerful Rapidayton Twin Champion—a two- 

stage convertible, fully packaged system. The 
foremost jet pump for really modern homes 

and farms. Gives exceptional performance 

either in shallow weils, or in deep wells to 

150 ft.—where outstanding capacity and extra 
pressure are desired. Pumps full capacity at ¢. 
40 Ibs. pressure. Converts without additional Gam 
pump parts. Surprisingly low priced. 


TRADLC MARK 






Compare this QUALITY construction 


1. Heavy-duty, standard NEMA 56-frame motor (not a “partial” 48-frame 
special job). 2. Open, separate motor mounting bracket (end bracket 
of motor not part of pump, requiring pump to be disassembled for motor 
service). 3. Bronze (not plastic!) impeller means longer life. 4. Stationary 
bronze wear ring (eye of impeller does not operate in cast iron, rubber 
or plastic). 5. Bronze nozzle and venturi (not plastic or rubber) hold precise 
dimensions over long periods of operation. 6. Efficient Quad Volute dif- 
fuser integrated with cast iron pump body (no plastics used; no special 
extra parts to stock and require service) . . . Jetstar also has original 
patented features such as Quick-Connect flange (not “almost” copies ~ 
in name and construction—of competing pumps). — 





The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 


©1959 TAIT MFG. CO. 
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MACKLANBURG-DUNCAN CO. 





Anodized Aluminum 


MAIL BOXES 





700 Series Available in 5 ex- 
citing anodized 


finishes: gold lid 

on black box, 

black lid on gold 

seen ane <7 - 

lack box, gold li 

Engraved on gold box and 
Name Plate with anodized alumi- 


num lid and box. 
every box 


Each M-D Mail 
Box has a blank 
name plate. An 
order form and 
envelope are in- 
side the box. To 
“personalize” mail 
box, your custom- 
er returns plate to 
us for FREE en- 
graving of name. 


M-D Mail Box Holder 
No. 44 for 4” x 4” 
wood posts. 


M-D Rural Mail Boxes are 

available in 4 beautiful life- 

time finishes that never rust or 

tarnish. Albras (brass color), 

Albright (chrome bright), Al- 

black (black), and Alacrome 

(natural aluminum). Standard M-D Mail Box Holder 
No. 1 size. Approved by U. S. No. 150 for 11/2” 
Postmaster General. metal pipe. 


[md } “Door BOTTOM 





Up auto- DOWN snugly 
matically to neem against floor 
clear carpet . to seal out 
easily when TT ow drafts when 
door opens. Ree door closes. 


Here's the perfect automatic door bottom and draft 
eliminator tor ALL doors. Smartly designed with 
silvery-satin finish—will not rust or tarnish. Furnish- 
ed in standard lengths—28”, 32”, 36”, 42” and 48”. 





Extruded Aluminum 


==] THRESHOLDS with _ insert 
GE» 


aa 


y/ 














at “a 


nn Ay 


This beautiful vinyl-type threshold is available in either Alacrome 
or Anodized Albras fish. Albras is a permanent anodized color 
that will never tarnish—never needs pornos. Available 334” wide 
by 34” or l'/g” high or 134” wide by %/” high 

















EM | Nimetal 
DOOR BOTTOM 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass or 
aluminum. Standard lengths. Packed 
1 doz. same length to carton. 












































M-D EXTRUDED 


HEAVY DUTY M-D EXTRUDED 
DOOR BOTTOM HEAVY DUTY DRIP CAP 


Extruded aluminum and Extruded heavy duty drip cap—in 
felt door bottom—in nat- natural finish or anodized finishes. 
ural or anodized finishes. 


ean a 
‘ ; ae P 
oe a Ss ES SN Ot 
cree Sie 3 eM : e. 


P. O. BOX 1197 — OKLAHOMA CITY 1, OKLAHOMA 
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_Numetal WEATHER STRIPS 














AVAILABLE IN 
STAINLESS STEEL 
OR BRONZE 


This complete package unit means easier handling 
for you .. . easier installation for your customers. 
M-D Numetal door sets are available with regular 
door bottoms or with any M-D threshold. 











jmd} Jamb-Up 


DOOR 
WEATHER STRIP 


EXTRUDED ALUMINUM & VINYL 
Made of sturdy, extruded aluminumys 
and tough, durable vinyl. Perfect for 
wood or metal doors. Comes com- 
pletely packaged with necessary 
strip, nails, screws and instructions. 

























—/Vi‘WAY 
SEES | WEATHER STRIP 


Fast-selling because it’s so easy 
to put on. This is the “original” 
coil metal and wool felt weather 
strip. Each individual carton con- 
tains one 18 ft. roll with nails and 
instructions. Packed 12 cartons in 
free display. 

















For 1”, /,”, ¥,”", 1/2” 
or 3,” sliding panels 
of glass, plywood, 
masonite, pegboard. 
Aluma-Slide alumi- 
num track sets can 
be used on any size 
cabinet. Fast, easy 
installation without 
special tools. In 
packaged sets with 
holes drilled, screws 
furnished and 
instructions. 








DOZENS OF USES 


ale BES7 SELLERS “in the house’ 


Aluma-Slide 
=| SLIDING DOOR TRACK 
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COMPOUND 
Ni (ALK 


World’s best calking 
compound available in 
loads, with or without 
nozzle ... hand squeeze 
tubes ... or }/2 pt., pt., 
qt. and gal. cans. Also 
5-gal. and 55-gal. drums, 
gun or knife grade. 


Nu-Glaze 


You can use and recom- 
mend this glazing com- 
pound with complete 


me 


CALKING 


Sompound 


“Stay “y ar eg - “ys bl A ZINE 
t., pt., an t. cans, 

$8 BD in fod ib 886 =P 

lb. drums. 





we 




















ERS Order today! 
DEAL " shipped 


' All M-D proc: 
ts are fast se ers, 
wstionally advertised. 


ucts so 
hardwar 
building SUPP 

















BUILDERS o-D prod- 
id nationally by 
e, lumber and 
ly dealers. 














Here’s a sturdy, 
extruded alumi-— 
numrodwithnylon ~ 
hanger-glides 
that slide easily. 
Completely pack. 
aged sets, in sizes 
to fit all closets. 





POVULSN ag i 


SCTE NOE 





: 
f os — 





“ (F) ARMER 


17 magazines will carry 


197,000,000 Messages 


to your customers 
about M-D products! 
124 ads (some in 2 colors) will 


cover the line of M-D products ond 
create store traffic for youl 


Shelf-Mounted 


ME | CLOSET RODS 











rai. 


r wis Moin 
L\gricalturisg PO 
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BIG SALES...BIG PROFITS IN 
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ORDER FROM THIS COMPLETE LISTING — RETAIL PRICES APPROXIMATE 


Approx. Doz. Lbs. 
No. DESCRIPTION Retail Cin. 


*W424 6 oz. Dessert or Low Custard 2/25¢ 15 
*W460 9’ Pie Plate $.49 16 
W405 1 pt. Casserole, Knob Cover Ad 16 
*W 407 12 qt. Casserole, Knob Cover 89 19 
*W409 # £5'' x 9 Deep Loaf Pan 69 : 1 
W462 =—'10”’ Pie Plate 59 20 
W 467 1/2 qt. Casserole, Au Gratin Cover .89 / 19 
*W410 61/2" x 10” Utility Baking Pan 69 ( 15 
W235 12 oz. French Casserole, Cover 35 28 
W 408 2 at. Casserole, Knob Cover 99 / 21 
W468 =—-1134"' Oval Divided Dish 79 13 
W450 = =8" Round Cake Pan 59 12 
W469 5’ x 9” Baking Pan, Crystal Cover .99 21 
*W452 = 8’ Square Cake Pan 79 17 


ZzerxAr-- TO MONS > 


*These items available in a 12 pc. Anchorwhite Ovenware Set 
(W400 / 201). Composition: one each of all starred items except W424 
6 oz. Dessert or Low Custard) of which there are six. This 12 pc. set 
comes gift packed, four sets to a shipping carton, weight 53 Ibs. 
Approximate retail $3.98. 





OVENWARE 


‘Bake ...$erve... stere... rehaat 
ali in the same Clete. . 


Beautiful Ovenware 
at unbelievably 
low prices 


The milk-white beauty of Anchorwhite Fire-King 
Ovenware accentuates the appetizing colors 

of foods—complements any table setting. And 
because of its low cost, your customers will want, 
will be able to afford, and will buy all the 
Anchorwhite Fire-King Ovenware items they’ll 
need for their many different baking needs. 

Here are two more reasons you'll sell lots 
of profitable Anchorwhite Fire-King Ovenware: 
every single item is backed by a two-year 
guarantee against oven breakage. And each piece 
carries the Good Housekeeping Seal on the 
colorful label reproduced above. 

Place your order for new Anchorwhite Fire- King 
Ovenware now! Feature mass displays during 
the baking months ahead. Be set to enjoy big 
profits—up to 56% on open stock sales. 


Now...more than ever... 


ANCHORGLASS 


makes you money... makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 


Want more facts? Circle 119, p. 95 
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To build a more profitable future + el [ U D to 


with electric housewares... 


a 
~ Stainless Steel 
Fused Forever 
To 
Aluminum ! 


“Easy-Cleaning”’ immersible Automatic 
Stainless Stee! Automatic Fry Pan Aluminum Fry Pans 


Stainless steel fused forever to aluminum! Built-in precision temperature con- 
Completely immersible. “52-X" element. trol. Cooking guide. Immersible to 
Model 8C1, $21.95*. in ‘“Permanent-Mold” insignia. Two sizes: 11" Model 8A1, 
aluminum Model 8D1, $14.95*. Removable $19.95*, 12” Model 8B1, $24.95* 
Heat Control, $7.50*. Cover, $4.00* Covers, $3.50* and $4.50*. 





TOASTMASTER 





Want more facts? Circle 120, p. 95 
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quality...not down to price! 


Here’s how TOASTMASTER’ 
helps you do it! 


* QUALITY... A Toastmaster tradition for over 30 years. 
Toastmaster Homewares are made better...they’re worth 
more... you can sell them for more! And they stay sold! 
You cut complaints and profit-robbing repairs when you sell 
Toastmaster Homewares! 


“Cup-A-Minute” Coffee Maker 
Perking starts in 20 seconds. Delivers 
3 to 10 cups at a cup a minute! 

Model 5D1, $29.95*. 


* CONSUMER ACCEPTANCE... Nationally-advertised 
Toastmaster Homewares will be pre-sold again in ’59 in the 
leading consumer magazines, as they have been for over 30 

A years. This advertising, plus millions of satisfied users, creates 

Lhe ee 2. the tremendous consumer acceptance that makes it easier to 

Me eae DS or) 3 a ee sell Toastmaster Homewares! 

12-piece set—everything to sell ‘a perfect 


job.” Model 13A1-12S, $17.95*. 
Other sets from $10.95*. 


*K LOCAL CO-OP ADVERTISING... A controlled plan 
to help you bring pre-sold Toastmaster customers to your 
store. See your Toastmaster distributor for details. 


me PROMOTIONS... There’s a Toastmaster promotion 
designed to help you build your sales during every major 
selling season! As an active dealer you qualify for free mer- 
chandising kits, tie-in ads, displays. 


Send for Your FREE 
“VALUE DAYS PROMOTIONAL KIT"! 








Here’s a promotion you can 








Want more facts? 
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=i Qtys: || OAYS! ¥- =. 
(“ya \———/ |---| Ate 

pays! \ - OAYS? 
be on all | a ; 








put to work Right Away! The 
‘‘Value Days Store Promo- 
tional Kit” has everything 
you need tostage a traffic and 
volume-building “VALUE- 
DAYS” event—big, colorful 
banners for windows, walls, 
wires and counters; VALUE 
DAYS price cards for point- 
of-purchase display. 


[t's yours FREE for the asking. Contact your distributor, or tear 
out this part of the ad and mail to: Advertising Department, 
TOASTMASTER DIVISION, McGraw-Edison Co., Elgin, Ill. 


oie 


a > 

* Guaranteed by 7 

Good Housekeeping 
£ 


; P . 
4S aoveatisto 
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New soft feel! 


The “Turtleback” cellulose sponge is 
now wet-packed for extra shelf ap- 
peal. Its soft feel and eye-catching 
new package will add up to new sales, 






Exclusive 
size and shape! 


There’s nothing like the exclusive Du Pont 
“Turtleback” sponge! It’s perfect for car wash- 
ing. Tapering edges get under door handles... 
into grilles and other hard-to-reach places, It’s 
easier to grip. The large, flat surface speeds 
every big job—spreads floods of suds, 
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DU PONT“TURTLEBACK” 


TRADEMARK 


et-packed sponge with the fast-sell features 





Other selling advantages! 


Rugged skin-like backing. Resists tearing on sharp corners 
. .. makes sponge last longer. Handy for wiping dry, too. 
Square edges. Gets in those hard-to-clean corners. Makes 
cleaning windows, walls and woodwork faster . . . easier, 
It floats. The “Turtleback” will not pick up dirt or grit from 


the bottom of the pail... leaves no lint on car finishes, 
windows or other smooth surfaces. 


Big profits. Suggested retail price—$1.00. You 


buy one carton—24 “Turtlebacks” for $14.40. Retail value 
at list $24.00. You profit up to $9.60. Order the new “‘Turtle- 
back” from your Du Pont No. “7” supplier today! 


DU PONT NO. “7” PRODUCTS 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
Want more facts? Circle 121, p. 95 
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Never 
before 
such 
elegance... 





Luxury 
Ensembl! C ... created new excitement 


at Housewares Show. A reception—and orders !—unparalleled in Detecto’s 
Show history. New, unique and original styling promises to make this the 

hamper ensemble of the year. Keynote is quality—backed by the great name of Detecto 
in the housewares field. Bench hamper retails at $14.95. Full-size hamper, $15.95. 
Available separately. Perfect match, the new Detecto “99 scale gives absolute 

accuracy even on rugs and uneven floors with stabilized mechanism. 

King-sized lens for superlative reading. With brass trim, $12.95. 


All prices slightly higher weat of the Mississippi. 


Only from DETECTO! 

The’most complete line of exciting, action- DETECTO SCALES INc. 

getting specials...to give you greater 540 PARK AVENUE. BROOKLYN 5, N. Y. 
traffic, greater markup all year long. 

For complete information, write Detecto Scales, Inc., or contact representatives—Baltimore, Md.: A. Littlejohn + Birmingham, Ala.: R. Custred « Boston, Mass.: J. McElroy 


Chicago, III.: W. Jacobson «+ Dallas, Texas: D. U. Parker « Denver, Colorado: J. Ramsey * Kansas City, Mo.: R. P. Ingram + Los Angeles, Calif.: J. J. Firestone » Memphis, Tenn 
T. J. Carroll *« Miami, Fla.: Al Garwood + New York: J. Goldner, F. Daub * San Francisco, Calif.: Wagener & Swanson « Seattie, Wash.: P.N. Smith « Toronto, Canada: Diwalt Sales 





Want more facts? Circle 122, p. 95 
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Swing-a-way has everything you want! 


The quality you want: SWING-A-WAY is rated first in quality and value by America’s 
foremost testing laboratory. The style you want: SWING-A-WAY is as fresh as to- 
morrow... today. Dramatic, clean-line styling assures sales success. The price you want: 
SWING-A-WAY is priced right for fast turnover. It’s the worth-more product that costs 
less. The protection you want: SWING-A-WAY is backed by a 5-year guarantee that 
protects both your customers and you. Why not put these selling advantages to work? 


. 
YOU CAN SELL MORE, MAKE MORE WITH SWING s A WAY 








MAGNETIC CAN OPENER from $3.49 








TABLE ICE CRUSHER from $9.95 








PORTABLE CAN OPENER from $1.98 
PORTABLE KNIFE SHARPENER $1.98 CABINET CAN OPENER $9.95 













WALL 
ICE CRUSHER 
from 


$7.95 








ICE BUCKET $7.95 

















BOOST SUMMER SALES 
WITH THESE PORTABLES! 





AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. « IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
Want more facts? Circle 123, p. 95 
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...@ new buy word for 


EXTRA FALL & 











HANDY-LITE REEL 


Light and power when and where it’s needed .. . auto- 
matically! Home, workshop, patio, garage .. . all 
around the house. Cord locks at any desired length... 
retracts automatically. MODEL 500 ‘89 

Electric outlet in handle. 20 FT 5 


ULapproved. Guaranteed. LIST 


CHRISTMAS PROFITS! 





CLOTHESLINE REEL 


Brings automatic new convenience to laundry, base- 
ment, outdoors. Unique Lock-Ring keeps line from 
Sagging. Line retracts out of sight automatically. 


Weather resistantcase of oper cr.20 5 
eit 395 


aluminum. Sells on sight. 
LIST 


Guaranteed. 
MODEL CR-40—40 FT. $@95 LIST 





Better Homes 


and Gardens 


OVER 37 MILLION 


readers will be presold on 
Cordomatic Convenience! 





ACT AT ONCE! 


Get set to profit by Cordomatic’s powerful promotion. 
See your wholesaler or write direct for full details. 





Cordomatiz, PRE-SELLS YOUR MARKET WITH 
POWERFUL SALES SUPPORT 


Dealers from coast to coast are already profiting 
by the tremendous national acceptance of these 
Cordomatic products. A great national advertising 
campaign will pave the way to extra fall and Christmas 
profits for you! 


Everything’s ready to help you tie-in and cash-in 
@ Special window display service 


@ Point-of-sale displays for Christmas and all year 
’round 


@ Envelope stuffers, catalogs, etc. 
m Dealer advertising service 


17th and Indiana Ave. e Philadelphia 32, Pa. 


Want more facts? Circle 124, p. 95 
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“The heart of any vacuum bottle is the glass filler 
Only American Thermos make their own glass 
and now bring you a new break-resistant glass 

created especially for their own fillers.” 


FASTER SALES, GREATER PROFITS AND FEWER CONSUMER COMPLAINTS 
Want more facts? Circle 125, p. 95 
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STRONGLAS 
THERMDs. 


Cuts Breakage to an Unheard-of Low 


Now the fillers of all vacuum bottles by 
THERMOS are made of a new, exclusive, 
laboratory-type glass with high resistance to 
pressure, temperature change and shock. 
Breakage is drastically reduced and the life 
expectancy of the vacuum bottle doubled. 
Another first by THERMOS, this new glass 
filler is the greatest improvement since the 
Original vacuum bottle was introduced by 
THERMOS over fifty years ago. Use this ter- 
rific sales feature with all of your customers 
to build your vacuum bottle sales. 














onty vacuum sorties By THERMDS. 


HAVE THESE EXCLUSIVE SALES FEATURES 
* Convenient Cup Handle 
* Stronglas Filler... Break-Resistant 


* Combination Tip Protector and Shock 
Absorber 


TRIPLE GUARANTEED to keep hot or 
cold, against filler tip breakage and against 
any manufacturing defect. 


THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadian Thermos Products. Ltd., Toronto « Thermos, Ltd., London 


e Spotlight of Leadership is on Products by ‘ THERMOs. / 


Want more facts? Circle 125, p. 95 
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NEW Volume Sales Builder 


ST E. EL WO O L up to 50% MORE large size pads 


than in the 16 pad ready made pack- 
age « No waste e Easy to store 
e Always ready for use « Make 
any size pad e 8” reel of ribbon 
steel wool is 3” wide in dispenser 


package. 


Greater Economy 


For Your Customers 


More Sales For You 


PATENT 
PENDING 


FREE DISPLAY for counter or window 


with an assortment of 96 reels: 
24 reels of each grade #2, #1, #0, #00. 
Your cost per reel is the same as regular 16 pad package. BEAVE R fades 





Supplies will be limited so get your order in now. Don’t miss 

this opportunity to build volume sales in steel wool. Every ae 50% MORE large cpa 
do-it-yourself fan is a potential buyer. The four grades will | Swen 

meet every household need. Get ready for fall selling by 

ordering your assortment today. 





James H. Rhodes & Co. 
157 W. Hubbard Street 
Chicago 10, Illinois 


Send me_______ assortments 


My jobber is 
(Or place my order with nearest distributor) 


COMPANY 
ADDRESS 
CITY 
BUYER 


Want more facts? Circle 126, p. 95 
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Mortite Weatherstrip now comes in 
_| new eye-catching, speedier-turnover, 
faster-profit packages! 


Here it is . . . redesigned for more sales with Mortite.. . 
the new BARGAIN BOX! A real bargain-buy for your 
customers—the famous, nationally advertised “‘Fingertip 
Weatherstrip’’—90 feet of the finest weatherstrip 

money can buy. Enough for a full half-dozen windows 
and it sells for only $1.39 per box. 


DEALER PRICE—ONLY $11.12 

That’s list less 334. Shipping wt. 25 Ibs. 

12 BARGAIN BOXES in each Dealer Carton. 
Newer, bigger profit. You sell for $16.68 
THAT'S $5.56 PROFIT FOR YOU! 


Completely new and created especially to step-up 
impulse purchasing—the all-new, individually 
packaged JUNIOR BOXES. 12 boxes in each 
Mortite Counter Display Unit. Attractive, 
self-selling, plenty in a box to weatherstrip any 
average window—and at only 29¢ each retail, — 

they'll go like wildfire. a7 me eens 1 o 
YOUR COST—ONLY $9.28 PO ta nee 
List less 334 of course. Shipping Carton contains na < 

48 Individual JUNIOR BOXES packed 12 

boxes to a Counter Display. Shipping wt. 16 Ibs. 

Order by Cartons of 48 only. You sell at 29¢ 

for a total of $13.92 AND THAT'S $4.64 JUNIOR BOXES 

PROFIT TO YOu! Stock No. JR-48 


WHAT’S NEW WITH YOUR 
MONE Y-MAKING FRIENDS 
































THoTD 


Foamflex doorstrip now 
comes in a new improved design that’s 
more efficient than ever! 


Notice the exclusive, new “Offset’’ feature 
It adds new security—presses against the door 
stop for the most perfect, airtight seal you’ve ever } 
seen. New wrap-around label tells and sells. 

Simple instructions in every FOAMFLEX 

package give easy, step-by-step information. 

Anyone can weatherstrip a door in 10 minutes! 


RETAILS FOR $2.29 

Your customer gets everything he needs to 
weatherstrip a door—even the nails. You get a 
handsome 12-Unit self-selling, Display Carton 
that takes only inches of floor space. YOUR 
COST, $18.32... YOU SELL FOR $27.48 
AND YOUR PROFIT IS... $9.16 


For complete information and 
name of nearest jobber, write to 


Remember ... you can DOUBLE-SELL! . . . Every purchaser of 
one Mortell Product can be sold the other by simply calling it to 
his attention. 


yar ngpon; 2 — 


508 Burch St., Kankakee, Illinois 


MORTELL WEATHERSTRIPPING... NATIONALLY ADVERTISED 
FOR OVER 18 YEARS! 


Want more facts? Circle 127, p. 95 
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Sewer 


St 


These three frosted bowls 
in a stunning brass caddy 
are ideal for a variety of 
uses—chips and dips. . . 
pickles and pretzels... 
relishes and radishes .. . 
candy and nuts. Each set 
is handsomely gift-boxed, 
and is priced to retail 

at about $4.00. 


the glassware women choose 


Hene are three exciting new glassware items 


Make sure that you are adequately supplied to 
from Libbey . . . to give as gifts or to use for home 


fill the needs of every shopper . . . and remember 


entertaining. They re new and different . . . will 
move quickly to build more profits for you. All 
glasses illustrated, except the Triple Server 
bowls, are Libbey Safedge® Glassware, backed 
by the famous guarantee: “A new glass if the 
rim of a Libbey ‘“Safedge’ Glass ever chips.” 


that when she’s buying a gift, shell probably 
want a set for herself, too. 

For complete information on this, and other 
Libbey Glassware, see your Libbey Distributor 
or write to Libbey Glass, Division of Owens- 
Illinois, Toledo 1, Ohio. 


Quoan au Creamer 
Sot 


The bright little creamer and sugar bowl, 
complete with gold colored tongs and caddy, 
are sure to catch her eye. 22K gold leaves 
on a band of misty frosting give this set a 
luxurious appearance. Complete set is gift- 
boxed, and is priced to retail at about $3.50. 


oatens Féichor 


This little pitcher, shimmering with frost 
and glittering with 22K gold leaves, has 
a detachable brass handle. It’s perfect as a 
gift or for personal use, and is gift-boxed. 


Ideal for syrups, beverages, dessert 
toppings, etc. Priced to retail at about $1.20. 


Owens-ILLINOIS 


GENERAL OFFICES + TOLEDO 1, OHIO 


LIBBEY SAFEDGE GLASSWARE 
AN (1) PRODUCT 


Want more facts? Circle 128, p. 95 
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PITTSBURGH PLATE GLASS COMPANY 


Want more facts? Circle 129, p. 95 
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mip. Unit 3 


eg. $3.45. Only $2.99 (Order Cat. No. 2674: Ship. Unit 3; Wt. per Unit 5.2) 
Only $3.49 (Order Cat. No. 2675: Ship. Unit 3; Wt. per Unit 5.9) 





NEW INTEGRAL HANDLES SANITARY. EASY-TO-CLEAN EDGES 
REMEMBER! Wear-Ever Quality is backed by over 50 years of national advertising. 


Wear-Ever Aluminum, Inc. New Kensington, Pa. Western Prices Slightly Higher 


Want more facts? Circle 130, p. 95 
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“Now, I’ve got a complete line of accessories ...and my customers know it!” 





> NEW from Swat 


NEW WASHING MACHINE) 
yy) ACCESSORY _|) 
SUPER MART | 





Make $26.56 Profit on 
this Washing Machine 
Accessory Super Mart! 


Colorful merchandiser sets up fast. Takes 
little space. Handles 95% of your customers’ 
requests for washing machine hose and ac- 
cessories. Simplifies stock control... keeps 
items organized and displayed . . . permits 


self-selection by your customers. What's it 
cost? Just $49.06. 


? 
i 


nuit 


h 


What’s in the package? 


20 Utility Hose 
12 Drain Hose ............ 
6 Master Water Mixers . 
12 High Pressure Inlet Hose 
WES ob bvuweteccdeaeeed 


Call your jobber—he’ll set you up right in 


| the profitable washing machine accessory 
| business this week! 


New SWANSEAL Weather Strip ...a real fall profit-maker! 


Want more facts? Circle 131, p. 95 
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ARE YOUR CUSTOMERS 
VALUE CONSCIOUS? 


Sel @& challenger & 


FINE QUALITY TOOLS 


No. 450 102 pc. SOCKET MASTER at Low Popular Prices: 


‘“Wall-ette’’ Assortment 


; MADE IN AMERICA by World’s Largest Producer of Hand Tools, with 
over 50 years Leadership in Fine Tool Engineering. 


QUALITY THROUGH AND THROUGH. Up-to-the-minute Designs... 
Alloy Steel... Precision Manufacture ... Superb Finish. 


3 PRICED FOR VOLUME SALES at a substantial profit for 
you on today’s competitive market. Nationally Ad- 
vertised. 


a bb UNCONDITIONAL FACTORY GUARANTEE covers Ma- 

maaan is >” st terials, Performance and Workmanship. 
cris 49 ADS 
TTT : : : YOU BUY COMPLETE LINE FROM ONE SOURCE—Indi- 
meen 68h °= “EES! f vidual Tools, Tool Sets, Tools in Kits and Clips .. . Self- 


service Floor and Counter Merchandisers . .. and 
“Wall-ettes” (illustrated). 


wpe = Ask for CATALOG and PRICES today! 
VOLUME MASTER 

“Wall-ette’’ Asst. Alse receive Full-color Literature 

on 3 New fast-selling ““Wall-ette”’ 

Self-service Assortments (at left) 

featuring Sockets & Attachments, 

Pliers, Wrenches, Screwdrivers, 

Punches, Chisels, Complete Socket 

Sets in Tool Boxes, etc. CONTACT 

YOUR JOBBER. . or write address 

below. 


whetyte re 














No. 460—227 pc. 
PROFIT MASTER 


““Wall-ette’’ Asst 
APPROVED 


MERCHANDISING PROGRAM E> =. Xr 
< a i lenger Division a ed (ae 
PENENS TOOL CORPORATION ¢@ SCHILLER PARK, ILLINOIS OF. TSE OC ranic 


ONTARIO 
Want more facts? Circle 132, p. 95 
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new SKIL promotion for rea/ turnover 


ae | . 
Cartes Stew 


WITH NEW You just can’t beat this deal! Here’s the 


fastest selling jig saw on the market— 


the one that broke all sales records 
this spring. Now, add to it this special 
free offer—$7.50 Blade Kit—and you 
have the greatest tool value of the year. 

With 9 different wood and metal cutting 


blades, the No. 21285 Blade Kit comes 


attractively packaged with each Model 
514 Jig Saw. Just order Jig Saw at 
the regular $47.50 price (less your full 
discount) and receive special Gift Pack 
with free $7.50 Blade Kit. 


— free ‘78 BLADE KIT 
arr 


Packed with each Gift Pack is an atten- 
tion-getting easel display card to hold 
the blade kit—and a handy, postage 
free, business reply card for ordering a 
penta ang complete promotional package including 
nin dee window streamers, local ad mats and en- 
Sept.1—Dec. 31,1959 Velope stuffers is also enclosed. 
Your Skil representative or wholesaler 
has the facts—but hurry, this offer ex- 
pires December 31, 1959. 


SKIL Corporation, 5033 Elston Avenue, Chicago 30, Illinois 
Want more facts? Circle 133, p. 95 
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What do 
you do 
when your 


prospect 





0 WHAT? 





they’ve both got the same engine on top! 


N? need to get yourself in that crack. Specify that 
your better quality, higher priced, more profit- 
able mowers come with the one engine on top that’s 
reserved for quality mowers . . . the one engine that’s 
never found on low price mowers 


CLINTALLOY 


the world’s finest air-cooled gasoline engine, pro- 
duced from nickel-impregnated iron by a revolution- 
ary, patented shell molding process—a Clinton exclu- 
sive! It’s by far the most durable of all with vibration 


reduced to one third that of comparable gasoline en- 


gines. Such reduction is impossible to achieve with 
lighter weight aluminum. The Clinton CLINTALLOY 


gives you longer life because of lower bearing pres- 


CLINTON 
Dept. D-4 


Maquoketa, lowa 


ENGINES CORPORATION 





sure and reduced piston travel. The CLINTALLOY 
one-piece cast iron cylinder block has tremendous 


reciprocating-force absorption capacity—establishing 
a new standard of power, durability and trouble-free 


operation in air-cooled gasoline engines. 


But equally important to you, it is the one engine 
never found on low price mowers. It is the one tangi- 
ble point of superiority your prospects can see at a 
glance . . . the one big difference you can hang your 
worth more sales story on. The one engine on top that 


says: “This mower is worth the difference.” 











World's Largest Manufacturers of the Most Complete Line of Air-Cooled Gasoline Engines 


Want more facts? Circle 134, p.95 ° 
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hardware merchandising 


LEADERSHIP 
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Each year, The Geo. Worthington Co. receives 
many awards for sales records, achieved through 
leadership in hardware merchandising. 


Worthington’s position, as one of America’s largest 
full function wholesalers, is the result of a friendly, 
sound dealer service program which has only one aim: 
to help you sell more at greater profit. This is administered 
by 143 salesmen. Each of these men averages more 
than 20 years of Worthington experience. Each is 
eager to share your problems and work closely with 
you in every way! 





A-430A 


THE GEO. WORTHINGTON CoO, 


CLEVELAND 1, OHIO 





Want more facts? Circle 135, p. 95 
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NEW.. pee: for your free copy! 


...21 Merchandising Tips help 
you make more money! 


Here are easy sales tips you can use every day—build traffic, get 


more tape sales, bigger sales—and you don’t have to spend a cent 
to use them! 


You can actually obtain extra sales the first day that you read this 
booklet. It’s our way of showing you how you can make more money 
with Johns-Manville Dutch Brand, the only tape, cement and 
sponge rubber line merchandised for hardware retailers. Attrac- 
tively packaged for everyone from do-it-yourselfers to contractors; 


Dutch Brand products move fast! See them all in ‘21 Ideas To 
Help You Sell More Tape.” 





Send for your copy now! JOHNS-MANVILLE Dutch Brand Division 
7800 South Woodlawn Avenue ® Chicago 79, Illinois 


Jouns-Manvine 3) 


Want more facts? Circle 136, p. 95 
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means 


to your customers! 


That's why it pays to 
stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” 


sporting ammunition. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. | 
“High-Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. ae 
Want more facts? Circle 137, p. 95 
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GOLD STRAND* Insect Wire Screening 
is one of a complete line of quality steel 
hardware products stocked in CF «l’s net- 
work of warehouses. Through these out- 
lets in key cities coast-to-coast, this giant 
steelman—the CFel Image—stands 
ready to serve you with products that 
sell, And, their quality ensures satisfied 
customers, repeat sales and more profits 
for you. 

Gold Strand Screening is furnished in 


in the Wes: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo. + Billings * Boise * Butte * Denver 
Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 


Let the CF«I Image help you increase your profits 
...with GOLD STRAND* Insect Wire Screening 


galvanoid, aluminum or bronze...in 
regular widths from 16” to 48”. . . in full- 
length 100’ rolls. ..instandard 18x14 mesh. 


Ask your jobber or the CFelI sales 
office nearest you for complete informa- 
tion about Gold Strand. At the same time, 
you can order CFéI-Clinton General 
Purpose Welded Wire Fabric, CF&I Hex 
Mesh Netting, CFaI Hardware Cloth and 
other CFa&I Steel Hardware Products. 


in the East: WICKWIRE SPENCER STEEL DIVISION—Atianta * Boston * Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 
Want more facts? Circle 138, p. 95 4 | Want more facts? Circle 139, p. 95 > 
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El Paso * Farmington (N.M.) * Ft. Worth * Houston 
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FREE! 
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Catch you 
ly with the 
urgent re 
sale NOW 
has adhe 
FT-59b he 


applicatio 


Plant Dut 


FS-59 

FREE! 
Color §& 
Bright anc 
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Plant Dutch Bulbs this Fall! 


F'P-59 

Free! Big-As-Life True-To-Life Full Color Tulip Poster. 

Here is a miniature reproduction of your new free 22%" x 36%" Dutch Bulb poster. Dramatic 
colorful splash of red tulips—a real traffic-stopper, suggesting that your customers look ahead to t 
Spring garden enjoyment—and BUY THEIR BULBS NOW! 22\4" x 36%" FREE 





NL AEs ETT 
s 
YOUR GUIDE TO SPRING ete : Dis . 
BEAUTY with Ciuths from t ' ( — an a Sree: Saye Rigas 
- w eo | SSS SSS 
4 ae ~ mS aoa Samo 
F'B-58 
Guide To Spring Bea 


General instruction booklet. O; 
formation in easy-to-find sectic 


the house and in the garden; 2 

a bulb is and how it grows; 4. 
with their flowering times. Full-c 
show how to have three mont 
daffodils, hyacinths and tulip 
opened: 11" x 18". 


pure? OUuTCH BuLps 





9a, FT-59b 
‘E! Colorful Dutch Girl 


isparency. 

your customers’ attention immediate- 
h these colorful transparencies. An 
t reminder that Dutch Bulbs are on 
OW —for Spring enjoyment! FT-59a 
dhesive on front for window use; 
b has adhesive on back for wall 
ation. 8Y2" x 11". FREE 


Dutch Bulbs this Fall 


‘ue 
" 






VN 


9 

1E! Dutch Girl Duraglow 
or Streamer. 

| and shining invitation to buy Dutch 
now. Your customers won't be able 
ist this eye-catching full-color illustra- 
f Spring flowers. To be used on win- 
and walls. 8" x 19". FREE 





a Profitable 
Eqll Season 


with these 


splay Aids! 


seauty Booklet. 
t. Opens to give bulb gardening in- 
sections: 1. How to use bulbs around 
n; 2. How and when to plant; 3. What 
is; 4. Planting chart for all the bulbs 
Full-color drawings of the bulb flowers 
months of flowers—using little bulbs, 
tulips. Folded: 5Y%" x 4%"; Fully 
$1.00 per C. 





FREE 
Fall Color Print Order Form. 


Lists all color prints available. Simply send for it—it is yours 
FREE. 


Fall Advertising Mat 
PrOOT SHOCE. nerscce yore ssies ot import 


Dutch Bulbs with newest free newspaper advertising mat ads. 


Just send for the proof sheet and order form showing all 10 


Sales Aid 
Or der 
Blany 





= SEND NOW! 


Associated Bulb Growers of Holland, Inc. 
29 Broadway, New York 6, New York 





| 
: Dear Sirs: 
Please send me: 
| Quantity Description Price Total 
| _D-2 Paper Bag 50¢ per C 
DB-56 Daffodil Story 15¢ each* 
| DM-59 Direct Mail Folder 50¢ per C 
| _FB-58 Guide to Spring Beauty Booklet $1.00 per C 
FB-59 How-To Folder $1.00 per C 
| FP-59 New Poster (22\%4" x 36%") FREE 
FS-59 Duraglow Streamer (8" x 19") FREE 
FT-59a Transparent Streamer 
| (Adhesive on front) FREE 
| FT-59b Transparent Streamer 
(Adhesive on back) FREE 
| HB-57 Hyacinth Story 15¢ each* 
| 1B-57 Indoor Forcing Folder $1.00 per C 
| IB-59 Indoor Forcing Booklet $1.50 per C 
LB-58 Little Bulb Story 15¢ each* 
TB-59 Tulip Story 15¢ each* 
| Fall color print order form FREE 
| Fall advertising mat 
| proof sheet and order form FREE 
| *On these items: 100-400, $12 per C; 500 or over, $10 per C 
| All material shipped parcel post. If quantity order exceeds postal 
| limitations, shipment will be made express collect 
| = NAME 
| FIRM 
| ADDRESS 
| city 
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for a beautiful home next Spring. 
printing as order form, or your name 
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The Tulip Story 
Booklet. 

The newest 16-page booklet 
of our “Story” series. Glowing 
color cover and: illustrations, 
Center color spread shows 14 
different classes of tulips. 
Booklet gives history, devel- 
opment of various classes of 
tulips, choracteristics, strong 

points and uses. 6" x 9", 
wien 15¢ each, 
$12 per C. 
(800 or more) $10 per c. 
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HOW TO ENJOY SPRING FLOWERS IN MID- WINTER 2 
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Plastic pipe... 


Hardware Age 


feature articles 


Aug. 13, 1959 Vol. 184, No. 4 


A growing market for hardware dealers 


The market will keep on growing into the 1960s for use in rural homes, 


in city homes where codes permit, and for shallow wells. 


by Theo. J. Duerr 

Sales Manager 

Plumbing & Heating Dept. 
Belknap Hardware & Mfg. Co. 
Louisville, Ky. 


From the dealer’s standpoint, 
profit and volume-wise, the sale of 
plastic pipe is a natural. There are 
few items or complete lines you 
handle which offer greater money- 
making potential. 

To get the full picture of plastic 
pipe’s potential, we must consider 
the tremendous growth of the in- 
dustry in a scant 15 years since its 
infancy. 

In 1951, sales at the manufac- 
turer-wholesaler level were about 
$10 million. Sales reached $25 mil- 
lion annually in 1955, and $45 mil- 
lion in 1957. Gains have been fabu- 


lous, and will continue to be so. We 
estimate 1960 sales at $70 million; 
1963 sales at $120 milliong and 
some $200 million by 1966. Plastic 
pipe is clearly here to stay. 

Continued growth and acceptance 
has made plastic pipe a boom line 
for the store that is its most logical 
selling outlet: Your hardware 
store. 

Your key sales outlets for plastic 
pipe are: 


(1) Rural and farm homes. 
(2) Shallow well owners. 


(3) City homes where codes per- 
mit plastic pipe. 


Like most other new ideas, plas- 
tic pipe’s tremendous growth has 
not been without setbacks. Im- 


proper installations of plastic pipe, 
the result of lack of product knowl- 
edge, have resulted in some dis- 
couragement among users. Ex- 
tended guarantees in some cases 
have forced replacements, or the 
return to metal piping. 

Some dealers have shied away 
from plastic pipe temporarily, but 
most of them return because of the 
greatly improved technology and 
quality control of leading manufac- 
turers and suppliers. This progress 
has been spectacular. 

Much work on the part of man- 
ufacturers was necessary to bring 
about a set of standard specifica- 
tions covering pressure ratings and 
wall thickness of plastic pipe. 

The work of the manufacturers 
has brought about what is known 
as the National Sanitation Founda- 
tion approval, commonly known as 
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Plastic pipe: A growing market for hardware dealers 


the NSF seal. This NSF approval 
has stimulated a closer sales rela- 
tionship between manufacturer, 
wholesaler, and dealer. 

The result of better materials in 
plastic pipe and the watchdog on 
quality demanded by NSF has been 
fewer and fewer cases of misappli- 
cation of the product. Plastic pipe 
has come of age as a quality prod- 
uct, and there is no longer any 
mystery about its uses and limits 
in cities, suburbs, and farms. 

To bring about a still greater 
feeling of confidence in the product, 
reliable manufacturers are passing 
on to dealers and customers much 
simplified technical information. 
This makes the selection of the 
proper pipe and sizes a simple mat- 
ter. And it leads to more satisfied 
customers. 

What about different sizes and 
grades of plastic pipe? What do 
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(Continued) 


you need to know about them? 

The No. 1 grade of flexible plas- 
tic pipe is made of all-virgin poly- 
ethylene and is non-toxic. If manu- 
factured to standard specifications, 
it carries the industry mark of 
identification: N. S. F. In addition, 
each coil of pipe carries the maxi- 
mum pressure rating which it can 
support. This information is shown 
at regular intervals along each 
length of the pipe. 

Liquids for human consumption 
can be safely transported through 
this grade of plastic pipe without 
possibility of bad taste or toxic ef- 
fects. This pipe carries the slightly 
higher price tag, but a little extra 
sales effort in moving this quality 
line pays off in higher profits for 
you. 

The No. 2 grade of flexible plas- 
tic pipe is made of reclaimed or 
scrap polyethylene materials. It 
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Plastic well pipe is finding greater acceptance every day in jet and 


submersible installations. 
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Photo courtesy Carlon Products Corp. 


usually carries the same pressure 
ratings as the No. 1 grade. 


In this class of plastic pipe, 
much confusion exists on the dealer 
level. Various kinds of reclaimed 
materials are used in production. 
Some No. 2 grade pipe materials 
can perform better than the first 
quality. Most manufacturers are 
very selective about their choice of 
reclaimed materials. Some _ scrap 
can be as good or even better than 
some virgin materials. 


Watch out for “bargains” 


Some manufacturers, however, 
resort to price alone as their de- 
termining factor for production. 
These few manufacturers use 
cheapest scrap materials to make 
an inferior product which may, at 
the outset, look like a bargain buy. 

Often, cheaper No. 2 grade flexi- 
ble plastic pipe is not recommended 
for carrying water for human con- 
sumption. It is non-toxic, but it 
will often impart a slight taste to 
the water. 

How about prices? 

Price differences between the No. 
1 and No. 2 grades of flexible plas- 
tic pipe are considerable. Variances 
of 30-40-50 percent are common. 
For example, the list price on No. 
1 grade pipe is $13.48 per 100 ft 
as compared to $10.23 per 100 ft 
for the lower quality. 


You get what you pay for 

Because of highly competitive 
conditions, the plastic pipe market 
today is unstable. Price quotations 
range from a net of $3.45 (or less 
at times) to $7.38 per 100 ft for 
4 in. flexible plastic pipe. The 
grade of pipe may be played-down 
or not mentioned at all. 

Wholesaler, dealer, consumer... 
we all get about what we pay for 
in quality when we buy plastic pipe. 
Better grades cost more, but they 
mean quality performance and 
fewer disgruntled customers. I rec- 
ommend that you stick with quality 
plastic pipe. 

Flexible plastic pipe has several 
advantages which make it easy to 
sell, but you must know certain 
things about its limitations under 
pressure. 


One man can easily carry and 
lay in the ground a full 400 ft coil 
of %4 in. plastic pipe. But care must 





Armed with only a shovel, one man can 
lay hundreds of feet of flexible plastic 


pipe in one day. 


Photo courtesy Carlon Products Corp. 


be taken to avoid connecting the 
pipe to higher pressure sources than 
the pipe’s capacity. 

As a general rule, where a pri- 
vate water system is the source 
of supply, the system’s maximum 
pressure is around 50 lb. To com- 
pensate for friction losses of pres- 
sure in the pipe (see accompanying 
chart), you would recommend a 
pipe rated for 75 lb pressure for 
the system. Friction losses vary 
by diameter of pipe and length on 
installation. 

A common error in application 


of fexible plastic pipe often occurs 
when long lengths are placed in the 
ground. Even on level ground, fric- 
tion losses must be weighed be- 
fore a pipe size is determined. 
For example: If pump delivery 
is 360 gal per hour, 6 gal per min- 
ute, the friction loss through a 
1500 ft section of %4 in. flexible 
plastic pipe will cause a 50 lb pres- 
sure drop. If a 40 lb pressure is 
needed at the delivery end of this 
system, the pressure at the pump- 
ing end must be 90 lbs to compen- 
sate for friction loss. Thus a 75 l|b- 


rated plastic pipe is inadequate, and 
will eventually break down. 

Yet, if a 1 in. pipe is used for 
this installation, the pressure drop 
through 1500 running feet would 
be only 13 lb. To deliver the de- 
sired 40 lb pressure at a faucet, 
pump pressure would have to be 
only 53 lb., and a pipe rated for 
this amount would be ample for 
many years. 

What about plastic pipe for pump 
installations? 

If the water level in the custom- 
er’s well is more than 80 ft from 
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Plastic pipe: A growing market for the hardware dealer 


the surface, trouble may occur if 
flexible plastic pipe is used. It is 
advisable to recommend rigid plas- 
tic pipe or steel pipe for such work. 

Bear in mind that the normal 
top pressure on a private water 
system is usually 40-50 lb. The 80 
ft of pipe above water level adds 
an additional 35 lb of needed pres- 
suer (due to friction loss), so there 
must always be 75-85 lb pressure in 
the plastic pipe when top pressure 
is on the tank itself. 

The top recommended pressure 
on regular 1 in. flexible plastic pipe 
is 81 lb. Qn the 1% in. size it is 
68 lb, so you can see that flexible 
plastic pipe has its limitations 
here. 

How about city usage? 

Many local plumbing codes in 
cities are now approving use of 
flexible and rigid plastic pipe for 
home installations. In some areas 
it is not yet permitted. Much work 
has been done with public health 


(Continued) 


departments in this connection, and 
much more is yet to be done to 
gain further acceptance for plas- 
tic pipe in the home and industry. 

Where plastic pipe is legal, deal- 
ers in metropolitan areas will find 
these sizes to be most staple in the 
400 ft coils: % in., % in., 1 in., 
and 114 in. 

Since the average hot water tem- 
perature in the home ranges from 
130-150 deg F., regular flexible 
plastic pipe is not recommended. 
Such heat causes a softening and 
weakening effect that will lead to 
bursting. 

However, many makers of plas- 
tic pipe are working on this defi- 
ciency. It seems only a matter of 
time until it will have been licked. 

How about profit? 

Plastic pipe profit is good. For 
example, first quality pipe in the 
4 in. size will cost you about 6%- 
7¢ per foot, and sell at 10-12¢ a 
ft. Cheaper grades cost 3144-3%4¢ 


per ft and sell for 514-6¢ a ft. To 
make the same amount of dollar 
profit per 400 ft coil, you must sell 
nearly twice as much cheap plastic 
pipe. 

Many new and improved prod- 
ucts are steadily being designed in 
the plastic pipe field to lick short- 
comings, particularly in rigid pipe. 
Rigid pipe is now available to han- 
dle deep well jobs and working 
pressures of up to 150 lb. 

How about fittings? 

Fittings for flexible plastic pipe 
are available in plastic, steel, and 
nylon. Plastic and steel cost about 
the same, while nylon runs some 
15 percent higher. Many users pre- 
fer nylon because it is more resist- 
ant to corrosion and wear than 
other fittings. 

Slowly but surely, the plastic 
pipe industry is clearing up the 
great deal of confusion now exist- 
ing in the sale of flexible plastic 
pipe. For the moment, it is to the 
dealer’s advantage to consider only 
the pipe which is the product of 
manufacturers having the know- 
how and experience of quality man- 
ufacture. @ End 


Friction loss of head in feet, per 100 ft. of flexible plastic pipe 


You must know how to estimate losses in water pressure due to friction in order to know what capacity of flexible 


pipe to sell. 
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Unusual hardware: 


Magnet for traffic 


Cider presses and Franklin Fireplaces are staple 


items in this successful, old-fashioned store. 


That's owner Victor Siegel at his nostalgic store. 


A year after the war between 
the states ended, W. 8S. Jenks & 
Son Hardware opened its doors at 
Washington, D. C. That was 1866. 

Now, some 93 years later, the 
store has survived numerous pan- 
ics, depressions, and wars. Through 
all kinds of economic weather, 
most recently the 1957-58 reces- 
sion, this store has thrived on a 
single philosophy. 


There is a magnetic attraction 
for traffic in a store that is old 
fashioned. That is, a store that’s 


jam-packed with merchandise, and 


has the flavor of an old country 
store, has a tremendous appeal for 
traffic. 

Jenks’ sales volume climbed 
nearly 50 percent in the recent re- 
cession. How? 

Owner Victor Siegel says, “When 


other stores were shaving inven- 
tory, we boosted ours by 30 per- 
cent or more. 

“We hung merchandise from the 
ceiling and rafters, and purposely 
jumbled things around to create a 
sort of neat clutter. We had cop- 
per kettles and pot-bellied stoves 
out on the front sidewalk,” he said. 

“Of course,” Mr. Siegel added, 
“our store has always made a spe- 
cialty of what some folks consider 
old-fashioned hardware for a 
downtown dealer: Cider presses, 
cherry seeders, Franklin fireplaces, 
antique cabinet and window hard- 
ware, sugar kettles, and the like. 


We draw the browsers 

“We have made a speciaity out 
of the unusual in hardware. Most 
dealers we know (and all of the 
chains) have cut out these often- 
nostalgic things in favor of only 
top turnover lines and _. leader 
prices. Result? We draw that seg- 
ment of the trade that wants to 
browse amid things that are dif- 
ferent, and not feel they must dress 
up to visit us. 

“There is,” Mr. Siegel said, “a 
big demand for a host of items 
most dealers consider antique. For 
example, a Washington newspaper 
recently did an article on our un- 
usual stocks, and we have since 
sold 10 Franklin fireplaces at an 
average of $150 each. 


Customers tell friends 


“And a four-time turnover on 
items such as pitcher pumps, ap- 
ple pickers, and wheat mills is not 
unusual. Remember, we are a city 
store. I guess we’re drawing a lot 
of suburban trade,” Mr. Siegel 
said. 

The Jenks store does not adver- 
tise much. A classified ad every 
Sunday is about par. The store 
mostly depends on one customer 
telling another where she found 
the big copper kettle or unusual 
shutter hardware. 

Mr. Siegel concluded, “There is 
a place in every big market for 
some one dealer who does not have 
a hospital-clean store, with wide 
aisles and streamlined gondolas, 
and only top-branded lines. I guess 
in Washington, we’re it. There is 
a little nostalgia in all of us. We 
cater to that, and we have suc- 
ceeded.” @ End 
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with the Federal Trade Commission 
on deceptive pees Pras 


| / How to avoid unfair pricing 
How to protect against 
é unfair price competition 


Here are the facts, direct from the FTC, on unfair pricing practices 


showing you how to spot a phony price, and how to fight back 


How do you know when a price is phony? Do you know 
what to do when a competitor takes unfair advantage 
of you with deceptive pricing? Here are authentic an- 
swers to these questions direct from the federal authority 
that is battling this unfair trade practice—the Federal 
Trade Commission 

Some sharp pricing practices crept into retail mer- 
chandising a few years ago when the hard-sell period 
set in. The spread between advertised and "‘list' and 
“regular” prices widened. Customers were supposed to 
believe that these price cuts spelled out bargains when 
actually they were not bargains. Pricing was getting out 
of hand, so the Federal Trade Commission stepped in. 
The Better Business Bureau joined in. So did manufac- 
turers, wholesalers, retailers, publishers, advertising agen- 
cies to help clean up deceptive pricing which was gnaw- 
ing into the fringe of legitimate pricing. 

The Federal Trade Commission issued its ‘Guides 
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Against Deceptive Pricing.’ This was the rallying point 
for the forces fighting this practice. The Guides were in 
one pamphlet, listing rules adopted by the Commission 
so its staff could detect when an advertised price was 
a phony. 

Hardware Age kept readers informed of the attack. 
In the Aug. 28 issue the forthcoming Guides pamphlet 
was announced. After the Guides pamphlet was issued 
Oct. 2 there were further accounts of the attack, in- 
cluding a detail account in the Jan. 29 issue. 

Here is the latest report on the attack on deceptive 
pricing, a recorded interview with FTC officials in Wash- 
ington, D. C. The questions were asked by E. L. Bar- 
ringer, managing editor of Hardware Age. The answers 
for the FTC were given by Charles E. Grandey, Director, 
Bureau of Consultation, and John P. Sullivan, Legal 
Advisor on Guides. 





 . former chairman wrote . . 


Q What steps is the Federal Trade Commission 
taking to attack deceptive pricing? 


A by Mr. Grandey. Last year we reached an all 
time high in our processing of complaints. We issued 
235 orders, 30 per cent of which involved deceptive 
pricing. That will show the growing use of this prac- 
tice which brought our decision to use the Guide 
method to get all elements of the business community 
to help us bring price advertising back into proper 
focus. 


Q What is the background of the Federal Trade 
Commission’s drive on deceptive competitive pricing 
practices? 

A by Mr. Grandey. I can best answer that by quot- 
ing from our former Chairman, John W. Gwynne. 
When he announced the Guides, he said, “While our 
staff has already been hitting hard at those who lie 
about their bargain prices, we believe the problem 
calls for no less than a united effort by all groups, 
private, civic, state, and federal to get price adver- 
tising claims back on the truthful level. This task 
may be too wide spread for the Federal Trade Com- 
mission alone, but its solution is not beyond the 
capability of all of us whose patience has not run out, 
including the buying public.” 


Q Precisely what is a deceptive comparative 
price’? 

A by Mr. Grandey. A deceptive comparative price 
is a price that compares two prices and implies, in- 
fers, or actually states that the lower price is a spe- 
cial price when in fact it is not. 


A by Mr. Sullivan. I would like to suggest that you 
can have a deceptive price which is not necessarily 
comparative. 

For example, a clearance sale with only one price 
listed. That would, I believe, suggest to the consumer 
that the product is being offered to him as a saving 
from the usual and customary price. So, there is a 
little bit of a broader picture than just the use of 
a deceptive comparative price. 


. a united effort needed. .” 


Q What are the relationships in a deceptive price 
in such words as “formerly” and “regularly?” 


A by Mr. Grandey. The terminology of “usually,” 
“formerly,” or “regularly” has been consistently 
held by the Commission to mean the advertiser’s own 
former or usual price for the exact product in the 
trading area where the advertisements are run. 


Q What is the meaning of “list price?” 


A by Mr. Grandey. List price means the actual 
customary and normal selling price of a specific ar- 
ticle in the trading area at the time it is advertised. 

Our conception of the use of manufacturer’s list 
price is that it should not be used unless the list price 
is in fact the usual and regular selling price of the 
product in that trading area where it is advertised 
at the present time. 


Q Can you describe an example of a flagrant decep- 
tive price? 

A by Mr. Grandey. I would refer to a case com- 
pleted last August involving a power mower com- 
pany. The Commission found that the manufacturer 
advertised the mowers in trade papers in the fol- 
lowing terminology: “A 19 in. mower, suggested list 
$109.95, can retail with full markup for only $59.95; 
a 21 in. mower, suggested list $139.95, can retail with 
full markup for only $69.95; a 23 in. mower, sug- 
gested list $154.95, can retail with full markup for 
only $79.95.” 

That is one of the most flagrant and deliberate vi- 
olations that I could cite to you. It conflicts directly 
with our Guide because it mentions suggested list 
prices or manufacturers suggested list prices which 
are not and never were true list prices. 


Q Do you have any yardsticks that a dealer may 
use to make sure that his pricing is not deceptive, 
and yardsticks that he can use in uncovering decep- 
tive prices in his market? 


A by Mr. Grandey. On this question we get into a 
discussion of what has happened to retail prices in 
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 . write to the FTC. .” 


How to avoid unfair pricing 


Phony ? 


How to protect against 
unfair price competition 
(Continued ) 





recent years. Not so many years ago there were spe- 
cific, definite markups provided in retail pricing for 
the retailer. They differed with industries because 
of rapid or slow turnover. However, I think the com- 
ing mass merchandising through discount houses, 
and perhaps through other factors, brought these 
former markups down considerably. Today, with the 
waning of Fair Trade and the advent of the discount 
house which is selling a large part of its merchandise 
at a small markup, there has come a period in which 
the advertiser and the retailer knows very well the 
general prices that the trade in his area is selling 
specific items. 

I would say that the dealer could well be on his 
guard if he is able to buy an article for $10 and the 
manufacturers’ list price is $30. He might well ques- 
tion whether that is a legitimate manufacturers’ list 
price. 

I would like to add that for a great number of 
years the Commission has been concerned with the 
problem of pre-ticketing where the manufacturer 
puts price ticket tags at whatever price his retailers 
suggest. Or, the manufacturer may put pre-ticketing 
tags on of his own ingenuity for the purpose of de- 
ceiving the ultimate consumer as to the customary 
and regular price for that article in order to imply or 
actually advertise a definite saving. 

The retailer has several means of checking sug- 
gested retail prices. The retailer generally knows 
through advertising what merchandise is selling for 
at retail. The retailer is held responsible when he 
advertises a list price, implying therefore through 
the use of the term manufacturer’s suggested list 
price that is the regular price in his area. 

Very recently we had a case where a retailer was 
held responsible for reprinting a manufacturer’s sug- 
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. « never were true prices . . 


gested list price when it was proved that the price 
was not the regular, customary price for the product 
in that trading area. 


Q Is a dealer obligated to know what is an exag- 
gerated markup, or false retail or suggested retail 
price, in spite of what the manufacturer may pre- 
print on his product? 


A by Mr. Grandey. That is correct. In the com- 
plaint we mentioned previously the Commission held 
that the retailer was liable for reprinting and using a 
manufacturer’s list price that was not the regular 
selling price for the article in that area. 


Q What can a dealer do if a competitor advertised 
a deceptive price? 


A by Mr. Grandey. Well, he can write to the Fed- 
eral Trade Commission if the competitor is engaged 
in interstate commerce or is a part of a multi-state 
operation, for example a chain store operation. 

The dealer also can appeal to his local state au- 
thorities because there are “Truth In Advertising 
Laws” on the books of many states. 

The dealer also can go to the Better Business 
Bureaus throughout the country because they have 
joined hands with the Federal Trade Commission and 


-_— 
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Want a copy of the 
Deceptive Pricing Guide? 


You can get a copy of the FTC “Guides Against | 
Deceptive Pricing’ without charge by writing to: 

Bureau of Consultation 

Federal Trade Commission 

Washington 25, D. C. 

Up to 50 copies will be sent to one firm. If addi- 
tional copies are needed, a firm may reproduce the 
Guides at its own expense without further author- 
ity providing the Guides are reproduced in their 
} entirety and show by whom reproduced. 

] 














. we monitor advertising . ." 


are doing an excellent job in bolstering, boosting, 
gaining acceptance for the Guides. 


Q Is deceptive advertising currently on the in- 
crease? 


A by Mr. Grandey. No, we have every reason to be- 
lieve that it is on the decrease. 


Q Why is the Federal Trade Commission inter- 
ested in deceptive pricing? 


A by Mr. Grandey. Well, the FTC act, in Section 5, 
prohibits unfair methods of competition. Deceptive 
pricing definitely is an unfair method of competition. 
Deceptive pricing, if permitted to continue, diverts 
trade from the merchant who does not use mislead- 
ing pricing methods. 

I might add that since we issued the Guides, and at 
our administrative level, we have heard from manu- 
facturers and retailers both that they discontinued 
comparative and fictitious pricing years ago because 
they were learning that they were being outlied by 
their competitors. 

Since Section 5 was amended in 1938 and deceptive 
practices are forbidden without regard to their 
effect on competition. That imposes the obligation on 
the Commission to protect the consumer without re- 
gard to whether or not the practice also affects the 
competitor. Of course, we think deceptive pricing 
affects both the consumer and the competitor. 


Q What means, besides letters of complaint, does 
the FTC have for policing deceptive pricing? 


A by Mr. Grandey. We do not depend upon indus- 
try alone to keep us informed. The FTC is taking the 
initiative when we come across deceptive pricing 
practices. 

The Commission monitors television and radio ad- 
vertising. Monitoring units pick up advertising and 
record it. Every field office has a monitoring unit. 
We have field offices in Cleveland, Chicago, Seattle, 
San Francisco, Atlanta, New Orleans, New York, 
Kansas City, and Washington, D. C. 


States with laws 
against deceptive pricing 


If your store is in these states, and a com- 
petitor in intrastate commerce is using de- 
ceptive price, go to your Better Business 
Bureau or your district attorney to find out 
if you have a case under your state’s Truth 
in Advertising Laws. 


These states, plus the District of Columbia, have 
Truth in Advertising Laws: 

Alabama Louisiana Ohio 
Colorado Michigan Oklahoma 
Hawaii Minnesota Oregon 

Idaho Missouri Rhode Island 
Illinois Nebraska Virginia 
Indiana Nevada Washington 
Iowa New Jersey West Virginia 
Kansas New York Wisconsin 
Kentucky North Dakota Wyoming 


Some states have a variation of the Truth in Adver- 
tising Laws. In these states an advertisement to be 
held in violation must be knowingly prepared false. 
These states are: 


Arizona 
California 
Connecticut 
Florida 


Massachusetts 
Montana 

New Hampshire 
North Carolina 


South Dakota 
Tennessee 
Texas 

Utah 


Maine Vermont 


Maryland 


Pennsylvania 
South Carolina 


We regularly and systematically monitor and check 
advertising in newspapers and magazines. Some of 
our most important information has come from our 
field men who have heard and seen evidences of 
false advertising. 


Q What action is the FTC taking on deceptive 
pricing at the manufacturing level? 


A by Mr. Grandey. Our activities at the manufac- 
turers’ level have been as intense and concentrated 
as our activities at the retail level. 

We are engaged in an educational campaign. One 
of the results is that a large number of trade associ- 
ations composed a letter for manufacturers straight 
from our Guides and sent it to all manufacturer mem- 
bers. 

We also have had a large number of manufactur- 
ers adopt our Guides. They tell us they are going to 
abide by these Guides and have sent Guides to their 
sales organizations with instructions to obey the 
Guides to the letter. 

For example, some of the largest bedding manu- 
facturers in the country have announced in the press 
that they will ban comparative pricing and have 
called upon their dealers to extend the ban on com- 
parative comparisons in their advertising. 

We are just as alert to the use of fictitious pricing 
and trickery in pricing at the manufacturing level, 
if not more so, as we are to the same practices by re- 
tailers. 
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You'll sell more water systems 
with a program of promotions 


Here is a dealer’s five-step program of promotions that 


builds plus profits in water systems and tie-in lines. 


The combination of quality pumps, conscientious 
service and aggressive promotion boosts water sys- 
tems’ profits for Macedon Hardware, Macedon, N. Y.., 
according to proprietor Donald C. Pickering. 

Two full-time service men are kept busy installing 
and servicing water systems throughout the five 
county area surrounding Rochester, N. Y. 

“This particular area is a good one for pump sales,’ 
Mr. Pickering says, “not only because of the heavy 
residential building in suburban areas, but also be- 
cause many new and older homes have two water 
systems. One usually serves as a cistern for soft water 
and the other a shallow or deep well.” 

The store works closely with a local residential 
building firm handling original water system installa- 
tions and service. 

Mr. Pickering says that selling a high volume of 
pumps is not only a matter of hard work but also of 
good planning. Here’s how he does it: 


’ 


Easy terms and trade-ins 


Although Macedon Hardware has a complete line 
of water systems, it knows that major competition 
can develop from mail order houses. One means of 
meeting this competition, in the pump replacement 
market especially, is a time payment plan. 

Macedon’s newspaper advertising and store window 
displays give easy terms prominent space. Home im- 
provement loans from a local bank also provide cus- 
tomers with time payments for water systems. 

Mr. Pickering has found that a trade-in allowance 
of from $10 to $60 on old pumps gives him an edge 
on competition. Some trades are junk except for 
motors, others have useful years of service left. 


Service 

Mr. Pickering operates three trucks. He lets the 
public know these are pump service trucks by identify- 
ing them with the manufacturer’s stencils and metal 
signs. 

To make sure that all follow-up service calls and 
sales leads come to his store, Mr. Pickering places a 
service sticker obtained from the manufacturer on 
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each pump he sells. The imprint on these stickers 
includes the store name, address and phone number. 

Fast service on pumps is as important as service 
to a faulty heating plant or interrupted electric power. 
Immediate service not only builds good will and extra 
sales volume but also results in a high percentage 
of new unit sales. 


Advertising and promotion 


Macedon Hardware advertises in two weekly news- 
papers, the Palmyra Courier and the Time Saver. 
Ads feature basic water systems for every need, em- 
phasize service and buying on easy terms. Seasonal 


That's Donald C. Pickering demonstrating his pump unit. 
He often takes the unit out into the field for home demon- 
strations and local shows. 





Many of Macedon Hardware's customers have two water 


well serv ice. 


tie-ins build additional sales volume with cellar 
drainers in the spring and lawn sprinkler systems in 
the summer. 

In addition, the store builds a steady flow of sales 
leads by using highway signs on the main approaches 
to Macedon. These attractive blue and yellow signs 
more than paid for themselves with the first pump 
sale. 

Further prospects are developed by advertising in 
the telephone book Yellow Pages. Mr. Pickering em- 
phasizes that although his advertising is low cost, 
it gives him good coverage over a wide market area. 


Display and demonstration 


Like most stores, Macedon Hardware has periods 
of heavy traffic. To capitalize on this traffic, Mr. 
Pickering keeps a water systems window display and 
uses a large streamer over his floor display of pumps. 
He keeps a complete selection of product literature 
next to the demonstration unit which is near the front 
door. 

The portable demonstration unit is in almost con- 





% . 


systems, one for cistern water (upper right), and another for 


tinuous operation and clearly shows pump advantages 
to prospective buyers. This demonstration unit is such 
a strong selling aid that Mr. Pickering often takes 
it with him to a prospect’s home to help in closing a 
sale. 

Mr. Pickering also has a pump display and demon- 
stration unit which he sets up at firemen’s carnivals 
and fairs in nearby towns. This display shows his line 
of pumps, and his demonstrations give him a large 
audience. Handouts of manufacturer’s literature im- 
printed with his name later brings prospects to the 
store. 


Trained personnel 


Although there is no question that trained person- 
nel is essential for good service, Mr. Pickering feels 
that many stores are weak in the training of sales- 
men. He takes advantage of distributor and manu- 
facturer sales meetings and personally trains his own 
store help. Each man has learned pump construction 
and the pump requirements of prospects in Macedon 
area. end 
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Push outdoor lines 
all year... Beat drug, 
supermarket competition 


‘*There’s a job to be done 12 months a year in a successful 


lawn and garden department, 


You can beat last year’s lawn 
and garden sales if you become a 
year-round merchandiser. 

In 1958 Suburban Living Hard- 
ware, Inc., in Meadowlake Shop- 
ping Center, Kansas City, Mo., 
doubled its previous year’s lawn 


99 


and garden business. This year, 
Richard Anschutz, general man- 
ager, anticipates another record- 
breaking season. 

The management of this store 
takes the position that lawn and 
garden items is one sphere of op- 





That's manager Richard Anschutz setting up one of several portable steel 
goods’ displays. Outside sales count heavily. 
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says this hustling dealer. 


eration where the hardware dealer 
ean effectively combat supermarket 
and drugstore competition § by 
stressing personalized attention to 
customer problems all year long. 

With a merchandising program 
that accents personal attention to 
customers, Suburban Living en- 
joys steady year-round demand for 
lawn and garden supplies. 

“By properly teaching custom- 
ers the need for using various 
products during the late Fall and 
Winter months,” says Mr. An- 
schutz, “‘we keep turnover high 
during the so-called off-season. 

“We push fertilizer, crabgrass 
killers and sprays during the Fall 
and Winter. We tell customers they 
should turn back their roses and 
use moss and sprays before Winter 
sets in. After Christmas, we turn 
our attention to tree tanglefoot and 
chickweed killers. 

“As Spring approaches, we lay 
heavy emphasis on aids such as 
chlordane, advising customers that 
they can eliminate brown spots on 
their lawns by using it to kill dor- 
mant bugs, earthworms and other 
pests that are destroying the roots 
of their grass. Crabgrass reduc- 
tion is a subject that gets consid- 
erable attention as Spring comes 
on.” 

The strategy behind this store’s 
surging lawn and garden volume 
includes an inventory that was 


doubled over last year. The stock 
increases have come mostly in 
items that moved best last year. 
These were peat moss, fertilizers, 
fungicides, insecticides, steel goods, 
sprays, and garden tools. 

An improved display, with the 
total space stepped up from 18 x 
24 ft to 24 x 36 ft, is part of the 
new lawn and garden look at Sub- 
urban Hardware. The arrange- 
ment includes two 5 x 12 ft self- 
service island displays, with mass 
displays of fertilizer and peat 
moss. Not less than 100 50-pound 
bags of fertilizer are arranged 
near the entrance of the store at 
all times. 


Convenience is factor 


After experimenting with sev- 
eral other locations, the store man- 
ager is convinced that the front 
location is best for fertilizer. 

First, it’s more convenient for 
the customer to carry out at this 
spot. Secondly, since it’s the first 
product most customers buy in the 
Spring, it’s appropriate that it 
should occupy the front location 
where it serves as a stepping-stone 
to sales of other items. 

“Our experience is that by lo- 
cating bulk merchandise at the 
front, customers will walk on back 
and see what’s on other displays,”’ 
Mr. Anschutz says. 


Tie-ins no accident 

“When we sell a bag of fertilizer, 
we tie in a conditioner like chlor- 
dane four out of five times,” says 
Mr. Anschutz. “We also average 
two out of five sales of grass seed 
to fertilizer customers. We’re able 
to get this high percentage of tie- 
in business because we display this 
merchandise together, and, mainly, 
because we suggest it. 

“Our average fertilizer sale in- 
volves two 50-lb bags for about $7. 
From there, we may make a $1.98 
chlordane sale and maybe then add 
about $2 when the customer buys 
three pounds of bluegrass seed. 

All merchandise is grouped for 
convenient inspection of customers, 
with all related items displayed to- 
gether. 

The front island display features 
fungicides, insecticides, rose dust, 
sprays, weed killers, shears, pot- 


Here's a typical sale, boosted by more than $5 with tie-in selling and product 
knowledge: Gloves, pruning shears, rose food, plant food, chlordane, and 
grass seed. 


ting food, plant ties, packaged peat 
moss and garden hose. The second 
island consists of household sprays, 
a variety of plant foods, flower 
pots and sprinklers. 

A third fixture features bulk 
grass seed exclusively. Last year 
the store sold 800 pounds of blue- 
grass seed, 300 pounds of rye and 
about twenty pounds of festus. 

According to Mr. Anschutz, the 
store doubled the volume on shears 
last year by placing them along 
the top of the first island display 
facing traffic coming in the door. 

Steel goods’ sales have skyrock- 
eted since the store substituted 
three self-service portable racks 
for the former wall display units. 
The fact that the portable units 
may be moved to traffic hot spots 
is a feature that has boosted the 
volume on steel goods. 

During the peak lawn season, two 
of the portable racks are stationed 
on the sidewalk in front of the 
store along with other outdoor 
wares—grills, power mowers, and 
dozens of broom rakes. When ex- 
posed to the shopping center traffic 
in front of the store, the volume on 
steel goods doubles, according to 
Mr. Anschutz. 

Joint participation in a weekly 


television program sponsored by a 
local garden supply distributor has 
been a strong influence on booming 
business in this department, Mr. 
Anschutz says. TV costs the store 
$124 for a full season. The show is 
entitled “Let’s Get Growing Now,” 
and refers to the sponsors as 
“Lawn and Garden Doctors.” 

Besides a steady stream of tips 
on lawn care, the commentary on 
the show includes frequent men- 
tion of the sponsors and their lo- 
cations. 

“The television program special- 
izes in introducing new products 
to viewers,” says Mr. Anschutz. 
“As an indication of the success 
of the show, when a new type of 
crabgrass rake was introduced last 
year, we sold nearly 100 of the 
rakes on the weekend following 
that particular program.”’ 

“Prominent display of the mer- 
chandise featured is important in 
realizing peak returns from this 
form of promotion,” says Mr. An- 
schutz. 

“With advance notice of the mer- 
chandise to be featured on the next 
program, we always arrange dis- 
plays of these items at the end of 
the front island where it faces in- 
coming traffic.” @ End 
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How to save space... 





Here’s a valuable idea for saving space by combining your 


window and store displays and stock in one compact unit. 


It takes ingenuity to make a 
small display area look spacious, 
yet show deep and varied assort- 
ments. Marshall Hardware, Drexel 
Hill, Pa., has accomplished just 
that. 

Marshall’s main display area for 
hardware and housewares runs un- 
der 1500 sq ft. A side wing in a 
former garage houses outdoor lines. 
The main area has been kept spa- 
cious through skillful adaptation 
of a clever merchandising idea. 

As the pictures on these pages 
show, the windows of the store 
serve several purposes: 


@ Interesting outside displays 
showing hundreds of items in va- 
rious sizes. 


@® Orderly, varied inside dis- 
plays. 


® Displays in depth for self se- 
lection. 


@ Passersby can see what’s go- 
ing on inside the store. 

Any dealer can adapt this idea 
to improve displays and save space. 
It is neither complicated or expen- 
sive to build this type of display. 

Some 2 x 10 in. uprights spaced 
off 12 to 14 in. for shelves of 1% 
or 5% in. plywood tell you at once 
how much lumber you'll need, de- 
pending on how many running 
feet you have and how high you 
want to go. Use 2 x 4 in. lumber 
for shelf supports. 

Some fasteners and several coats 

(Continued on page 107) 
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While improving displays 
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Outside view, window shelving shows variety of merchandising to pedestrians, 
yet does not block view into store interior. 
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Inside view, same shelving provides wall displays, adds another length of wall 
display area to store. 











uying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 


posted on new ideas for making money. 


Here is a quick Check List of items described in the following pages 
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Item 1 
6'/2 in. utility power saw 


This new Black & Decker 6% in. 
utility saw has an _ introductory 


price of $45.95 until Dec. 25. Fea- 
tures include a sawdust ejector and 
a calibrated depth adjustment. Cut- 
ting depth range is 2-3/32 in. to %& 
in. at 90 degrees and 1-13/16 to 
7/16 in. at 45 degrees. Standard 
items 


equipment are a_ trigger 
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switch, combination rip and cross- 
cut blade and a 3-conductor cable 
and plug. Sells regularly for $49.95. 
Black & Decker Mfg. Co., Dept. 
HA, Towson, Md. 


Item 2 
Gasoline-powered vacuumer 
MusVac, a gasoline-powered 31 
in. vacuum cleaner with indoor and 
outdoor applications picks up 
leaves, grass clippings and trash. 
The machine has a 4-cycle engine 
and the impeller is housed in a spe- 
cial wind tunnel. Other features 
are a self-discharging bag and a 
throttle located on the handle. The 
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shockproof machine has no exposed 
moving parts, has a standard recoil 
starter and 10 in. semi-pneumatic 
tires. Musgrave, Inc., Dept. HA, 
2755 Columbus Ave., Springfield, 
Ohio. 


Item 3 
13 assorted foilware items 


Thirteen Ekco foil packages of 
reusable and disposable containers 
are available from 29¢ to 39¢. In- 
cluded are pie plates, cake pans, ob- 
long pans, loaf pans, deep dish 
pans, party cups, cup cake pans and 
a three compartment plate. Dimen- 
sions and suggested uses are print- 
ed on transparent plastic packages 
that have hang-up holes. An as- 
sortment of 12 bags of each item 





is available with streamers and 
counter cards at no extra cost. 
Ekco-Autoyre Div., Ekco Products 
Co., Dept. HA, 1949 N. Cicero Ave., 
Chicago 39, Ill. 


Item 4 


Dual chopper-salad maker 


Universal’s Tab-L-Top food and 
meat chopper fastens to nonporous 
surfaces with a vacuum cup. The 
chopper with three cutters retails 
for $9.95. A Tab-L-Top salad maker 
and five cutting cones retails for 
$12.95. Stain resistant cast alumi- 
num heads for the two units are 
interchangeable and can be sold as 
one unit with all cones and cutters 
for $19.95. Universal’s five-to-ten 
cup Coffeematic, automatic coffee- 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 





maker, is now available in stain- 
less steel for $32.95. Landers, 
Frary & Clark, Dept. HA, New 
Britain, Conn. 


Item 5 
Mower-type grip snow plow 
This Go-Lite model snow plow 
features a hardwood handle for 
direct thrust to the plow blade plus 
a comfortable grip. Alternate cog 
tread wheels, 1% in. x 6 in., reduce 
skidding or side slipping. The blade 
has a long forward reach and an 
extended finger to guide the blade. 





Comes packed in a carry-home car- 


ton and retails at $8.50. Wood 
Shovel & Tool Co., Dept. HA, 
Piqua, Ohio. 

Item 6 


Carded stapler attachments 


Skin-packaging is now featured 
for Arrow’s T-50 staple gun attach- 
ments. The wire attachment, screen 
attachment, window shade attach- 








ITEM NUMBER ON FREE POSTCARD, P. 95 


ment and the SL-50 staple lifter 
are mounted on display cards. 
These 3% in. x 6 in. cards dis- 
courage pilfering and are slotted 
for wall or perforated panel dis- 
play. Items retail for $1 each and 


Sars 


are packed six to a box. Arrow 
Fastener Co., Dept. HA, One Junius 
St., Brooklyn 12, N. Y. 


Item 7 
Liquid ste@l repair in tube 


Steel in liquid form, ready to use 
from the tube, has been added to 
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the Woodhill line. This steel filling 
compound can be applied by spat- 
ula, brush or sprayer. Liquid Steel 
adheres to metals and bonds to con- 
crete, fiber glass and wood. Vari- 
ous metal effects can be burnished 
on the product when it dries. When 
dry it can be cut, filed or machined 
and is nonrusting. A 6!» oz tube 
retails for $1. MHalf-pint, pints, 
quarts and gallons are available. 
Woodhill Chemical Co., Dept. HA, 
1390 E. 34th St., Cleveland 14, 
Ohio. 


ltem 8 
Hardware, tools display kit 


Better Your Home On Your Own 
is the theme of Stanley’s Fall win- 
dow promotion kit. Two 12 x 72 in. 
banners illustrate the company’s 
specials. Two triangular displays 
with caps, three I-beam posters and 
24 tent-type cards are included. A 
plan folder with three suggested 
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window layouts is included in the 
$1 kit. Stanley Works, Dept. HA, 
111 Elm St., New Britain, Conn. 


Item 9 
Repackaged wall anchors 


Wing-Ding 4SL size wall anchors 
have a new Hi-Buy blister pack 
display card. This size is for 
anchoring to dry walls, gypsum 
board or up to % in. thick plywood. 
Two other sizes, one for hollow 
doors, the other for walls up to 1144 


in. thick are available in the origi- 
nal blister packs. Diamond Expan- 
sion Bolt Co., Dept. HA, Garwood, 
N. J. 


Item 10 
Power tool gift packages 


You can use these two new power 
tool gift packages as special promo- 
tions or as traffic-builders from 


Sept. 1 to Dec. 31. Model 514 Jig 
Saw will sell at the regular price 
of $47.50 plus a free kit of nine 
Skil jig saw blades worth $7.50 
(shown). The 500 line 6'% in. Skil- 
saw power saw retailing for $49.95 
will include in the package an ad- 
justable rip guide and an extra 
hard-tooth combination blade, both 
worth $5.45 included in the $49.95 
price. Skil Corp., Dept. HA, 5033 
Elston Ave., Chicago 30, Ill. 


Item 11 
Garden tool line for 1960 


Disston’s garden tool line for 
1960 is a completely redesigned 
group with streamlined styling. 
Styled by Raymond Loewy Assoc. 


There is no change in price over 
1959 models. Includes: lopping 
shears, hedge shears, grass shears, 
hand pruners, grass hooks and 
slashers. The 300A vertical-action 
grass shear (shown) features hol- 
low ground blades, lightweight han- 
dles with small hand span, con- 
toured lower handle and high 
handle lift. Blade is easily removed 
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Want more details? Just circle item number on p. 95 


for sharpening and makes a 5-in. 
cut. Overall length 12% in. It sells 
for about $2.98. Other tools range 
from a 93¢ grass shear to a $12 
tree pruner. Disston Div., H. K. 
Porter Co., Inc., Dept. HA, Phila- 
delphia 35, Pa. 


Item 12 
Storage bin for vegetables 


Rubbermaid’s vegetable bin pro- 
vides convenient storage with a 
sloped bottom that rolls food into 
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reach and easy front loading. Ven- 
tilated sides of the polyethylene 
bin retard vegetable spoilage and 
the solid bottom traps dirt. It re- 
tails at $2.49 and comes in tan and 
yellow. Also, three nested mixing 
bowls, called Mix-N-Store set, are 
available at $2.98. Rubbermaid, 
Inc., Dept. HA, Wooster, Ohio. 
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Item 13 
Automatic can-opener unit 


This automatic electric can open- 
er can be installed permanently or 
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moved around on table tops, coun- 
ters or ranges. Westinghouse’s unit 
starts when the can is in position 
and stops automatically when the 
can is opened. It is styled in chrome 
and white and sells for $24.95. 
Westinghouse Electric Corp., Dept. 
HA, 200 E. Fifth Ave., Mansfield, 
Ohio. 


Item 14 
Power tool demonstrator 


You can demonstrate the AMF 
DeWalt Power Shop line without 
creating a saw dust problem and 
without obstructing the view of the 
area. The lower portion has metal 
racks for hand-out literature. Two 
giant posters are included in the 





dealer promotion kit. The 32 x 40 
in. combination display-demonstra- 
tion booth is available for $14.95. 
DeWalt Div., American Machine & 
Foundry Co., Dept. HA, Lancaster, 
Pa. 


Item 15 
Two electric drill models 


This 3% in. Sunbeam Drillmaster 
drill, shown, features a 3 amp mo- 
tor that delivers up to ¥% hp. It 
has a Jacobs geared chuck. A 4 
in. Deluxe workshop Model has a 
1 in. capacity in wood and 4 in. in 
metal. Both units have fan-forced 
air systems for cooler running. The 
1, in. drill retails for $19.95 and 
the % in. unit is $21.95. A % in. 
Drillmaster Drill is free with any 
12 assorted Sunbeam tools and a 








permanent display is free with five 
Sunbeam tools. Sunbeam Corp., 
Dept. HA, 5600 W. Roosevelt, Chi- 
cago 50, Ili. 


Item 16 
Aluminum track with pegs 


Handi-Pegs, an extruded alumi- 
num track with pegs, can be in- 
stalled anywhere and used to hang 
almost anything. This M-D product 
comes in a packaged set with a 4-ft 
track. The track has holes for at- 
taching to studs on 16 or 24 in. 
centers. Mounting screws and eight 
pegs are included. Retail prices are 
$2.95 per set in Alacrome and $3.95 
per set in Anodized Albras. Extra 
Handi-Pegs retail at S@¢ per set 





of four in Alacrome and 60¢ per 
set of four in Albras. Macklanburg- 
Duncan Co., Dept. HA, Box 1197, 
Oklahoma City 1, Okla. 


Item 17 
Outrigger assembly kit 


Allan Marine’s outrigger do-it- 
yourself assembly kit has all parts 
needed to assemble an outrigger 
pole for troll fishing. It can be 
used with the new Allan outrigger 
pole, sold separately. The assem- 
bly kit contains: 35 ft cord, three 
stainless guides, one canoe cleat, 





Only 4 Weeks Left! 


BOONTONWARE’S 
BIGGEST MONEY-MAKING 
PROMOTION! 


Bigger and Better Than Ever 


§55-Pc. Service = Oe. 
for 8 only 2 $60.47 


Back for a Third Sell-Out The same promotion that 
sold Boontonware Belle sets by the tens of thousands 
in ’57 and ’58! But bigger! Better! Now a 55-pe. 
service-for-eight selling for the same price as last 
year’s 47-pc. set! Your customers actually save half! 
It’s sure-to-sell-out, June through September. 
Free Sales Tools Ad allowance! Mats! Streamers! 
Cards! Racks! Boontonware goes all-out to supply 
you with everything it takes to make this the great- 
est promotion ever! 

YOU CAN ONLY ORDER ONCE! MAKE IT COUNT! Twice 
before orders have been returned unfilled, the demand 
was that great. Don’t be left out this year. Call your 
Boontonware supplier now! 


BOONTON MOLDING CO., Boonton, N. J. 
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WRITTEN GUARANTEE 
AGAINST BREAKAGE 


Want more facts? Circle 140, p. 95 
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one clothes pin, tape for binding 
and instructions. Comes in pack- 
age of six kits. Allan Marine Inc.., 
Dept. HA, 300 Duffy Ave., Hicks- 
ville, N. Y. 


Item 18 
Press for paint brushes 

You can sell this Sav-A-Brush 
unit as a tie-in sale item. Profes- 
sionals and do-it-yourself painters 
are potential customers for this de- 


vice that keeps paint brushes in 
shape and pliable. List prices are 
79¢ for the 2-in. size, 99¢ for the 
3-in. size, $1.09 for the 4-in. size. 
Larger sizes are available. Com- 
modity Sales Corp., Dept. HA, 3440 
Main St., Hartford, Conn. 


Item 19 
Five-bushel mower bags 


Two of Toro’s five bushel Big 
Bags for the Whirlwind rotary 
mower with Wind-Tunnel design 
will be given free with purchases of 
the unit from September 1 to Oc- 
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tober 31. Included with the bags 
will be the mounting rods, alto- 
gether a $12.95 value. Additional 


Big Bags will sell for $7.95 for two. 
A minimum order of three Wind- 
Tunnel units will permit you to 
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participate in the promotion. Toro 
Mfg. Corp., Dept. HA, 3042 Snell- 
ing Ave., Minneapolis, Minn. 


Item 20 | 
Versatile adhesive mender 


Epoxy Mender can be used as an 
adhesive, putty, cement or glue for 
most types of repairs on any type 
of material. It hardens quickly to 
a steel-like surface that can be 
sanded, drilled and painted. Holes, 
dents, cracks and uneven surfaces 
can be mended with the product 
that withstands vibrations, chemi- 
cals and temperature extremes. The 
Twin-Jar Pak Epoxy Mender sells 
for 98¢ and is packed in 36 unit 
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cartons. Also comes in pint and 
quart sizes. Fibre Glass-Evercoat 
Co., Dept. HA, 7218 Vine St., Cin- 
cinnati, Ohio. 


Item 21 
Mobile rack for tables 


Quaker’s Rollette caster rack 
swivels in all directions and is made 


eth 


of °%. in. tubular steel to resist 
toppling. Plastic tips preserve fin- 
ish and protect floors. Sets have 
four tables and the Rollette-Rack, 
finished in brass or black to match 
tray table frames. Quaker Indus- 
tries, Dept. HA, Kenosha, Wis. 


Item 22 
Chisel, punch display unit 


You can display 30 assorted Pro- 
Tecto-Hed chisels and punches on 
counters or perforated panels with 
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the No. 1950 Hargrave stand. The 
stand and all fixtures are included 
with the purchase of a 30-tool as- 
sortment at regular prices. Stock 
number, size and price are shown 
for each tool on the display. Cin- 
cinnati Tool Co., Dept. HA, 1961 
Waverly Ave., Cincinnati, Ohio. 


Item 23 
Putty knife-scraper set 


Professionals and homeowners 
will be traffic for Great Neck’s 
putty knife and wall scraper set. 
The Peerless PKS package holds a 





When ordering coated work gloves... 


STOCK THESE 4, AND 
YOU NEED NO MORE! 


You can satisfy 100% of your coated work glove 
customers with a basic stock of four glove styles. In 
each basic style, Edmont offers you a proven seller. 


= NEOPRENE-COATED KNITWRIST: 
$1.29 — $1.39 range 


No. 908 THUMBS UP fits this category exactly, can 
retail for $1.29. It is fastest-selling liquidproof glove 
because its reinforced neoprene coating gives best 
all-around protection against cutting, abrasion, oils, 
solvents, acids, caustics, and heat. 


They've been advertised for years in The Saturday 
Evening Post. Your customers know them, buy them, 
at good profit to you. 


a VINYL-COATED KNITWRIST: 
98c — $1.19 range 


For this category, Edmont offers a choice: No. 707 
TURTLE (illustrated), which can retail at 98c, or 
No. 303 MONKEY GRIP, which returns full-profit at 
$1.19. Turtle is super-flexible, jersey-lined. Monkey 
Grip has tougher coating for longer wear. Edmont 
Vinyl will not chip, crack or peel. 
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s VINYL-IMPREGNATED SLIP-ON: 
$1.00 range 


No. 120 wWeERX, retailing at 98c, returns full profit 
of $3.92 per dozen. Made of a miracle fabric that out- 
wears 8 oz. cotton 5 to 1. Has positive non-slip grip; 
is 100% machine washable. 


Order your basic stock from your wholesaler now 








= FULLY-COATED 12” GAUNTLET: 
$1.59 — $1.89 range 


Here Edmont offers a choice of three: No. 712 
TURTLE (illustrated), full profit at $1.59; No. 312 
MONKEY GRIP, full profit at $1.79; or No. 912 
THUMBS UP, full profit at $1.89. All are job-fitted 
for handling in oil, chemicals and solvents. 


cys Edmont JOB-FITTED WORK GLOVES 


Edmont Manufacturing Company * 1214 Walnut Street, Coshocton, Ohio 


Want more facts? Circle 141, p. 95 
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114 in. wide putty knife and a 3 in. 
wide wall scraper. Both items have 
unbreakable, molded plastic handles 
joined to tangs by three brass riv- 
ets and blades of hardened, tem- 
pered alloy tool steel. The package 
is 99¢ and is punched for racks. 
Great Neck Saw Mfrs., Dept. HA, 
Mineola, N. Y. 


Item 24 

18 qt footed wastebasket 
Tarnish proof metallic leaf is 

embossed in the Elegante design 


on Lustro-Ware’s 18 qt footed 
wastebasket. This seamless, rec- 
tangular basket has a flanged rim 
for carrying. They are made of 
polyethylene and have an easy-to- 
clean polished-satin finish. Comes 
in white, pink, yellow, turquoise 
with gold decorations and red with 
chrome. Six nested baskets come 
in a carton, labeled and prepriced 
at $2.49 each. Undecorated baskets 
are $2.29 each. Columbus Plastic 
Products, Dept. HA, 
Ohio. 


Columbus, 
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Item 25 
Seamless metal legs in kit 


Wilkenson’s kit features four 
tapered, seamless metal legs with a 
self-leveling, swivel-glide tip, four 
brackets and 16 wood screws. Kits 
are available with 3, 6, 9, 12, 14, 16, 
22 or 28 in. legs with a satin brass 
finish. A special package deal on 


eight kits in popular sizes is of- 
fered in September, Wilkenson 
Mfg. Co., Dept. HA, 2916 W. Lake 
St., Chicago, Ill. 


Item 26 
Nut driver display board 

Vaco’s new line of chrome-tone 
and gold-tone nut drivers can be 
conveniently displayed on this Vari- 
board No. V-108 with two shelves. 
Solid drilled 11% in. deep and all- 
hollow shaft models are available. 
The seven hex sizes included are 


(j 


color keyed. A 12 x 24 in. panel 
holds 86 drivers. Vaco Products 
Co., Dept. HA, 317 E. Ontario St., 
Chicago 11, Ill. 


Item 27 
Water base adhesive cement 


Super Contact Cement, a non- 
flammable, nontoxic water base ad- 


/ 


ste 4 
Hei 


hesive has been added to 
Weldwood adhesives line. Only a 
single coat is needed in bonding 
plastic laminates, plywood paneling, 
leather, and hardboard. This ad- 
hesive bonds on contact and can 
be brushed, sprayed or rolled. It 
retails for $10.75 per gal. United 
States Plywood Corp., Dept. HA, 
55 W. 44 St., New York 36, N. Y. 


Item 28 
36-in. handle on bush hook 


One-piece forged construction is 
featured in Mann Edge Tool’s bush 
hook for brushing out heavy under- 
growth areas. The eye is forged of 
the same metal as the hook itself 


& 


and the 36 in. handle is of flame- 
hardened straight hickory. The 
head weight is 334 lb. Retail price 
is $6.60. Mann Edge Tool Co., Dept. 
HA, Lewistown, Pa. 


Item 29 
Decorative vinyl pattern 

This’ self-adhering decorative 
vinyl for walls, cabinets and fur- 





TWINKLE 


The homemaker’s 
favorite. Sturdy 
plastic bristles in 
white or bright 
assorted colors. 
Retail 49c. 


Economy choice. Palmyra 
bristles in tumbled wood 
block. Retail 39c. 


GOOSE 


For the tough jobs. Gen- 
vine OXCO Palmetto 
fibre bristles give long 
life on cement, stone, 
brick, etc. Retail 85c. 


MATE W.T. 


White tampico bristles in 
pointed block. A steady 
seller at 39c, 





TIGER 


Square block with 70 
tufts of white tampico 
for long life and effi- 2 

cient action. Retail 59c. 
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OxXcoO 
SCRUBS 


ACK ip 


STEADY SALES 


Let’s face it. There’s not much romance in a scrub 
brush. People need ’em, they buy ’em. They wear 
"em out, they come back for another. 


That’s the way with Oxco scrubs. They just lie 
there . . . and sell! Small investment, small space, 
big turnover. Your customers get top value when 
they buy Oxco... you get top dollar volume. 


No, there’s nothing romantic about an Oxco scrub. 
The excitement’s in the sales story! 


OX FIBRE BRUSH COMPANY, INC. 


pacocnicu LelebGahad /S8F maarviano 


\ (A 
rg 
VL 


a 





Want more facts? Circle 142, p. 95 


HARDWARE ACE, August 13, 1959 © 85 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 95 


niture comes in a Toyland pattern 
that can be used in a girl’s or boy’s 
room. The pattern is a soft yellow 
plaid on a white background with 
small animated animals in yellow, 
pink and blue. Magic-Cover Toy- 
land pattern comes in 25 yd rolls 
18 in. wide or in pre-packaged 2 or 
4 yd rolls at 49¢ per yard retail. 
Synthetic Fabrics, Inc., Dept. HA, 
Springfield, Mass. 


Item 30 
Colored flower pot holders 


These flower pot containers come 
in white, yellow, red, green and 
marbelized black and white. Artis- 


tic’s pots are available in 3% or 
4% in. diameter sizes and in Lus- 
tre-Brite brass and copper fin- 
ishes. They hold standard size 
flower pots. Two dozen assorted col- 
ors or solid pack brass or copper 
packages are available. Retail price 
is 39¢ for the small size and 59¢ 
for the larger one. Artistic Wire 
Products Co., Dept. HA, East 
Hampton, Conn. 
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Item 31 
Plastic tape sealer kit 


Threaded pipe joints can be 
sealed with Tape-Seal plastic tape. 
An 89¢ kit contains 70 in. of ¥% in. 
wide tape in a handy package. It 
doesn’t harden or dry and remains 
pliable in cold or hot temperatures. 
Tape-Seal is easy to apply and 
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molds to the threads, lubricating 
joints for easier assembly. Fries- 
land Plastic Co., Dept. HA, Fries- 
land, Wis. 


Item 32 
18 tool display fixtures 


Eighteen Crescent Tool display 
combinations for mounting on per- 
forated panels with 14 in. holes are 





Here's the pizza pan display 

A pizza pan display, offered by 
Chicago Metallic Mfg. Co., was de- 
scribed in the July 2 issue, page 
59. However, a photograph of an- 
other Chicago Metallic display was 


shown with the description. Here 
is the correct photograph showing 
the: pizza pan counter display. 


available. The fixtures have long 
tool hooks and two double prong 
fasteners for supporting heavy 
weight. Retail prices are printed 
on replaceable cardboard strips. 
The 18 units come in individual 
cartons with fixture and_ tools, 
priced at the cost of the tools only. 
Crescent Tool Co., Dept. HA, 
Jamestown, N. Y. 


Item 33 
Adjustable heat deflector 


Aristo-Mat’s steel heat deflector 
is adjustable for all floor registers. 
This deflector keeps walls, draper- 


ies and furnishings clean and aids 
heat distribution by directing heat 
toward the center of the room. It 
has a vinyl-coated finish and comes 
in a neutral color that blends with 
house furnishings. Comes individu- 
ally boxed and sells for $1.98. 
Aristo-Mat Co., Dept. HA, 1718 E. 
75th St., Chicago 49, Ill. 


Item 34 
Merchandiser for brushes 


Oxco’s No. 25 merchandiser con- 
tains 12 each of 25 popular brush 
styles, individually labeled and pre- 
priced. The display unit is of per- 
forated paneling with hardwood 





the DAZEY 
. Salad Maker 





... With the 
SPACE SAVER 
4-inch base 


Once the vacuum base is 
locked in position, we 
dare you to pull the 
_Dazey Salad Maker up if 
it’s placed properly on a 
flat, non-porous surface. It’s 
the newest thing in salad 
makers and only Dazey has it. 
Comes with stringer, slicer and 
shredder. Choice of white, 
yellow or pink. Ask for the #370 
Salad Maker in the self-selling 
display carton. 


$10.95 retail. 


/ 





Be sure 
it's a 


All Dazey products are guaranteed, in writing 


» free of defects in workmanship and material, MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
Want more facts? Circle 143, p. 95 
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molding and removable ‘‘A”’ frames. 
It comes with display sign and fix- 
tures and can be adapted for island, 
gondola, wall, or column use. A 
unit holding 12 each of 12 items, 
is also available. Ox Fibre Brush 
Co., Dept. HA, Frederick, Md. 


Item 35 

Cellophane tape rack deals 
Three new pre-packed rack deals 

for LePage’s clear cellophane tape 

offers a 40 percent profit and a free 


rack. Deal 7017, shown, contains 
two doz 89¢ units of % in. x 108 ft. 
long tape. Your cost is $12.82 and 
retail value is $21.36. A deal for 8 
doz assorted sizes costs you $24.48 
and 6 doz assorted sizes costs 
$17.35. LePage’s Inc., Dept. HA, 
Metuchen, N. J. 


Item 36 
7 Ib impact power wrench 


Here’s an impact wrench featur- 
ing a power core energy accumula- 
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tor that delivers a double blow for 
each revolution. Force of impact is 
adjustable and maximum torque 
can be reached in 6 seconds. The 
wrench’s nose bearing is of special 
bronze alloy metal and cooling is 
aided by a centrifugal fan. This 


PET wrench weighs 7 lb and retails 
at $89.50. Portable Electric Tools, 
Dept. HA, 320 W. 88rd St., Chicago 
20, Til. 


Item 37 
Nonskid compound for paint 


You can stimulate tie-in sales in 
your paint department with Solfo’s 
Cat Grip, a nonskid compound for 
use in paints, varnish, lacquer and 
enamel. Paint colors won’t change 
when this product is added. Floors, 
decks, scaffolds and stairs can be 
made safer with this compound. 
Cat Grip retails for 69¢ for a 4 
lb package. Larger units are avail- 


able for industrial and plant main- 
tenance needs. Solfo Paint Mfg. 
Co., Dept. HA, 817 Pennington 
Ave., Trenton 8, N. J. 


Item 38 


Two new spray paint colors 
Hyacinth and olive green have 

been added to the Illbronze Spray- 

O-Namel trend colors line. They 


Kine -¢7zt 


Rick oarind 
Spray. 0 Named 


are available in 16 oz aerosol cans 
at $1.69 retail with the color 
matched on the label for easy iden- 
tification. Jllinois Bronze Powder 
Co., Dept. HA, 2023 S. Clark St., 
Chicago 16, Ill. 


Item 39 
Portable chopping block 

Here’s a handy portable chopping 
block that can be used in about 5 
sq in. of kitchen counter space. 
The Miniature Chop-N-Block is 
useful for cutting vegetables and 
as a hot plate for pots and dishes. 


It is footed to prevent scratching 
and made of laminated Rock Maple 
for strength and to prevent warp- 
ing. Rock Maple Products Div., Air 
Control Products, Dept. HA, Coop- 
ersville, Mich. 


Item 40 
10 in. shears promotion 
You can sell Blue Bird’s 10 in. 


straight pattern metal cutting 
shears with vinyl holsters in the 





YOU ARE CORDIALLY INVITED TO 
ATTEND THE 14TH ANNUAL 


Uational 
Hardware Show 


including the 
LAWN, GARDEN & OUTDOOR LIVING DIVISION 


at the COLISEUM in NEW YORK 
Sept. 28 thru Oct. 2 


for the trade only 


Join the more than 40,000 buyers who annually make their 
pilgrimage to the merchandising Mecca for hardware, 
housewares and allied items ... lawn, garden and outdoor 
living products. See tomorrow’s products and packaging 
... learn about the promotions and profit-offerings of more 
than 1,000 manufacturers. Plan now to go to the show 

all buyers know... the most complete and diversified trade 
show in America. Fill out and mail the coupon today for 
your free badge of admission. 


ttt =,=,__=“~_ °° °° '' '-« 


NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


i 
| 
NAME TITLE 
FIRM 
STREET i 
CITY STATE ; 
TYPE OF BUSINESS 
| 
| 
| 
| 

















te 


POS eee 


Please check below the classification of your business. 
Wholesaler Retailer Dept. & Chain Store Buyer 
Executive Offices: 331 Madison Avenue Importer-Exporter Mfgrs. Agent | Manufacturer | | Other 
New York 17, N. ¥., MUrray Hill 2-4802 Please send us your hotel reservation blank. 


Minors under 18 yrs. of age will not be admitted under any circumstances. 
ems cere ce me eee es me ee ee ee ee ee ee ee ee ee ee 
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Fall at a limited-time-only price, 
lower than the regular price of the 
snips. The shears are forged of 
selected steels and have precision 
hollow ground blades. Transparent 
holsters with a Press-Tite Zipper 
Closing are slotted for use on belt 


and punched for wall hanging. 
Bergman Tool Mfg. Co., HA, 1573 
Niagara St., Buffalo 13, N. Y. 


Item 41 
Bullets with new finish 


All Remington Hi-Speed and 
Peters High Velocity 22 cartridges 
now feature a golden colored bul- 
let in regular and hollow point 
types. Redesigned hollow point bul- 
lets provide uniform mushrooming. 
Special bullet plating gives protec- 
tion from temperature extremes. 
The Hi-Speed 22’s are available in 
short, long and long rifle. The cart- 
ridges come in short, long, long 
rifle, short hollow point and long 
rifle hollow point. Remington Arms 
Co., Dept. HA, Bridgeport, Conn. 


Item 42 
Shelf display-demonstrator 
Dennix hardwood shelves, set up 
on adjustable brackets, are fea- 
tured on a standing display unit 
available free with an initial $100 
order. An extra pair of a _ two- 
shelf bracket and channel units on 
the display permits adjustment 
demonstrations. The merchandise 
is shown sanded smooth ready to 
finish or finished in walnut and 
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blond. This unit with merchandise 
costs $15 FOB factory. Denniz 
Products Co., Dept. HA, 33-04 
Downing St., Flushing 54, N. Y. 


Item 43 
12-cup coffee carafe set 


Sunburst and star designs deco- 
rate this clear Pyrex glass 12-cup 
carafe and sugar-creamer set 
mounted on a brass-plated cradle 
with candle-warmer. The carafe 
has capacity markings and a cover 
that flips open and can be removed. 
Creamer has a flip-top of anodized 
aluminum and holds 12 oz. The en- 
semble comes in a gift carton with 


built-in handle for carrying at 
$9.95. Corning Glass Works, Dept. 
HA, Corning, N. Y. 


Item 44 

New repeater air pistol 
Marksman’s Model MPR repeater 

air pistol fires 20 BB’s with repeat- 


ing action. It also shoots pellets 
and darts. This pistol has a safety 


button. The .177 cal repeater is 
finished in black satin and retails 
for $8.95. The individually-boxed 
sets contain three types of am- 
munition, and targets. Marksman 
Products Div., Morton H. Harris, 
Inc., Dept. HA, 2101 Barrington 
Ave., Los Angeles 25, Calif. 


Item 45 
Simple weatherproof cover 


Slater’s solid aluminum weather- 
proof cover flips open and stays 
open or stays closed allowing easy 


alignment and installation. The 
Flip Lid has special stainless steel 
springs and extra thick aluminum 
sections and lids. It takes any 
switch or receptacle, singly or in 
combination. It’s handy for boat- 
yards, homes, trailers and motels. 
Slater Electric & Mfg. Co., Dept. 
HA, 45 Sea Cliff Ave., Glen Cove 
N. Y. 


Item 46 
Mosaic tile package deal 


You can set up a mosaic tile 
department with Standard Tile’s 
package deal. A broad selection of 
Capri Mosaics with the necessary 
accessories is available. Ease of ap- 
plication and illustrations of simple 





IT PAYS TO STANDARDIZE ON STANSCREW 


Machine Bolts and Carriage Bolts Now 
Produced to Stanscrew Quality Standards 


Now... hardware wholesalers are offering to dealers 

all across the country new Stanscrew machine and 

carriage bolts. These fasteners are produced to the 

same standards of precision and uniformity which ATTENTION, WHOLESALERS 
have made Stanscrew a leading supplier of industrial If you are not already supplying Stan- 
fasteners for over 80 years... and they are avail- ; hi al é’ Raita te 
able at the same price as ordinary machine and a a 
carriage bolts. your dealers . . . wire, write, or call today 


Clean, sharp threads . . . exact dimensions . for complete information. Stanscrew’s ex- 


the smooth oval heads and square corners of the tremely quick delivery schedules and com- 
carriage bolts... all are unmistakable hallmarks of petitive prices will come as a pleasant 
the superior quality which the progressive hard- 
ware dealer extends to his customers in every line 
he carries. Call your Stanscrew wholesaler today 
for complete information. 


surprise. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 
STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Iilinois 
Want more facts? Circle 145, p. 95 
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home 


improvement 
demonstrated on a 2 x 3 ft Mosaic 
Tile Center wall display that comes 
with the package. 
$175. Standard Tile Co., Dept. HA, 


projects are 


Your cost is 


854 Rockaway Ave., 


ie A 


Brooklyn 12, 


Item 47 
Metal planter for gardens 


This planter with a built-in depth 
gauge can be used for vegetables, 


bulbs, small trees and_= shrubs. 
Ames’ BPS is made of steel and 


— 





has a tubular steel “T’”’ handle. The 
blade is reinforced with ribs. Also 
comes with a straight wood handle 
without a depth gauge. O. Ames 
Co., Dept. HA, Parkersburg, W. 
Va. 


Item 48 
Drill for hard materials 


Homeowners, farmers and hobby- 
ists will be traffic for Super Tool’s 
new drill for brick, plaster, tile and 
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masonry. Its cutting tips are of 
cemented carbide. The UDM utility 
drill is available in size increments 
of 1/16 in., from 3/16 to 1 in. in 
diameter and 6 in. long to fit most 
power units. These drills retail for 





$1.39 to $5.99. Super Tool Co., Div. 
of Van Norman Industries, Dept. 
HA, 21650 Hoover Rd., Detroit, 
Mich. 


Item 49 
Direct-drive chain saw 

This Little Giant direct-drive 
chain saw has been added to the 
Titan chain saw line. [t has a re- 
coil, positive - action starter, a 
quick-start throttle lock linkage, 
and separate chain-oil reservoir. 
The unit has a one-piece tubular 
steel front handle and a pistol grip 





rear handle. It retails for $129.95 
with a 16 in. standard bar and 
chain, a heavier duty bar is $7.50 
extra. Propulsion Engine Corp., 
Dept. HA, 311 Marion Ave., S. 
Milwaukee, Wis. 


Item 50 
10-cup electric percolator 


This Mirro-Matic immersible 
electric percolator, brews from 5 to 
10 cups of coffee, and features a 
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newly-designed detachable thermo- 
static control with a blinking re- 
minder light. A gold-tone Alumi- 
lite base contrasts with the polished 
aluminum finish and black plastic 
handle. Its spoutless construction 
aids pouring. Retails for $14.95. 
Mirro Aluminum Co., Dept. HA, 
Manitowoc, Wis. 


Item 51 

Dish rack for twin sinks 
Artistic’s No. 124 twin-size sink 

rack features Vinylmaid plastic- 

coated wire and won’t mar or stain 





sink surfaces. A center hole leaves 
the drain plug free. The 13%, in. 
x 11% in. rack comes in assorted 
colors and retails for 98¢. Artistic 
Wire Products Co., Dept. HA, East 
Hampton, Conn. 


Item 52 
Portable electric heater 


Two glass-enclosed heating ele- 
ments and two chrome-plated para- 
bolic reflectors are features of the 





M «& D STORE FIXTURES are distributed nationally 


¢ today... 


You can increase your sales and profits 
substantially with sturdy, beautiful, 
yet inexpensive M & D hardware fixtures. 


by S€é lecte dhardwa re wholesalers. 


Bs why ? eee 
M & D’s production line manufacturing . . 
and national distribution, with plants M & I) STO KE FIXTURES, INC. 
east and west, result in competitively 


low prices that are a challenge 
to the store fixture industry. 


¢ and... 
No store fixtures made today—either in , a a a a ee DD hh hh Dh a a 


metal or wood — offer such complete M&D STORE FIXTURES, INC. Dept. H-3 


flexibility and as extensive a line of . 
fixture accessories as M & D. 6 No. Michigan Avenue, Chicago 3, Illinois 


b f 245 Vineland Avenue, City of Industry, California 
« e ore. ee | I am interested in: 
You invest another cent in store fixtures, [] Complete Store [> Upgrading or [7 Gondolas [J Wall Units 


be sure to use this coupon for either our Installation Remodeling [] Show Cases [] Gift Islands 
free brochure or store planning services. 





Manufacturing Plants in the East and Weat 
Offices in all principal cities 


NAME__ 
There’s a store planner a 
in your area NOW. CITY STATE 
Use this coupon to obtain his 


services—WNo obligation, of course. ao * * * * _ * + + « * 7 +. ° + + se 
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Cory Radar Ray oscillating beam 
portable electric heater. Reflectors 
oscillate up and down, beaming 
heat to all parts of the room. The 
heater can be adjusted for radiant 





heating. Price of the unit is $49.95. 
Fresh’nd-Aire Div., Cory Corp., 
Dept. HA, 3200 W. Peterson Ave., 
Chicago, Ill. 


Item 53 
Large storm window kits 


These extra large kits of Dia- 
mond-T-Brand storm windows for 
individual or multiple installations 
cover three large porch screen pan- 
els, four average windows or five 
small windows. Two types are avail- 
able, each with 24 ft of 36 in. clear 
vinyl. One kit includes 54 ft of 
water-repellent fiber molding strips 
and nails for mounting and the 
other has 54 ft of water-repellent 
pressure-sensitive mounting tape. 
Diamond-T-Brand Div., Diamond- 
T-Waxed Paper Corp., Dept. HA, 
112 N. May St., Chicago 7, Ill. 


Item 54 
Monogramed bathroom set 


Style-conscious homemakers will 
be customers for this personalized 
Signet bathroom set that is mono- 
gramed in a gold finish script let- 
tering. Set comes in black, white, 
yellow or pink with additional ini- 
tials available for other room ob- 
jects. Individual pieces in the $9.95 
set can be purchased singly: the 
bathroom mop holder with mop 
and pads for $4.50, the wastebas- 
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ket for $3.50, the tumbler for 49¢ 
and the tissue holder for $1.95. 
Plastomatic Corp., Dept. HA, Mal- 
vern, Pa. 


Item 55 
Rotating hardware display 

A rotating display, featuring 41 
carded hardware items, is free 
with purchase of basic stocks of 
Standard merchandise. The Stand- 
ard Roto-Rack contains 396 cards 
that hold varieties of hinges, 
hasps, knobs and pulls, catches and 
locks. It has a 14 x 14 in. base, is 





344%, in. high and swings in a 24 
in. diameter circle. Shelby Metal 
Products Co., Dept. HA, Shelby, 
Ohio. 


Item 56 
Three oilcloth patterns 


Fruit Polka, shown, is one of 
three new Columbus oil cloth pat- 
terns. It comes in turquoise, white, 
pink, silver and black background 
colors in 46 and 54 in. yard goods 








and 12 and 15 in. shelf oil cloth. 
Other patterns are Autumn Rose 
and Strawberry Blonde. Columbus 
Coated Fabrics Corp., Dept. HA, 
7th at Grant Ave., Columbus 16, 
Ohio. 


Item 57 
Hand tool assortment deal 


Six each of 16 imported hand 
tools are offered in a bonus profit 
plan that includes Baker’s Carousel 
Tool Tree, worth $5. The tools re- 
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al 
tail for under $1 and have values 
to $1.88. This revolving brass-pol- 
ished steel rack holds the carded 
and bagged tools. Backup stocks are 
boxed in half dozen units. James 
S. Baker Imports Co., Dept. HA, 
311 California St., San Francisco. 


Item 58 
Lightweight steam-dry iron 


Here’s a redesigned Dominion 
steam and dry iron with 19 steam 
jets that provide a steam blanket 
over the sole plate. This lightweight 
iron features a floating cord for 
right or left-handed ironing, form- 
fit handle, thumb rests and finger- 
tip temperature selector. Retails 
at $12.95. Dominion Electric Corp., 
Dept. HA, Mansfield, Ohio. 


(Continued on page 98) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep i up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisernents or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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Full 40% Dealer Profit 
Plus... 


Proven Increased Sales 
and Profits! 


... with this great new advance 





in paint brush merchandising 


Here’s how: 


@ Entire brush is in full view to gain maximum 
impulse sales. 


@ Reduced selling costs... “TELL-IT-ALL” card 
sells itself. 


®@ Bristles fully protected from soilage to insure 
saleability. 


@ Yet inspection is easy — just push up handle to 


examine bristles. / = | PUSH-UP-PAK* 
® Baltimore’s immediate delivery policy lets you / offers... 


stock a minimum inventory. ! ne a 
ell-it-all . car 


®@ Top performance quality brushes mean satisfied ... full protection 
customers, repeat sales. PLUS... 


BALTIMORE’S 6 NEW MERCHANDISERS - 
MEET 91% OF YOUR CUSTOMERS’ NEEDS 


Free . . . multi-purpose merchandiser for counter, wall, 
floor or pegboard . . . with any assortment. 


a ain ses Follies ea : y). 
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. Available in pure bristle _ 
BB#+10 ASSORTMENT CROWN ASSORTMENT single & double thick, 


tynex nylon, bri-ox, natural, 
and tynex & Chinese bristles. 














*Package 
Patent 
Pending 


Write Direct for Further Information to: 


BALTIMORE BRUSHES, INC., BOSTON 
2 Northampton Street, Boston, Mass. 


Want more facts? Circle 147, p. 95 
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BUYING CHECK LIST 





Want more details? Just circle item number on p. 95 


(Continued from page 94) 


Item 64 
Ratchet screw driver set 


Home handymen will be traffic 
for this new ratchet screw driver. 





4 


This 
screw driver, called the Power-Egg, 
features an egg-shaped Tenite han- 
dle which 
ratchet 


It seats screws in seconds. 


contains an aluminum 
Three SAE 
1070 hardened steel drivers are in 
the set, including a 4 in., 3/16 in. 
and 5/16 in. 


mechanism. 


size. It comes pack- 
aged in a counter display box and 
retails for $4.95. Cuyahoga Prod- 
ucts Corp., Dept. HA, 10255 Berea 
Rd., Cleveland, Ohio. 


Item 65 


New containers for nails 


Nichols’ etched aluminum alloy 
nails are in rectangular cans with 





a red, white and blue design. These 
new cans open with a nylon draw- 
string pull. Labels depict actual 
nail size in the containers, give its 
name and coverage ability. Fea- 
tures and advantages are listed on 
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the Contractor-Pac that comes 30 
cans to a carton. Nichols Wire & 
Aluminum Co., Dept. HA, 1725 
Rockingham Rd., Davenport, Iowa. 


Item 66 
Flashlight battery display 
3urgess Battery’s new Two-Pack 
holds two flashlight batteries that 
vou can hang up, stack up or dis- 
play from a Rip-Top carton. The 
carton holds a half-gross of the D 
dry cell batteries. Prepriced carton 
converts to a counter merchandiser 
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by pulling a tab to remove the top. 
Burgess Battery Co., Div. of Servel, 
Inc., Dept. HA, Freeport, Il. 


Item 67 


Baking pan merchandisers 

These Bake-King, Pre-Pak mer- 
chandisers are available in one- 
ready-mix sales pro- 
motion assortments. They are pre- 
packed in a shipper carton with a 
stand that sets up easily as the tin 


price sale or 





or aluminum pans are in place 
when the carton is opened. Full 
color recipe labels are on every 
pan. The display can be _ used 
lengthwise or endwise. Chicago 
Metallic Mfg. Co., Dept. HA, 3711 
S. Ashland Ave., Chicago 9, Ill. 


Item 68 
Mirror-flashlight tool 


Here’s an all-angle ball joint in- 
spection mirror-flashlight combina- 
tion that’s handy for inspecting 








hard-to-see areas. Ullman’s model 
E-501 has a 114 in. diameter mir- 
ror on a chromium-plated steel, pen- 
size flashlight with pocket clip. List 
price is $25.40 per doz. The mir- 
ror attachment mounted on a slit 
sleeve lists for $23.40 per doz. 
Uliman Devices Corp., Dept. HA, 
Ridgefield, Conn. 


Item 69 
Plastic coal loader toy 


Miniature railroad enthusiasts 
will be traffic for the HO coal 





loader added to the Authenticast 
line. 
accurately duplicates the action of 
its prototype. 
with a supply of miniature coal. 
The loader operates automatically 


This unit realistically and 


It comes equipped 





SnetKO 


ALUMINUM 
ROOF COATING 
IN 


COLORS 


now in your choice 


Makes Any Building Cooler in Summer and Warmer 
in Winter! Here's how to re-roof any home or build- 
ing without using new shingles, or a hammer and 
nails. SHEF-KOTE COLORED aluminum roof coating 
is THE answer! It DECORATES .. . INSULATES . 
AND PROTECTS any roof in handsome colors includ 
ing brilliant aluminum. It may be brushed on easily 
by anyone... and just a single gallon goes a long, 
long way. SHEF-KOTE is... NOT A PAINT... but 
a special formulation with aluminum flakes that are 
TINTED in a range of beautiful decorator COLORS 
.., the newest thing under the sun... and the best 
protection against the sun of summer and the cold 
of winter. 


For further details and descriptive literature, write 


Sheffield BRONZE PAINT CORPORATION 


17814 Waterloo Road «+ Cleveland 19, Ohio 


Want more facts? Circle 148, p. 95 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 95 


when connected to the tracks or 
power pack and comes assembled, 
ready-to-run. The unbreakable red 
and yellow plastic unit sells for 
$8.95. Comet Metal Products Co.., 
Dept. HA, 182nd St. and 91st Ave., 
Richmond Hill 18, N. Y. 


Item 70 
Single track drawer slide 


Amerock’s _ single-track nylon 
roller drawer slide features heavy- 
gauge steel construction and golden 
chromate, zinc finish. Two graph- 
ite-impregnated nylon rollers on a 
bracket and two nylon glides pro- 
vide easy rolling action. The slide 
is available in packaging for small, 
medium and large quantity users. 
It comes in four standard lengths 
and can be cut easily for in-be- 
tween sizes. A store demonstrator 
is available with a quantity of 
starting stocks. Amerock Corp., 
Dept. HA, Rockford, Ill. 


Item 71 
Rechargeable flashlight 


Life Lite Super 200 full beam 
rechargeable flashlight throws an 
intensive beam for up to two hours 





continuously and recharges over- 
night. It contains a built-in perma- 
nent Alnico magnet, a luminescent 
switch and a leather carrying strap. 
Standard models retail for $9.95, 
deluxe models retail for $13.95 and 
$15.95. Gulton Industries, Dept. 
HA, 212 Durham Ave., Metuchen, 
N. J. 
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Item 72 
Transistor radio models 


Two 5-transistor models and a 
7-transistor unit have been added 
to Sylvania’s line of pocket portable 
radios. The model shown is the Dart 
5P11, a 5-transistor unit with 31% 
in. speaker and two-tone impact 
plastic cabinet. It comes in powder 
blue and turquoise combination or 





coral and 


white. List 
$37.95. Sylvania Home Electronics 


price is 


Corp., Div. of Sylvania Electric 
Products Inc., Dept. HA, 700 Elli- 
cott St., Batavia, N .Y. 


Item 73 
3-way bar stool with steps 
Practical homemakers will be 
customers for the Ames three-in- 
one 2R Versa-Stool. The 3S Versa 
Steps are easily detachable and use- 
ful for window cleaning or cabinet 
cleaning. The stool without the 
steps is the 2T breakfast bar stool. 
Legs and steps have a lustrous 
nickel chrome finish. The seat and 
back are of washable vinyl avail- 





able in yellow, charcoal, aqua and 
white. O. Ames Co., Dept. HA, 
Parkersburg, W. Va. 


Item 74 
Portable electric heaters 
This Arvin portable electric 


heater is one of three models, for 
220-240 volt current, that provide 





up to 16,368 BTU output with in- 
stant heat response. These heaters 
operate on 60 cycle AC only and 
are guaranteed for one year. Prices 
range from $49.95 to $69.95. Arvin 
Industries, Dept. HA, Columbus, 
Ind. 


Item 75 
Shotguns with vent ribs 


Ventilated ribs are now standard 
equipment on Fox model B and 
B-ST double barrel shotguns and on 
the Savage model slide action shot- 





gun. A vent rib provides a single 
raised sighting plane and scatters 
heat waves obscuring the target. 
The B-ST, shown, retails for 
$104.50. Other models are $82.50, 
$87.50 and $94.50. Savage Arms 
Corp., Dept. HA, Chicopee Falls, 
Mass. 








Turn to page 102 for a listing of 
new aids to help you sell better 





NEW HANDY-@nIP Dis 


LABELING ¥ o» 
FROZEM FOOD PACKa 


pan 


Just put spray paints & BEAR Masking Tape together 


Pushbutton or aerosol-type spray paints need masking tape . . . it helps the 


do-it-yourselfer or housewife to get a “professional” paint or decorating job... it makes 
spray painting easy, neat, and artistic. 


And it’s the easiest and most profitable way to boost sales — just place the attractive 
M-59 BEAR Masking Tape Display Rack next to your spray paint display and put 
the power of suggestion to work for you. 


Feature BEAR Masking Tape in or near your 
paint department and you'll sell more, make 
more, with faster profits. 
* * Behr-Manning Co., Troy, N. Y. Dept. HA-8 


Cy FREE — popular good-will builder. 


be EE be R ~ MAN Ni 4 N G C¢ 25 BEAR Coloring Books available for free 
- 


distribution. 
TROY, NEW Yor x« 


Store 
A DIVISION OF NORTON 
COMPANY NORTON? 


ABRASIVES Name 
BEHR-MANNING PRODUCTS: Coated Abrasives +* Sharpening Stones . Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives * Grinding Wheels + Grinding Machines + Refractories * Electrochemicals _ Address 
In Canada: Behr-Mann ng (Canada) Ltd., Brantford. For Export. Norton Behr-Manning Overseas Inc., Troy, N.Y., U.S.A 


Want more facts? Circle 149, p. 95 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number on p. 95 for your copy 


ITEM 79 HOMEOWNER-BUILDER BRO- 
CHURE—‘“Harmony in Hardware’”’ is 
an aid to selecting the proper deco- 
rative and functional hardware for 
the home. Full color illustrations 
cover 14 pages of the 11 x 8% in. 
booklet. Designs, sizes and finishes 
are included. Medalist Hardware 
Div., National Lock Co., Dept. HA, 
Rockport, Ill. 
ITEM 80 CIRCULAR ON BALLCOCK— 
Discusses how construction of the 
07 eliminates noise and contributes 
to long life. The LL-8624 bulletin 
contains a parts list, exploded parts 
view and a list of features. Mans- 
field Sanitary, Inc., Dept. HA, 
Perrysville, Ohio. 
[TEM 81 CHAIN SAMPLE BULLETIN 
Seventeen types of welded and 
weldless chain in most sizes are il- 
lustrated in actual colors. Recom- 
mended uses and working load 
limits are listed. Trade sizes, num- 
bers, weights, and packing details 
are included in the 28-page Bulle- 
tin 59. S. G. Taylor Chain Co., 
Dept. HA, Hammond, Ind. 





ITEM 82 ._ FORGED TOOLS LINE CATA- 
LOG — Vichek’s Vega line of 
wrenches, 18 new sales displays and 
152 tools are described. Listed in 
the plastics section are hose nozzles, 
storage and display racks. Vichek 
Tool Co., Dept. HA, 3000 E. 87th 
St., Cleveland, Ohio. 


ITEM 83 BUILDERS HARDWARE BRO- 
CHURE—The Weslock line of resi- 
dential locksets, trim and cabinet 
hardware is illustrated in color. 
Models of the 800 Series Sunray 
De Luxe, 700 Series Concave and 
600 Series Classic are included. 
Western Lock Mfg. Dept. HA, 2075 
Belgrave Ave., Huntington Park, 
Calif. 

ITEM 84 SPRAY PAINT LINE CATALOG 
—Illbronze line of push-button 
paints, aerosol specialties, floral 
products, aluminum and metallic 
coatings and merchandising display 


racks is described. Jllinois Bronze 
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Powder Co., Dept. HA, 2023 S. 
Clark St., Chicago 16, Ill. 





ITEM 85 #£=SELF-DRILLING ANCHOR 
DATA — Features, installation § in- 
structions, sizes, specifications and 
accessories are listed in this 4-page 
Drilfast catalog. U. S. Expansion 
Bolt Co., Dept. HA, York, Pa. 





ITEM 86 REVOLVER LINE CIRCULARS 

Limited quantities of this two- 
color folder and bill stuffer are 
available for counters. Iver John- 
son’s Built-in Accuracy guarantee 
is detailed and an explanation of 
its Flash Control cylinder is in- 
cluded. Jver Johnson’s Arms & 
Cycle Works, Inc., Dept. HA, Fitch- 
burg, Mass. 





ITEM 87 FLOOR POLISHER MAIL IN- 
SERT—Color models of Red Devil’s 
Houseboy FP-33 are illustrated and 
described. Low-cost accessories for 
the FP-33 are detailed in Form 
C-103. Red Devil Tools, Dept. HA, 
Union, N. J. 





ITEM 88 1959 HARDWARE CATALOG 
—Disston’s line of tools and dis- 
plays are included. Also new addi- 
tions to the rule line, power tools 
and the Farmore Gate are detailed. 
Dimensions and descriptions of 
each item are in the 24-page book- 
let. Disston Div., H. K. Porter Co.., 
Dept. HA, Unruh & Milnor, Phila- 
delphia, Pa. 





[ITEM 89 PAINT SPRAY GUN BULLE- 
TIN—Proper equipment for paint 
spraying can be selected from an 
easy-to-use guide. Campbell-Haus- 
feld’s line of nine spray guns is 
detailed. Bulletin SG 200 defines 
standard types of guns also. Camp- 
bell-Hausfeld Co., Dept. HA, Harri- 
son, Ohio. 


ITEM 90 CASTER SERIES BULLETINS 
—Faultless medium and heavy duty 
swivel-plate casters are featured in 
separate sheets. Design features 
are pointed out in cut-away illus- 
trations. Medium duty L900 series 
is on form No. 1259 and heavy duty 


H900 series is on form No. 13059. 
Faultless Caster Corp., Dept. HA, 
Evansville 7, Ind. 





ITEM 91 PLUMBING RACK CATALOG 
—A merchandiser for flexible cop- 
per tube water supplies, valves and 
fittings for under-fixture hook-up to 
wash basin, toilet or sink is de- 
scribed. Prices are given for items. 
Plumb Shop, Dept. HA, 1341 Tem- 
ple, Detroit 1, Mich. 





ITEM 92 CONSUMER RIFLE CATALOG 
—Mossberg’s line of shotguns, 
rifles, telescope sights and Covey 
Hand Traps are listed in 12 pages. 
Includes descriptions, specifications 
and prices. O. F. Mossberg & Sons, 
Dept. HA, New Haven 5, Conn. 





ITEM 93 LAWN HOSE GOOD CATALOG 
-—H-59 gives details on Sherman’s 
line. Products are priced. Names 
and addresses of company sales 
representatives are listed on the 
back page. H. B. Sherman Mfg. 
Co., Dept. HA, Battle Creek, Mich. 





ITEM 94 APPLIANCE SALES AIDS— 
Three consumer folders and a win- 
dow streamer are available on Ron- 
son’s electric shoe polisher, Hood ’n 
Comb hair dryer and CFL electric 
shaver. Ronson Corp., Dept. HA, 
One Ronson Rd., Woodbridge, N. J. 





ITEM 95 INVENTORY GUIDE, CATA- 
LOG—Packaged items, sizes and fin- 
ishes of fasteners are listed in the 
Statesville guide. List prices on 
packaged wood screws, machine 
screws and nuts, stove and carriage 
bolts are given in the P-1. South- 
ern Screw Co., Dept. HA, Box 
1360, Statesville, N. C. 





ITEM 96 OUTDOOR INCINERATOR 
FOLDER—The full line of Alsto out- 
door incinerators is fully covered. 
The firm’s new low-cost, 6 bushel 
unit is a featured item. Two, three 
and 10 bushel units are available. 
Alsto Co., Dept. HA, 4007 Detroit 
Ave., Cleveland 13, Ohio. 





ITEM 97 HAND TOOL’ CATALOG 
SHEET—Give details and descrip- 
tion of tools in Oxwall’s 21st anni- 
versary celebration promotion. 
Drill set, hammer set, socket 
wrenches, screwdriver set and 
other tools are reduced 10-33%. 
Oxwall Tool Co., Ltd., Dept. HA, 
928 Broadway, New York 10, N. Y. 





ETC aIL 
abrasive too/s... 


A QUALITY LINE OF 
CARBIDE ABRASIVES 


Clog-Free...Smooth Action 


For Home Workshops «+ Carpenters 
OF- Te} fal-) ami t- 14-10 t- Londo] d(-t- mn -3 Com 


There's a new Karbide King abrasive for every 
Co} oan 's'Aal-1-1 (Mme) aml ol-Jalolamume-lelt-1Me-laanlle-laleMm-1(-1ea dale 
at- Lave Met: ly amy Lalo flare E-al-1-) €or Lule Mme | i-tot-Wn fe] am) (-1ei dale 
sanders and polishers. These abrasives, no mat- 
ter how they are used, are clog-free. Just wire 
brush them or use solvent and they are ready to 
Th-Y-mohd-)am- late meh -1ar-(et- llama aG-1eellel-m a@lalem-lele-t-Ih'-1- 
handlejobs effectively becausethey haveasmooth 
action feature. Your customers will find that they 
are easier to use, work fast and last indefinitely. 


Karbide King abrasives are available in a com- 
plete line of items and sizes, for shaping, sanding 
-and smoothing all types of woods or plastics. 
They work equally well on non-ferrous metals 
and vinyl tile. 


oa & 
abt Thi 
5 ae ee 


hae) 
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FLAT AND 
HALF-ROUND FILES 
—in Coarse and 
Medium Grits 


SANDING DISCS—Replaces sandpaper, 
yet unlike sandpaper, last indefinitely. 
Carbide grits are brazed to thin 
flexible steel, resulting in minimum 
creasing or wrinkling. Available 
in Fine, Medium, and Coarse 
Grits and 5” and 6” Sizes. 


ABRASIVE 
CUTTING WHEELS 
—in 8°, 9° and 10° 
Sizes 
ABRASIVE 
RIM CUTTING 


WHEELS—in 61’, 
Ty", 8, 9 and 10° 
Sizes 


HAND 
SANDERS— 
in Medium and 

Fine Grits 


SANDING SHEETS FOR 
ELECTRIC HAND SANDERS 
—in Fine, Medium and 
Coarse Grits. 

Two Sizes, 2%" x 6” and 
BG” x 7’. 


DELUXE SAW & TOOL COMPANY 
500 E. Main Street, Louisville 2, Kentucky—Dept. HA-8 


| am interested in Karbide King abrasives, please send me complete 
information and FREE sample sanding block, so | can try it. 


Name_.____ 





Address__ 


City 





a a 
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HACKSAW 
BLADES 
ARE EASIER 
TO SELL 


INOUS 


EACH BLADE — 


Clearly Marked 
Tooth Size and 
What it Will Cut 


ts fot ot by 
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Marked for Front End 
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Top Quality 
The Best in Blades 
Since 1880 


181 


NG a) 4.\2) ee 


Painted, Looks Good, 
No Rust, No Scale 


ALL BLADES — 


Factory Guaranteed 


Ask your jobber for GRIFFIN 
HACKSAW BLADES, COPING 
SAW BLADES, SCROLL 

SAW BLADES; or write for 
additional information and 
dealer prices. 


SNOILO3S WNIGSW 
ONY 3did ‘$1108 SLND 


ee pr FP 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 


Want more facts? Circle 151, p. 95 
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Want to sell more snow blowers? 


Try a pre-season promotion 


Christmas tree, layaway sign and artificial snow start customers think- 
ing about winter equipment in September. 


How far in advance of need can you sell snow blowers? 

Street Supply in S. Hadley, Mass., sold three snow blowers in 
September long before the leaves turned color. With a subtle re- 
minder that winter is sure to come, an in-store display showed 
newspaper headlines and photos of last year's storms. 

sill Williams, manager, says, ‘“The results were not as spectacular 
as I had hoped they would be. But three $200-sales of a winter 
item in September are very gratifying.” 


Want more facts? Circle 152, p. 95 > 
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NEW Perers 


“HIGH VELOCITY” CARTRIDGES 


These amazing new cartridges will 
bring a new, big demand from hunt- 
ers and shooters. Heavy national 
advertising in leading magazines will 
be directed to your customers through- 
out the year. Stock up now and get 


ETS set for the biggest “22” year you 


have ever had! 


BULL 


NEW BULLET FEATURES: 


@ Bright, distinctive golden color 
Cleaner to handle 


Special composition plating provides hard, 
smooth bullet surface 

Protection from extremes of heat and cold 
Won't collect lint or grit 

Ideal for small game and pests 


Redesigned Hollow Point bullets 
give more uniform mushrooming 


Plus the flat trajectory, smashing 
knockdown power and exclusive 
“Rustless’’ priming features of ‘famous 


Peters ‘High Velocity” sporting ALL WEW PACKAGING: 


ammunition f Bright, attractive packages 
7 feature the new Peters 
Dealer counter cards and win- o “High Velocity” 22's with 


dow banners featuring new 
Peters “High Velocity’ 22’s are 
now available. Address requests 
for counter cards and banners 
to: Sales Promotion, Peters 
Cartridge Division, Reming- 
ton Arms Company, Inc., 
Bridgeport 2, Conn. 


“golden” bullets 


Available in: 


22 Short, 22 Long, 22 Long Rifle 
22 Short Hollow Point 
22 Long Rifle Hollow Point 


Perers Packs THE Power! 
“High Velocity,” ‘Rustless,’’ are trademarks of Peters Cartridge Division, Ol] DN 


Remington Arms Company, Inc., Bridgeport 2, Conn “star om 


Form No. AP 12 Printed in US A 











PENNVERNON Window Glass just couldn't be PENNVERNON is easy to look through, easy to 
more brilliant than it already ts. Its good- clean—and easy for you to sell. Recommend 
looking, sparkling clear, unmarred surfaces clearer, smoother PENNVERNON in answer to 
are the result of a special vertical drawing all your requests for replacement window glass. 
process that produces ““window glass at its You can get this quality glass from your Pitts- 
best.’ This means you get the same permanent burgh branch or distributor. Pittsburgh Plate 
transparency and the same high reflectivity Glass Company, 632 Fort Duquesne Blvd., 
on both sides of the sheet. Pittsburgh 22, Pennsylvania. 


—_ i + 











pennueRnon’. ..not just window glass 


PAINTS « GLASS * CHEMICALS « BRUSHES « PLASTICS * FIBER GLASS 
‘MW PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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How to save space... 
(Continued from page 76) 


of hard-base enamel, plus canopy 
trim, complete the job. 

Space the 2 x 10 uprights about 
6 ft apart. Screw on runners to 
hold the shelves. Use 2 x 4 in. 
lumber to brace the shelves mid- 
way between uprights. A 5 ft dis- 
play window height will allow you 
about 5 shelves. 

Two coats of hard enamel will 
give you years of wear. A strip 
of slimline fluorescent lights under 
the canopy will help brighten the 
display on dark days or at night. 

Basically, this combination dis- 
play-stock idea has one big feature. 
It gives the equivalent of several 
gondolas of merchandise in the 
space usually needed for a full 
window display. It gives you an 
extra aisle in the store while cre- 
ating an unusual window effect to 
lure shoppers. @ End 


Frankfurth Hardware gets 


Corning’s Steuben award 


Frankfurth Hardware Co., whole- 
saler at Milwaukee recently re- 
ceived its first $100,000 Pyrex Club 
Award from Corning Glass Works. 

The award, an engraved Steuben 
crystal urn, was presented at a 
luncheon in honor of the occasion. 

To become a member of “the 
world’s richest club,” a distributor 
must buy $100,000 worth of Pyrex 
Ware from Corning during a single 


At the presentation, from left: Wil- 
liam Frankfurth, president of Frank- 
furth Hardware Co.; Burt Coombs 
Corning Glass Works; Earl Cart- 
wright, buyer at Frankfurth; and 
Lorenz Frankfurth, vice-president and 
sales manager of the wholesale firm. 
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CAMPBELL CHAIN 


delivery and service! 


se : x ; : 
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The complete Campbell line includes welded and weldiess chain in every size and grade. 


oa as 


INCO PATTERN COIL CHAIN 
PROOF COIL, BBB COIL, HIGH 


TEST STEEL AND CAM-ALLOY CHAIN = = : ae = 


K — LOCK LINK PATTERN COIL CHAIN 


MACHINE CHAIN—TWIST AND STRAIGHT LINK 
———————— ———————— JACK CHAIN—SINGLE AND DOUBLE 
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WELDLESS CHAIN ASSEMBLIES 
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SAFETY PLUMBERS CHAIN WELDED CHAIN ASSEMBLIES 
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Shuford’s Casement Window 


Weather Stripping 


@ EASY to SELL! 
@ EASY to USE! 


Exobusive design makes it sure to seal! 


Now your customers can weatherstrip their own 
casement windows economically, easily, quickly! 


DO-IT-YOURSELF KIT 
contains 18-foot strip complete 
with adhesive and instructions. 


Made of 100% virgin vinyl, Shuford’s casement window 
weather stripping won’t crack or peel, stays pliable no 
matter what the weather. Resistant to moisture. Seals 
out drafts, dust and noise, cuts fuel bills, does not inter- 
fere with window operation. Gray color. 

Attractively packaged kits come packed 12 to carton, 
12 cartons to shipping container. Also in 500-ft. reels for 
sales by the foot. For high profits, quick sales, stock 
and display Shuford’s Casement Window Weather 
Stripping NOW! 


Order from your dealer, or write 





CLOTHES LINES e TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


Shoford (iw. 


Mills INC 
N¢ 


SICK ORY 





2594 World's Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 155, p. 95 
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from 
Hardware Age 


Readers 





Stock control forms 
Dear Editor: 


We have been using HARDWARE 
AGE Inventory Stock Control Sheets 
and have found them very useful. 
Due to the tremendous amount of 
inventory, we find we are short of 
the Inventory Stock Control Sheets. 

Kindly ship us 500 of the Lead 
and 500 of the Stock Counting 
sheets as soon as possible. 

We wish to thank you for all the 
advantages your magazine has 
given to us in the past years. We 
thank you again. 

Respectfully yours, 
Stephen Gola 
Blackman Hardware 
Wilkes-Barre, Pa. 


Editor’s note: It was nice hearing 
from you, Mr. Gola. The additional 


supplies are being mailed you im- 
mediately. If other readers would 
like to start their own stock con- 
trol system, we can supply them 
with simple forms and instructions 
at a very low cost. 


No more outs 


Dear Editor: 

Enclosed is a check for $2 for a 
supply of HARDWARE AGE Pocket 
Want Cards. We have been using 
these cards and we find them the 
most effective means that we have 
ever used for preventing stock 
from being out. 

Glen Livingston 
Livingston Hardware 
Muskogee, Okla. 


Glad to have your 
comments. Hundreds of dealers are 
using these cards regularly to 
minimize outs. We'll be glad to send 
samples to any reader who hasn't 
tried these cards. 


Editor’s note: 





Get This 
DISPLAY 


Profit-pack #3742 


Y: a EA Automatic and Non-Automatic 
ELECTRIC HEAT BANDS 


® Start a Freeze-protection Department right in the 
special shipping carton! 


See how easy it /s ®@ Display 6’ and 12’ units—the two fastest-moving 


to use—fto se/// y sizes, representing % of all Heat Band sales— 
a plus Fiberglas kits! 


@ Get two eye-catching window streamers plus 
20” x 12” counter display— FREE! 


® Get two Fiberglas kits FREE as a display bonus! 
® Invest only $37.42, collect $58.8—a 354%2% PROFIT! 


Built-in 

thermostat National advertising in 6 publications is letting folks know 
is how EASY-HEAT prevents costly winter freeze-ups— pro- 
m “LeEX/ELE vides wired warmth for farm and home. Take advantage of 
; this advertising being done for you by displaying EASY- 
HEAT— identifying your store as local headquarters for 
freeze-protection sales! Customers will buy EASY-HEAT 

for water pipes, roofs, gutters, down- 

spouts, poultry fountains, milk houses, 

mobile-home plumbing! Ask your 

wholesaler for full facts on Profit-pack 

#3742, or write direct today! 





SEE US IN BOOTH 510 
National Hardware Show 











EASY- HEAT, INC., “Electric Anti-freeze Devices” 


Dept. HA, Lakeville, Indiana 
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More people want it... 
REPUBLIC FE PLASTIC PIPE 


It’s a fact! More and more people are looking for... 
buying . . . Republic FE Plastic Pipe. Big reason— 
aside from the growing number of uses—is Republic 
quality. 

The warranty on the opposite page (covering pipe 
performance in jet well installations) is proof of our 
confidence in this superior product. Superior because 
only the finest and most recently improved polyethyl- 
ene resins are utilized. Superior because only the most 
modern equipment and extrusion techniques are em- 
ployed. Superior because rigid quality control assures 
consistently better performance in the field. 


Lightweight FE Plastic Pipe is easy to install. Cuts 
with knife or hacksaw and joins with insert-type fit- 
tings and clamps. FE is not affected by sunlight, freez- 
ing, or the most severe acid or alkaline soil. Ideal for 
dozens of applications including lawn sprinkler sys- 
tems; irrigation uses; swimming pool lines; permanent 
or temporary lines to chicken houses, hog houses, beef 
and dairy barns, pastures, and stock feeding areas. 

For more sales... faster sales... offer your customers 
Republic FE Plastic Pipe. Contact your Republic dis- 
tributor for complete information without obligation. 
Or, mail the coupon at right. 


The Public Respects the Quality of Republic Products! 








STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. Call your Republic Pipe Distributor. 





~~ewr 
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NEW COUNTER DISPLAY FOR NYLOK” SELF-LOCKING NUTS — 
displays six sizes for the most popular applications in handy 
self-service carton. Red, yellow, black. Price chart on back, 


ROOF DRAINAGE PRODUCTS— a complete line that's competitively WIRE NAILS AND STAPLES—a complete line for every farm and 
priced and ready to use. These uniform products are supplied in home use. Also ideally suited to and accepted by the building 
galvanized steel and ENDURO® Stainless Steel. trades. Made from wire specially produced for nail manufacturers. 
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more people buy it... 


FE PLASTIC PIPE—for livestock watering, lawn sprinkling, and irri- 
gation uses. Supplied coiled in diameters from '/2-inch through 
3-inch, and in straight lengths in 4-inch and 6-inch diameters. Plus 
a complete line of fittings. Send for details. 
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FOR REPUBLIC Fe PLASTIC PIPE 


This warranty covers the use of %”, 1”, 1%”, 1%” Republic FE 75 lb. and 100 Ib. Plastic 
Pipe made of Alathon 25 for use as drop pipe for setting single-stage or multi-stage 
double pipe jet pumps. The warranty provides the following considerations to its holder 
if the pipe fails within five years from time of installation. (Proper installation procedures 
must be followed as listed on the reverse side of this sheet.) 
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Republic Steel Corpo- Republic Steel Corpo- Republic Steel Corpo- 
1. ration will provide, 2. ration will pay all 3. ration will provide a 
free of charge and freight direct labor charges in- sum of $10.00 to cover 
prepaid, a quantity of pipe curred on the job site inre- transportation and use of 
equal to that proved to be __— placing the defective pipe equipment needed at the 
defective. with new pipe. job site. 


7 


7¢ 
«oi? 
at 


bs a 


This warranty is in addition to our standard warranty of pipe quality, in which we agree 


to furnish plastic pipe and fittings to replace materials proved to be defective in material 
or quality of production. 


REPUBLIC STEEL CORPORATION 
DEPT. HA-7836 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 


[) Flexible Plastic Pipe 


, — Republic Steel Pipe 
yb Wi [ Nylok Counter Display 
UNE [ Roof Drainage Products 
[] Wire Nails and Staples 


of Standard Steels and Name 


Company 
Nong a. 
Stal - 
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MODEL 110 “MCL 


Savage 


SAVAGE HAS IT... ALL DOWN THE LINE IN ’59! 


~ atv) eae - 


4 


A record breaker! 
our new left-hand 
Model 110 rifle 


No sporting arm in our 95-year history has had a public 
reception to match the recently introduced LEFT-hand 
One-Ten. First production hunting rifle for southpaws 

.and news is traveling fast! A real featherweight 
high-power rifle — about 634 lbs. — it’s a mirror version 
of the right-hand Savage 110, acclaimed for accuracy. 
Top tang slide safety —- usually a custom feature — is 
standard on both models. The LEFT-hand 110 MCL, 
Monte Carlo stock only. Right-hand 110 and 110 MC in 
sporting and Monte Carlo stocks. All 110’s available in 
.243, .270, .308, .30-06 calibers. Write us on your letter- 
head, mentioning your jobber, and we'll send you a free 
set of handsome game prints suitable for framing. Savage 
Arms Corporation, Sporting Arms Division, Chicopee 
Falls 218, Massachusetts. 


$122.50 Retail. 


(Right-hand model, $112.50) 








| Stevens | FOX 
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Living action builds 


traffic for windows 
It isn’t always necessary to 
spend a lot of time and money on 
a display window that you want to 
be outstanding. Figoni Hardware’s 
unusual window for fishing enthu- 
siasts is good evidence that this 
is true. 

Figoni Hardware, San Francis- 
co, built a traffic-stopping display 
by building a small pond, stocking 


Unusual windows are sure to stop 
trattic. 


it with goldfish, and surrounding 
it with white pebbles to simulate 
«u beach. 

The The 
yoldfish pet 
store, and light-colored pebbles or 
sand are available everywhere. A 
small motor to keep the water 
flowing is a minor investment. 


pond is home-made. 


are cheap in any 


In Figoni’s window, small items 
as reels and line were fanned-out 
on the white pebbles. Rods and 
sets at special prices were also 
spread around casually. A perfo- 
rated-panel backboard was painted 
flat white to off colorful 
lures, plugs, other 


show 
spoons, and 
sundries. 

Figoni’s miniature lake paid 
dividends in traffic and new inter- 
est in fishing specials and special- 
ty items. It would also be a fitting 
centerpiece for a hunting window 
with ducks on the pond, or a win- 


dow for beach toys. 





TARPAULINS 


are Tow . 


—— 


TREATED WITH RESIN & VINYL plus ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tar- 
paulin that means extra sales for you! Here's why: 
The new Eagle Tarp treatment actually is two sepa- 
rate treatments. First, the canvas is treated with a 
RESIN bath implanting millions of particles through- 
out the fibers. Then the canvas is baked in a gigantic 
100 foot oven. This baking process actually seals the 
Resin into the canvas. Now the canvas gets the 
second treatment containing VINYL and ALUMINUM 
and is re-run through the oven a second time. The 
second baking process fuses the tough Resin finish 
and the Vinyls throughout and within the canvas to 
create a treatment never before available. This 
lj Sy - 0 * |) | T | 0 7 A q L Y exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps .. . and are 


more water and rot resistant plus far superior in 


ruggedness and strength! 
Only Eagle Tarps have all these Selling Features 


e DOUBLE TREATED FOR GREATER 
WATER AND ROT RESISTANCY 


Loe @ ALUMINUM TREATMENT REFLECTS 
ane 90% OF SUN AND HEAT RAYS 
e ROPE BOUND IN HEM... TAKES 


STRAIN OFF CANVAS ...GROMMETS 
WON'T PULL OUT 


e INDIVIDUALLY PACKAGED AND 
ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


@ UNCONDITIONALLY GUARANTEED 
FOR ONE FULL YEAR 


\ - | e TRIPLE SEWED SEAMS AND 
Pe laloh ant =) oe DOUBLE SEWED HEMS 


4 OUT OF 5S HAROWARE 
WHOLESALERS CARRY EAGLE TARPAULINS 
H. WENZEL TENT & DUCK COMPANY e ST. LOUIS 17, MO. 
Want more facts? Circle 159, p. 95 
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PESKY PIPES? 
A jog in the wall? 


Get Flexible-View Displays by HELLER 
- . . Custom-Fitted Right Down to the 
Last Quarter-Inch! 


Why let obstructions rob you of full use of your valuable display space? With 
Flexible-View Display Fixtures, you're not limited to standard size units. When 
your store layout calls for special fitting, HELLER pre-fits Flexible-View Display 
Fixtures to meet your space needs right down to the last quarter inch! 
@ Low in Cost—actually more economical than those built by 
local carpenters. 
® Easy, instant shelf adjustment. 
® Maximum display from every foot of fixture. 
@ Strong wood construction—heavy load carrying capacity —yet 
light in weight. 
@ Wall and Floor Units to meet all your needs. 
@ Installation takes 3 to 5 days less than competitive fixtures. 


Why settle for display fixtures that “almost” fit? Your HELLER representative 
provides in-store assistance — including store engineering — assuring modern, traf- 
fic-building display: a low-cost investment that pays off for you year after year. 


USE THIS COUPON TODAY 


— ee 
—_ 
ee —_———- 
Reeeeeantntl 


See 
—_— —_ 
ee —_—— 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 
Gentlemen: 


1 am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER, 
Please send complete details. 


NAME 





STORE NAME 





ADDRESS 





CITY ZONE STATE 


ELLER 


& COMPANY 








Onto WCH2 


MONTPELIER, 
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How to boost sales of 
colored and milk glass 





Spotlights, imitation brick wall give 
specialty shop look and encourage 
customers to browse. 


Colored glassware is displayed on 
wall shelving in a front corner at 
McVicar Hardware Co. in Seattie. 

Milk glass is shown on a step-up 
unit placed where customers can 
move around it and browse. 

“Glassware of this type is at- 
tractive and unusual enough to 
build profitable sales volume as 
gifts for all occasions,” says Grant 
W. McVicar, one of the store own- 
ers. 

Breakage can be a problem in 
this department. 

A sign in the department cuts 
down on careless handling with a 
jingle: 

“Lovely to look at, 
Delightful to hold, 
But if you break it 
Consider it sold.” 


Growing grass plot can 


be mower sales builder 


When an Ohio dealer is talking 
power mowers to a customer, he 
offers to demonstrate on a nearby 
grass plot. 

First he asks whether the cus- 
tomer’s property is flat, hilly, 
large or small. He also asks who 
will use the mower. 

Armed with these facts he takes 
the customer to a nearby building 
in which he displays his mowers 
and has his service shop. The 
dealer then shows the customer 
the mower needed for the latter’s 
lawn, and takes it over to the 
grass plot. 

The dealer says, “Know your 
product, know the customer’s 
mower needs. Then be sure that 
the mower is working right before 
you deliver it to the customer.” 





How Goulds top-tank mounted jets 
save space, time and money 


Here are complete “packaged” jet water sys- 
tems that will make 42-gallon tank installa- 
tions easier and faster than ever. And time 
saved is money saved. 

: ! Goulds Prime-Flow and Shallow-Flow Jet 
SOUL, 9s Water Systems are top-tank mounted to save 
7 space. Units take less than 3 square feet 
of floor space, come complete in one easy-to- 

handle carton, ready to install. 

Compact pumpdesign incorporatesGoulds’ 
important self-priming feature. Once primed, 
it stays primed, won’t air-bind in use. Spe- 
cial corrosion-resistant finish protects all 
cast-iron parts that come in contact with the 
water against rust and corrosion. 

Available in 14 and 14 HP units, mounted 
on 12-, 30- or 42-gallon tanks or for use witha 
separate tank. Prime-Flow capacities up to 
830 G.P.H., depths to 90 ft. Shallow-Flow 
capacities up to 1050 G.P.H., depths to 25 ft. 

For details, write to Goulds Pumps, Inc., 
Dept. HA-89, Seneca Falls, New York, 


GOULDS @ PUMPS 
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Dealer shows 600 keys in space of a breadbox 








Sometimes you have to build your of key blanks by building the lazy- 
own display to solve the riddle of Susan unit shown in the picture. 
combining quantity and variety of Mr. Houghton’s lazy-Susan has a 
samples in a tight display area. 1 square ft base, is four-sided, 
Village Hardware, Oxnard, Calif., slopes to an 8 x 8 in. top. All four 
had such a problem. sides are banked solid with key ; 
Co-owner George Haughton assortments. The unit revolves for 
wanted to put keys where they quick access from either side of the 
could be seen without blocking the counter. It impresses customers . 
vision of customers. He solved the with its maximum selection. 
problem of where to hang 600 types Mr. Haughton does not have to 
George Haughton and his unique key 
: fixture. 
- < leave the key cutter to reach any 
° ~ style of key on the board. 


| Such easy access means faster 
oa O a ' 4 5 key cutting on busy days, a benefit 

€ to customers and salesmen. Acces- 
sories such as key holders, rings, 


is | chains, and telephone locks often 
‘ | make tie-in sales exceed the cost of 
& * keys. 


Special orders; nuisance 

~ ! or real profit builders? 

7 PN 1. ‘ 7 f When a customer wants you to 
hs : place a special order for something 

you do not stock, what happens? 
You can say, “Sorry, we don’t 

carry that item.” 





4 pea . : Or you can say, “We do not stock 
' , that item but will have it for you 
7 | | tomorrow.” 


The latter idea is used by a 
western firm which offers 24-hour 
special order service. 


1 Die Made Lid for Pertect Fi HORTON PORTABLE WATER COOLERS The firm's special order man 




















2 All Seams ore Double Locked pack a value as big as all outdoors. makes daily trips to wholesale 
1 isis Gaeebis Bens That's why demand is growing in every houses in a nearby city to pick up 
Se eee ee field — construction, oil, farming, truck- items not stocked. Eight or nine 
caning ing, sports, etc. Check these features: of these special orders are filled j 
4 Solid bottom support between Strong, corrugated galvanized steel | 
iii: ‘aed anit, aenien : each day. 
iieieicntate iti tos aed e Standard Dead Air or Heavy Duty eS 
~aereganets Vermiculite Insulation ¢ Purolining, The dealer emphasizes that every 
Sif ighesittnenaventiiands: non-toxic inner coating ¢ Riveted, easy- | Purchase is promoted by a specific 
i Cities a grip handles ¢ 1% gal. to 25 gal. cap. need of a customer. 
_ JT” ® Available with stainless steel liner. The customer comes in the next 
= = ——= HORTON ...more cooler for the money! day for his merchandise and will 
often browse in several parts of 
See your hardware the store. Many impulse sales are 


wholesaler or write: made to customers who stop back 


HORTON EQUIPMENT CO. at the store to pick up those spe- 


P. O. Box 2611 © Houston 1, Texas cial order items, 
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Carpet Runner 


| Pe 3 Pn NEW, Raised Diamond-Tread pro- 
Order . 4 C dX “oO ie Got wt X duces ‘’Squeegee-Like’”’ action when 
Your Season’s to hah - a aX : stepped on—actually scrapes dirt 
Requirements of R-V-LITE Ot SPs a and moisture from shoes! 

Flexible Window Materials Br Deeply embossed pattern traps 


and get this | more water, snow and dirt! 
49er Display Rack - ——a Lies flat and stays put—embossed 
$ oo a a | underside grips carpet; can’t curl! 
only S = 


| Resists ripping yet cuts to size with 
with $49 order for any — | scissors! 


f- whale. 4. 
R-V-Lite materials ga MRF 4 


SUGGESTED 3 3 « PER 
CEL-O-GLASS—finest galvanized wire mesh, heavily coated RETAIL PRICE LINEAL FT. 


with clear acetate plastic. #800 CW 15 mesh and #300 
CW 10 x 9 mesh both in 28’, 36” and 48” widths; 50’ 
and 100’ lengths. 


R-V-LITE Aluminum Mesh—Two layers of heavy, trans- runners—and only Arvey has it! Be sure you stock 


parent acetate plostic fused over 4 x 4 mesh rustproof, it for extra sales and profits this fall! R-V-TEX 
corrosion-proof aluminum wire. #700W—36” wide, in 50’, 


150’, 300’ lengths. gives real stormy weather protection to rugs, 


R-V-LITE Green Cotton Mesh—Strong twisted cotton 4"’ carpets and floors. Resists oil, grease and most 
mesh, bonded between layers of clearest, tough acetate id , L sli lid Cl i 
plastic. High tear resistance. #100C—36" wide, in 50’, Gcics—won't curl, slip, side or tear. Vieans easily 


NOW! The first real improvement in plastic floor 


150’, and 300’ lengths. by shaking out or vacuuming. 


Storm-Lite Storm Window Kits 
Pasendieemannins sltealie Order From Your Hardware Wholesaler 
} packages. Each kit contains every- 
thing needed for window: #24SL 
— Single Strength; #24SLH — 
Double Strength. 36” x 72”. 


sts ante f\W-\11 3 Oe) :1 10): Wale). 


Since 1905 R Cc 





Individually packaged. Converts 
screen door into snug storm door. 3500 N. Kimball Ave., Chicago 18, Ill. 
Fits nearly any standard screen 


door. #12KD. 
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50 more customers a week 
from utility bill service 


SELL MORE... AND REDUCE 
HANDLING COSTS WITH Fifty customers a week is the 
extra traffic brought in by this cus- 
SELF-SERVICE tomer utility bill service, estimates 


Carl H. Mell, Meleo Hardware, 


— = el " ~ eli Reading, Pa. : 
bb: }) 1 rr y fi h ‘i The service is easy to set up. Mr. 
! a Vracte tae Mell says the telephone and electric 
companys in his community were 


Pe ae 





os ¢ ee J - 


Carl H. Mell ready to accept a cus- 


tomers utility bill payment. 


100 KEGS OF NAILS 
DISPLAYED AT 
POINT OF SALE glad to have him accept payments 


on their bills. A small service 


“NAILS AT THE SCALES” charge on each bill covers Mr. 


Sales go up and handling costs come down 


No. 25B (Scales Ex- — _ -_ Revolvo Bins for nails, rivets, Mell’s expense. 
tra) 5 sections, 25 ittings and other similar items. snes exinebneinne - 
compartments that In only a few square feet of floor space, you Bill payers are channeled to the 
hold a keg of nails store, display and sell without having to touch cash register near the rear of the 
h. Di ter: 44” your stock! With Revolvo, your customers may store, giving good customer ex- 
SGEN. Hramerer: : serve themselves, then look around and sell init nailiaitillaas: Riel 
Height: 56’’. Order themselves some more from posure to merc 1andise displays. 
now from your Revolvo’s spacious, easily Steady traffic is insured because 


Jobber. accessible revolving bins. utility companys do their billing 
throughout the month. 

Mr. Mell feels that he is getting 
an extra volume of traffic well 
worth the small amount of book- 
keeping involved. 


Write today for free Folder 320-A 
“MODERNIZE WITH REVOLVO." Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Ave., Wellston, Ohio. 








HARDWARE HUMOR 


BONDERIZED 


REVOLVO REVOLVO NAIL BIN DISPLAY 
counter | PARTS CASES | wan Bins COUNTERS COUNTERS 
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Prospects unlimited| with YARDLEY PIPE 











»~—- 2a a 
em gee Fini: 





URBAN AND SUBURBAN GOLF — FARM — CEMETERY 











YARDLEY recommends... 
YARDLEY FLEXIBLE PIPE* for (1) (3) (4) (6) (8) (9) 


Sizes: 14” through 3”; 75#-100# pressuratings; twin pipe for jet pumps. 


YARDLEY K PIPE* (RIGID) for (1) (2) (3) @) (5) © (7) @) @) 


Sizes: 14” through 6”; 100#-150# pressuratings and Iron Pipe Sizes. 


YARDLEY C/D — CONDUIT AND DRAIN PIPE for (10) (11) (12) (13) 
Sizes: 2” through 6”, standard and perforated. a 


YARDLEY FITTINGS* 


A complete line of molded fittings for all types of pipe 
produced to industry standards in Yardley’s own plant. 


i i iy ttn ii ti i diy * , Write for details 


° (4) 





YARDLEY PLASTICS CO. 


142 PARSONS AVE., COLUMBUS 15, OHIO 


Engineered for use with iet pumps...and backed with 
a written 5-year COST OF REPLACEMENT WARRANTY, 


ea, ee ee ee 2 
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TO SELL THE MOST 


WEATHERSTRIP 
Sell the one that is: 


MOST insulative MOST Durable 
MOST Pliable MOST Adaptable 
MOST Economical 


NEW “SLIM LINE” 


For Weather-Stripping 
For Sound-Proofing 


This “6” Foamedge installs 
against stop or convention- 4 
ally. 34’ cones or reels. ‘A 









is 
. 7 
: 
ye 
J} 


— 4 4 


SELF-ADHESIVE 
MULTI-PURPOSE 


Foamedge is a superior 
insulator of heat, shock 
and sound. It has 
many uses. On doors 
and windows, Foamedge 
Stops air seepage and 
sound flow. It has white 
vinyl cover and Is easily 
applied to wood or metal 
frames. Just press it on. 
Available on 17’ cones, 
reels or counter dispen- 
sers, 


FOAMEDGE IS NOT 
HARMED BY OJUL, 
GREASE, PAINT, AIR 

OR SUNLIGHT 


STANDARD 
FOAMEDGE 


The popular %4” weather- 
Strip with tough, gray 
vinyl cover, applied with 
tacks or staples. Big 
Seller! Available on 17’ 
cones, 100’ reels and 
300’ counter dispensers. 


GARAGE DOOR 
BUMPER-SEAL 
Double seals for bottoms 
of overhead doors. Ab- 
sorbs shock—seals out 
dust, rain, snow. Con- 
tours to floor—does not 
Stick. Sizes: 8’, 9’, 16’ 
and 100’. No. 310 


Ask your wholesaler or write for catalog 


STERLING ALDERFER CO. 


3850 Granger Rd. Akron 13, Ohio 
Want more facts? Circle 166, p. 95 
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CH) ...The Royal Family of 


ory V 






TRAY TABLES 
enters the fine furniture field 
with King-Size tray tops of 














ITEM NO. 1480 
Individual Fiber Glass Tray Tables 


Fair Trade Price.... $6.95 


each 
ITEM NO. 148 


5-Pc. Fiber Glass Roll-A-Rackt Set 
i OS bis vevandeaecdus $29.95 


A new luxury line of tray tables. Featuring 
beautiful, timeless patterns formed of real 
ferns and butterflies, woven abaca, dainty 
golden threads. 

Wonderfully durable fiber glass reinforced 
polyester trays with heavy contoured edge 
are heat...scratch...stain and alcohol 
resistant. 

Four King-Size tray tables...with Floren- 
tine Brass-plated frames, fold for compact 
storage on matching decorative Space-Saver 
Roll-A-Rack?. 

+Patent Applied For 


E> Work-Saving Quality Housewares 
3-58 


FOUR FACTORIES: 





Lancaster, Pa. ¢ Chicago, Ill. ¢ Little Rock, Ark. ¢ Colton, Calif. 
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Convention Calendar EASY 
a —_ ee LOCKING 


COVERS 


just one of many 
features that make 


Pe SINAN 8999772 
For complete details about the conventions listed by dates below use j ae 
: islio: Wane 


the alphabetical listing following this quick check list. 








Convention Check List 








a 
POLYETH 
August 28 to National Hardware Show, New » nerues nen 
10-15 Long-Lewis Hardware Co., Cet. 2 York os - 


Wholesale Trade Days, Birming- outsell all others 
am October 
10-15 Wimberly & Thomas Hardware 4-7. Atlantic City Convention of 
Co., Inc., Wholesale Trade American Hardware Manufac- 
Days, Birmingham turers Assn.—National Whole- 
17-20 Moore-Handley Hardware Co. sale Hardware Assn.—National 
Inc., Fall Merchandise Mart Assn. of Sheet Metal Distribu- 
Birmingham tors 
23-24 Oklahoma Hardware Co., Fall -10 Mid-America Lawn, Garden & 
Merchandise Market, Oklahoma itdoor Living Trade “Sh Ww 
City | 
31 to Walter H. Allen Co., ‘Stock- - iTIC ithwest gr ta | 
Sept. | holder's Meetin and Mer- I. : ve naneim, i ; just flip up metal handles to 
. chandise Show Dallas Calif. | H Pet Al be —T 
& Baxter, An- . 
September nual Show, Elmira, N. Y. 
1-3 Allison-Erwin Co., Merchandise - M. Y ing & Co., Fall Mar 
Show, Charlotte, N. C. et, Allentown | 
6-9 Beck & Gr gg Hardware Co - lardware Wholesalers Inc. 
Fall vet indise Show, Atlantc J Convention ; INC Aerchandise | 
13-15 Midwest Hardware & WHouse- how, Fort Wayne | 1 | | 
ree See, ONES c-124c8 


16-17 Industrial Distributors’ Forum November 24 
Washingt a oe %. 2-12 Cotter | ® srin SC 4 BIG GAL. SIZE 
21 Franklin Hardware and Supply S} ve Retails for only $9.95 


Co., Annual Convention and 
Stockholders’ Meeting, War- " 


January ~ 
| ? : ” is 
der Hardware 11-15 Nationc sewares Exhibit “st 


a Cyril. an Cb cCaa 
vi lal ,115 ~~ 
raware H usewoare 24-26 Albar y 


U. S.. New York Dealer Show, Albany UNBREAKABLE 


Comparison instantly shows why colorful 

Lustro-Ware REFUSE-TAINERS invite more 

sales. Customers appreciate their 

versatile utili y, better value, 

superior design that's GUARANTEED to 

; . —— | rovide complete customer satisfaction. 

National Events Thomas Associates, 2130 K eit h baa leak, aon nor rust—quiet, clatter-proof 
Bidg., Cleveland 15. handling . . . so easy to keep clean. 























Annual Hardware-Houseware Fair of 
the United States, Sept. 27-Oct. 2, National Builders’ Hardware Conven- glamour. Wonderful, too, for boats, 
Barbizon-Plaza Hotel, New York. tion, Sept. 27-30, New Orleans, | vegetable bins, etc. Order from 
Kurt Barnard, Barbizon-Plaza Ho- Headquarters hotel, Hotel Roose- your supplier with FREE sales aids. 
tel, 106 Central Park South, New velt. Exposition and meetings at 
York 19, executive secretary. Municipal Auditorium. Sponsored ees cee a oe 
by National Builders’ Hardware bail. A flip of metal lift latch 
Atlantic City Convention of the Assn., John R. Schoemer, managing | oo ra ” feral § 5.95 
American Hardware Manufacturers’ en age 515 Madison Ave., New | 7 : 
Assn. — National Wholesale Hard- York 22, and American Society of ee ee 
’ ‘ | 8 gal. RECTANGULAR 
ware Assn.— National Assn. of Architectural Hardware Consult- 3 | “  TAINER and HAMPER 
Sheet Metal Distributors, Oct. 4-7, ants, George P. Merrill, executive | panne te So 
Atlantie City, N. J. Headquarters secretary-treasurer, 220 “E” St., designed for easy carry 
Dennis and Shelburne Hotels. Ar- Santa Rosa, Calif. - ee a 
thur L. Faubel, AHMA secretary, | ond nursery colors for 
342 Madison Ave., New York 17. National Hardware Show, Sept. 28- | diapers, et. $ 4.95 
Thomas A. Fernley, Jr... NWHA Oct. 2. Coliseum, New York City. COLUMBUS PLASTIC PRODUCTS, INC. _ Columbus, Ohio 
managing director, 1900 Arch St., Sponsored by National Hardware Sefee officss in aria ties of U.S 
Philadelphia 3. Show, Inc., 331 Madison Ave., New 
York 17. Frank Yeager, managing 
Industrial Distributors’ Forum, Sept. director. 
16-17, Statler Hotel, Washington, cru, 
~* vee a 
D. C., sponsored by the American National Housewares Exhibit, Jan. 11- O” Guaranteed by = 
Supply & Machinery Mfrs’ Assn., 15, Navy Pier & Drill Hall, Chicago. | \Goed Housekeeping Nationally Advertised 
Inc., and the National Industrial Hotel Headquarters, Palmer House. | Leas sores SEF and Guaranteed by 
Distributors’ Assn. For informa- Sponsored by the National House- WORLD'S LARGEST manufacturer 
tion write W. B. Thomas, Hunter- wares Manufacturers’ Assn., 1130 of Plastic Housewares 
Want more facts? Circle 168, p. 95 
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Choice of colors for indoor or outdoor 











FOR THAT SPARKLING PLUS IN SALES — 


offer the entire Yuvittllon /\ line 


of fine-quality gifts 





DISCOVER — as many other top-flight prestige accounts 
have — that here’s the exciting line for new sales heights. 
Attractive gift package reshipping containers. Full trade 
discounts. Retail prices range from $1.98 to $6.95. 
SHOWN: HORS D'OEUVRE SERVER NO. 1080 


12” 6-compartment tray on brass-plated rack. Brass-knobbed 
dome cover on center compartment. $3.98 retail. 


write for complete information — 


iC Fiambeau PLASTICS CORPORATION, BARABOO, WIS. 
Want more facts? Circle 169, p. 95 





It's easy to 
sell the new 


4 
i GAS HEATER with 
t 
i 
? 
p 


“Our family has 
enjoyed the 
welcome warmth 

6 
of 


lifetime porcelain 
finish 


9 Vented Models 
15,000 to 85,000 BTU 
25 Unvented Models 
10,000 to 50,000 BTU 














for over 50 years” 












“ Display 
v 


this emblem 





ms EED) OA 
“42> 


ATO 
é ers 


MARTIN 
stamping & Stove Co. 


HUNTSVILLE, ALABAMA 


Want more facts? Circle 170, p. 95 
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Convention Calendar 





(Continued ) 


Merchandise Mart, Chicago 54; 
Dolph Zapfel, executive secretary. 


Regional Events 


Albany Hardware & Iron Co., Dealer 
Show, Jan. 24-26, at company ware- 
house, Broadway at Arch St., Al- 
bany 1, N. Y. 


Walter H. Allen Co., 6210 Denton 
Drive, Dallas, Aug. 31 to Sept. 1, 
annual Stockholders’ Meeting and 
Merchandise Show at Baker Hotel, 
Dallas. 


Allison-Erwin Co., Merchandise 
Show, Sept. 1-3, at company ware- 
house, 2920 N. Tryon St., Char- 
lotte, N. C. 


Beck & Gregg Hardware Co., 217 
Luckie St., Atlanta 1, Sept. 6-9, at 
Biltmore Hotel, Atlanta. 


Cotter & Co., Spring Goods Show, 
Nov. 2-12, at company warehouse, 
2740 Clybourn Ave., Chicago. 


Franklin Hardware and Supply Co. 
Annual Convention and Stock- 
holders’ Meeting at company offices 
and warehouse, 863 Easton Rd., 
Warrington, Pa., Sept. 21. Open 
house Sept. 20. 


Hardware Wholesalers, Inc., Oct. 
25-27, convention and merchandise 
show, at company offices, Nelson 
Road, Fort Wayne, Ind. 


Long-Lewis Hardware Co., Fifth Ave. 
N. at 9th St., Birmingham 2, Bir- 
mingham Wholesale Days, Aug. 
10-15. 


Mid-America Lawn, Garden & Out- 
door Living Trade Show—Chicago, 
Oct. 8-10, International Amphi- 
theatre, Chicago. Frank Yeager, 
331 Madison Ave., New York 17, 
managing director. 


Mid-West Hardware & Housewares 
Show, Sept. 13-15, Navy Pier, Chi- 
cago. William F. Ewert, operating 
manager; Walter M. Bocher, 1451 
Merchandise Mart Plaza, Chicago 
54, show manager. Sponsored by 
Illinois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Moore - Handley Hardware Co., 27 
South 20th St., Birmingham, Ala., 
Fall Merchandise Mart, Aug. 17-20, 
Birmingham. 


Oklahoma Hardware Co., 31 E. Cali- 
fornia St., Oklahoma City, Okla., 
Fall Merchandise Market, Aug. 23- 
























J So light a 2-foot — The adjustable, 
Bas “runge se c 
_ ladder canbelifted of he ALL-WAY 
forms a regular 
stepladder: can 
be used on uneven 





Oi stronger than any 





| other metal ladder, surfaces such as 

stairs, or tips 
pound for pound upward to make 
“extension.” 


a Precision engineered °" 
oe | PATENT PENDING 


oy 3 
x ae 5 2 "Bi es 
Se eee eS ; ole Re: Bs 
2 ae 


Outlast ... outperform other ladders. 


Write for full information, catalog and prices 
on complete line and other household products. 


HITE METAL ROLLING « STAMPING CORP. 
443 Fourth Avenue, New York 16, N. Y. 
PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 
World's Largest Producers of Magnesium Products 
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NOW is the time to stock up 
n <WRICHT> 


GALVANIZED GUTTER GUARD 

















GUTTER - GUARD 


or™ ne mee 


5 nee 
“aN case Oe 


WELDED FLAT — FDGES Pee eee 





. ++ for early fall sales 


Fall will be here before you know it and 
your customers will soon be asking for 
WRIGHT Gutter Guard to keep leaves and 
litter from eaves troughs. This easy-to-in- 
stall, galvanized wire guard comes to you 








in attractive “SIGHT SELLER” boxes con- 
taining 25-foot rolls, with smooth, flat wire 
edges for easy handling. 


Stock up now and be ready for quick sales and profits! | 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER 3, MASSACHUSETTS 
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Everything NEW 


the game famous name! 
Coe why your customers 
demand 4 
Bigsell-clean home 






























speciat $200 OFF 


fe 
~on NIEBW 
BISSEll 
‘FLIGHT’ 
Speedmaster oe 


only $4 


REG 
$12 


FOR CONSUMER 
PROMOTION 


SEPT. 3 THRU OCT. 31 
2° 


This volume producing special will 
build Fall profits on the full Bissell 
Speedmaster Cleaner line. Promotion- 
ally priced to give you time for your 
planning. Flight has an all-*‘teel case, 
long-wearing natural brushes, extra- 
capacity, twin dust pans. New sec- 
tional metal handle has chrome- 
plated bail. Vinyl bumper protects 
furniture. In red or green with 
snowflake design. 


The Flight promotion is featured in 
LIFE, Sept. 21, and Ebony, October, 
as part of the new Bissell 1959 Fall 

program—including a variety of big 
space color advertising in leading 
magazines. National network tele- 
vision with Dave Garroway—and 
TV spot programs to give you 
truly local advertising. 


CALL YOUR BISGSGELL OISTRIBUTOR 


BiSSEll Inc., Grand Rapids, Michigan 


Want more facts? Circle 173, p. 95 
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CASH IN NOW! Convention Calendar 


( Con tin ued) 


24, at Huckins Hotel, Oklahoma 
City. 


“ ead 
Want Book —— Pacific Southwest Hardware Assn. 


Convention, Oct. 13-15, Disneyland 
Hotel, Anaheim, Calif. Otto H. 


4 oY CE ae y Grigg, 1519 S. Garfield, Los An- 
= en a geles 22, managing director. 
ee K . YA, NS eS Rose, Kimball & Baxter, Annual 


Show, Oct. 19-21, at company ware- 


WA LAAN \A Se house, 511 Baldwin St., Elmira, N. 
MAKER , Vi) AN Set (E. Y. Pro Dealer meeting, Oct. 19. 
ge ag Tees ee Merchandise display open to all 

Ge” fia dealers. Oct. 20-21. 


: Wimberly & Thomas Hardware Co., 
the NEW FULLER #88 Assortment Inc., 1809 First Ave. S., Birming- 
This self-service sales magnet is loaded with popu- ham, Wholesale Trade Days, Aug. 
ular, wanted tools—screwdrivers, pliers, files, ham- 10-15. 
mers, chisels . . . etc. each in a strong ‘'see-thru” 


vinyl! pouch .. . high-profit items at 88c retail. ' ° 
Ask your jobber for GET this fast-moving assortment .. . M. S. Young & Co., 11 S. 8th St., 


ther fan ¢ Fuller KEEP it brimful, and just watch ‘em go! Allentown, Pa., Fall Market, Oct. 
Lhe a lOuUS Jtie ‘ orc Y : 

ORDER or RE-ORDER TODAY! 20-22, at New Agricultural Hall, 
Allentown Fairground. 


ck you Tol ar lale mn asine)ae (sii 


lf-service money-makers 


FULLER BCT A ero 
‘ Producer <¢ Celeld lel aelels 


3522 Webster Avenue, New York 67 Amber Handle [oo!s How to sell 10 instead 


of only one to customer 
If you have a large collection of 
Want more facts? ‘Circle 174, p. 95 odds and ends you want to clear 
ar A alana ae out and have written them off, 
offer them at 10 for $1. 
A western dealer with this prob- 
lem showed the items in two 


places, each table topped with a 

ALUMINUM 10 for $1 sign. When customers 
HARDWARE wanted to buy but one item at a 

dime they were permitted to do so. 

RUST-PROOF On the women’s side of the 


; store was a display of items for 
in BRASS, them. Items for men were dis- 


played the same way on their side 
BRONZE of the display room. 


Fuller Products are made in U.S.A., England and other countries, ef the highest quality materials, by skilled 
craftsmen . . . designed for service . « « and rigidty inspected to preserve Fuller Quality and Reliability. 











or ALUMINUM 


FINISHES When youngsters try ’em 
you'll sell wheel goods 


One key factor in the sale of 
new cars to adults is the offer to 
let them drive them. 

The same idea helps hardware 
stores sell bikes, scooters, veloci- 
pedes and wagons. 

A dealer with a 52-week base- 
ment display of juvenile lines en- 
courages children to try out wheel 
goods right in the store. He 


) 7 - - watches to see that they do not 
PADLOCK and HARDWARE CO. | 


INCASTER PENNA hurt themselves, other customers 
on DER FROM YOUR J i nor merchandise. 


He finds the try-it policy com- 
pletes many sales. 
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Soe tee ie he a eee Me e084 oe Awe 


| WE'RE MAKING BIG MONEY Now THAT WE'RE SUGGESTING — 
SCOTCH BRAND MASKING TAPE WITH EVERY PAINT SALE / 





“SCOTCH” and the plaid des gn cre registered trademarks of 3M Co., St. Paul 6, Minn. 


Miiwmesora \ffinine ano ]\/ffanuracturine company 4 
¥ 
«++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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(jampow SDRINKTERS 


LIST PRICE 
ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"’ pipe 


3 UNION VALVE (Non-Union $2.60) $96 


Swivel seat for long life, 4°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


$100 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 30 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y rf 


Ideal for Siamese connections 


pe ne ee 


30 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1360 NAUD ST. © LOS ANGELES 12, CALIF. © CApitoi 1-2108 
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Everything NEW 
_..the game famous name! 
Coe why your customers 


demand 4 
Biegell-clean home 





NEW 


BISSE|l 
UPHOLSTERY MASTER 
KIT ? 


Avhetyad aD ia 


RETAIL 


$950 | 


Your customers can 
make an upholstered 
chair look new again in 
20 minutes. They just 
pour shampoo in appli- 
cator handle, add water 
and brush away, never 
wetting hands. Ideal 
for upholstered fur- 
niture, leather, vinyl! 


Shampoo is odorless, nonflammable, nontoxic 


Bissell advertising and promotion reach new heights in 
1959 with a different kind of big space color ads in national 
magazines—including LIFE. National network television 
with Dave Garroway...also TV spots that give you truly 
local advertising. 


Details from your Bissell! distributor 
BISSEll, INC., Grand Rapids 2, Michigan 
Want more facts? Circle 178, p. 95 
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r. DQ) Your Chis 
ACKAge (Revs Mave 


EDWIN W. ERICKSON 
QUALITY KEY. Cae: 


oct co us . began his 50 years’ hard- 
dg a ware experience in the 
eC ‘ a = sales department of Sar- 


gent and Co., in 1909. In 





yas ai 1917 Mr. Erickson joined 

You’ re in —— og Va J = * = the U. S. Navy, returning 
qe Ms : . be from service in 1919 to 

with rvy s 7 re become a buyer of build- 


i | eva == ers’ hardware for Charles 
| aay,” — Kurzon, C. 922 Mr. 

_ a S | Aurzon Inc. In 1 aM 

rO ] Se lh OE | Erickson founded Ek 


aes er > hake Hardware Co., Inc., hard- 


= | MRP ware wholesaler in New 

When ann? marr York City, to sell butts, hinges, and fasteners 
nationally. He also established the Elk Mfg. 
Corp., Amityville, L. I., manufacturer of corru- 

RAY, ann 3, bles | gated fasteners and other hardware items. Mr. 
2X Erickson has a son, Howard N. Erickson, and a 
brother, Howard W. Erickson, who are active in 
the business. Mr. Erickson in 1940 was president 


a 
CONSISTING OF KEY, 


DUPLICATING MACHINE, | of the Hardware Boosters, and is a charter mem- 


ber of the Hardware Square Club of N. Y. He is 
a member of the Scottish Rite and Kismet Shrine. 


MOTOR, ROTARY KEY- 
BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 

FREDERICK H. DORN 
KEYS QUICKLY AND ACCURATELY. sported te thie idee 


business as an errand boy 
FREE at $100 a year back in 
THIS SIGN WITH YOUR ORDER 1893. In 1894 he became 
TO HELP YOU SELL KEYS a hardware order clerk, 
RP in 1896 an inside sales- 
man, and in 1900 he be- 
gan selling hardware to 
dealers in Maine, New 
Hampshire, Massachu- 
setts, and Rhode Island. 
Today, at 83, Mr. Dorn is 
going strong as a highly 
MAIL COUPON TODAY successful traveling salesman for the Edw. K. 
fa Tryon Co., Philadelphia wholesaler. He still trav- 
ead te Se els the same route he has been covering for 59 
Please send complete information on your years, and he does it entirely by railroad, never 
R 4% x PKA-3 “Package” Deal plus FREE Key having used an automobile. With Edw. K. Tryon 
sign. Co. since 1933, Mr. Dorn was previously employed 
by Simmons Hardware, Philadelphia. He is chair- 
man of the trustees of the First Unitarian Church 
in West Roxbury, Mass. His hobbies are the stock 
City market and traveling in the U. S., Canada and 
Alaska. 
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Everything NEW 
. EY E A e P EA L . ...the game famous name! 


NO. 480 SERIES 


CARDED COIL WIRE Cee why your customers 
PU, ied ne demand 4 


suitable for peg board or 


ECONOMY TTY Bigsell-clean home 





Soft copper 


Soft galvanized | (N] [SW] 
WIRE MIRROR CORD BISSEll 


Pat. Pending 


vornsts woecee. “TE PICTURE WIRE i 
; e STRONG Bi * POO MA 
a \ \ Wahi jj) == ALUMINUM WIRE SHAM STER j 


\  e DURABLE aa cs ae "Tt 23 other modete 


\ 
IN KI $625 to $1325 
Catalog on our complete WITH SHAMPOO eT AN 
Wire Line is yours for the 
asking. 


Shampoo dispensed on forward 
motion only. No controls. Re- 


leases exact amount of shampoo 
needed. 
= C a Oo R Cleans expensive rugs sparkling 
clean in almost no time without 
WIRE CORPORATION hard scrubbing. Your customer 
183-16 JAMAICA AVE shampoos her rugs standing up 
i ee, Ce ae. a ee ae ae | ...and her hands never touch 
Want § : ' water. | 
wccttantaathtisce Civete TOS, p. 98 7 Bissell advertising and promotion 


reach new heights in 1959 with big 
space color ads in national maga- 


s , . zines—including LIFE. National Net- 
Vi a i a ry a "s “) work Television with Dave Garro- 
way...also TV spots for truly local 

on the move 


advertising. 
Vdibowalz Automatic 
An outstanding power gar- e | SHAMPOO Shampoo 
den equipment dealership | MASTER +230 ay than 02. 
; | ampoo 
opportunity that gets better ¥ | COMBINATION $1195 Retail, 
every day! eS #239 Combina- 
. tion—as above 


. enamroo maaten a1 with Bissell 
Move up to Midland where BIG = Upholstery 


things are happening. Get in now on 7 | . Kit $13.95 
the new promotions, new ideas, and - Retail. 
new products that will make this great 

dealership even better this Fall! 

















¢ 
© bxCiTraD. ) 
Pile, 
Write now for 

details on dealerships 


available in key areas. 


The Midland Co., dept. HAMm-39 
1200 Rawson Avenue, South Milwaukee, Wis. . 
Subsidiary of Outboard Marine Corporation BISSEll, inc., Grand Rapids , Michigan 
Want more facts? Circle 181, p. 95 Want more facts? Circle 182, p. 95 
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How’s the Hardware Business? 





Toy buying about over; now is the time to plan 
pre-season show, to get layaway program rolling 


Now that many wholesaler toy 
shows are over, or will be around 
Labor Day, dealers will be planning 
their merchandising programs. 

Toys traditionally begin selling 
at the dealer level in November, 
and right after Thanksgiving Day, 
but dealers now are making plans 
and some are considering pre-sea- 
son shows. Layaway plans also are 
shaping up, to pull in sales early 
and to upgrade toy sales. 

The toy market for the coming 
Christmas shapes up this way: 

¢ Total national toy sales will be 
more than $1.5 billion this year. 

e The average American family 
will spend $30 on toys during the 
Christmas season. 

e Profit margins on toys average 
higher than 40 percent. 

e Toy turnover is 2-4 times a 
year, can be pushed to once a 
month on fast movers in season. 

Hardware stores will do more 
than $100 million in toy sales this 
year (See HA, May 21, p. 56). 
This breaks down to about $2000 
to $3000 in toy sales for each 
store. 

The dealers who are thinking 
about toys now are finding ways to 
vet more than that two or three 
thousand dollars in sales this year. 
One way they’ll get more than their 
share of the market is by staging 
a pre-season toy show shortly after 
Labor Day. 

What are the advantages? 

You get a preview of the Christ- 

mas market, with all the valuable 

advance information this can af- 
ford. 

Fast movers can be _ identified 
early, reorders placed in time for 
more turnover. 
Inventories of 
dropped. 
Lay-away can be promoted on 
big ticket toys in time to mean 
real convenience for customers. 


dogs can be 


Sales can be upgraded because of 
the longer time to pay. 
There’s more time for word to 
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get around that you are an im- 

portant toy center. 

Toy show ads will have much 

more impact now than later. 

Other departments will profit 

from increased toy traffic. 

A longer selling season guaran- 

tees more toy traffic. 

Basic staples account for the 
bulk of business. Seventy-five per- 
cent of toy stock is in basic toy 
staples. Ordinarily, the 25 percent 
of purchases not in staples is re- 
served for items that wholesalers 
advise will be hot this year, and 
for “‘educated”’ dealer guesses as to 
what the kids will want. 


Business failures up 

Business failures were 242 for 
the week ended July 16, Dun & 
sradstreet reports. Failures were 
237 the preceeding week, and 279 
in the same week last year. 


June retail store sales 
up 9.7% over last year 


Retail store sales in June were 
$18.7 billion, up 9.7 percent from 
June last year, according to the 
Commerce Dept. 

Sales for the hardware, lumber, 
building and farm equipment group 
were $1.484 billion in June. That’s 
$204 million or 16 percent more 
than sales for June, 1958. 

June, 1959 sales for the group 
were $100 million or 7.23 percent 
higher than sales during May. 


Shipments of gas water 
heaters up 1.9% in June 


Manufacturers’ shipments. of 
gas-fired automatic water heaters 
totaled 235,400 units in June, re- 
ports the Gas Appliance Mfrs. 
Assn. That’s a 1.9 percent increase 
from June last year. 

Shipments for the first half year 
were 14.4 percent more than the 
first half of 1958. 


Pioneer raises price 
of its Bluettes gloves 


The price of Bluettes neoprene 
household gloves, made by the Pio- 
neer Rubber Co., Willard, Ohio, 
has been increased to $1.69. 


How dealers tie-in on clean up campaign 


These "Stop Disease’’ posters displaying galvanized steel garbage cans were 
used by dealers in connection with ''Clean-Up"' week in Cleveland. 


> 
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Bay LOREEN et HARDWARE { 





The Bas. Vales aud The Comumers Choi" 
BETTER SELF SELLING DISPLAYS 


CARDED DISPLAY BOX DISPLAY RACK DISPLAY KIT DISPLAY BOARD 


Increase Sales... Reduce Selling Costs 
BETTER QUALITY 


Le. i 


KNOBS, PULLS & HINGES IN CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


1. New contemporary styles add charm, beauty and new life to natural finish 
woods or painted cabinets in kitchen, hall, family room, etc 

2 

r Extra features in design, utility, finish, material. and workmanship 

Super tough zinc alloy—die cast—assur 


4 Full Si Zé 


es strength and durability 


> comfortable grip—standard size screws—perfect threads. 


BETTER PRICE 


Retail Price Provides 30% Saving to Consumer 


MADE IN U.S.A. WRITE FOR CATALOC AND PRICE LIST 


YODER MANUFACTURING COMPAN ¥ 


1623 €. t7eh STREET © LITTLE ROCK, ARKANSAS 


Want more facts? Circle 183, p. 95 














Kenberry GADGETS oe 


ARE PROFITABLE © 

es - 

Se!l Fast, Use sae 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self-ser- 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Chrom- 
ium Roast Rack. Skewers 
in all sizes. Lacing Pins. 
Plate Hangers. Potato 
Bake Rack. Broom Clips. 
Food Mixers. Beaters. 
Many other gadgets. 


More than 50 
Kenberry GADGETS 
Ask your jobber 

or write for list 


GOURMET ROTARY KNIFE 


JOHN CLARK BROWN 'x#¢ 


ONE MONTGOMERY ST 
BELLEVILLE 9,NV. enberry GAoGETS 
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ALUMINUM THRESHOLDS 





No. 435 
Corrugated 
Threshold 4” wide 


Forms positive seal for 
temperature control 


a drafts, rain, 
, dust, insects, etc. 


aon gauge, quality 
extruded aluminum 


individually packed in 


clear plastic polyethy- 
lene tubes with instal- 


lation screws 


No. 350 Twelve thresholds per 
master shipping carton 


VINYL INSERT 
5 a lengths. 
THRESHOLD - 36” - 48” - 72 


3'2 WIDE Others to order 


NV leltitiselaitia th kel 


ALUMINUM HARDWARE 
LUSTRE-LINE PRODUCTS 


PHILA 6. PA 


Leste Line 


ALUMINUM PRODUCTS Phone MArket 7 3390 
Want more facts? Circle 185, p. 5 


53 NORTH 2nd ST 





Everything NEW 
the same famous name! 
Cee why your customers / 


demand 4 
Bigsell-clean home /> 


~, 





...and give them what 
they want with this sales- 
making point-of-sale 
merchandiser 


A NEW 
HOME 

CLEANING 
CENTER 


ASSORTMENT #1000 





Combines the Deluxe 
Shampoo Master plus the 
Standard Shampoo 
Master and 4 other fast- 
moving Bissell Home 
Cleaning Products 








including... 


1 #220 Deluxe Shampoo 
Master Kit 


1 Standard Shampoo Master 
4 #300 22 oz. Rug Shampoo 





3 #350 42 gal. Rug Shampoo 


6 #900 Upholstery Shampoo 
Kits 








3 #950 Upholstery Shampoo 


1 #15 Home Cleaning Center 
Display 


Eighteen High Profit Bissell Items 


in one quick selling*display! 


All Bissell products aré backed by new, 1959 ad- 
vertising and promotion in big space, color adver- 
tising in leading magazines, including LIFE. With 
national network TV featuring Dave Garroway— 
plus TV spot programs to give you truly local 
Bissell advertising. 


CALL YOUR BISSELL DISTRIBUTOR 
BISSEll, Inc., Grand Rapids ,Michigan 


Want more facts? Circle 186, p. 95 
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Now on display cards! 
BASSICK clear 
Styrene wheel casters 
for customers 











Here’s the latest addition to Bassick’s 
line of casters on display cards suitable 
for pegboard display or glass binning. 

They’re Bassick #9429 SCNE cast- 
ers with 2” clear Styrene non-marking 
wheels, stem construction and nickel 
finish. Perfect for cribs, tea tables, bas- 
sinets, strollers, service carts, other 
household furniture. 

And on the display cards, your cus- 
tomers will see, stop and sell them- 
selves. Easy-to-apply instructions 
printed on cards along with uses and 
product features help sell these attrac- 
tive casters. Stock up, you’ll sell them 
THE BASSICK COMPANY, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 


SEMA (C4 


A Division OF 














STEWART-WARNER CORPORATION 








Want more facts? Circle 187, p. 95 
130 © HARDWARE AGE, August 13, 1959 


Melamine dinnerware is 
new Oneida table line 


Oneida Silversmiths has en- 
larged its line of merchandise for 
the table by introducing its mela- 
mine dinnerware. All patterns will 
be on the retail market in Septem- 
ber. 

The 
lines: 

Oneida Premier in five patterns 
for formal and informal dining. 
Retail price is $16.95 for a 16- 
piece starter set for four, and a 
45-piece set for eight at $39.95. 
All pieces are available in open 
stock. 

Oneida in two patterns. Retail 
price is $14.95 for a 16-piece start- 
er set for four, and a 45-piece set 
for eight at $29.95. 

A consumer advertising program 
will promote the dinnerware in No- 
vember publications. Full-page ads 
in color will be in the Ladies’ Home 
Journal, Good Housekeeping, and 
Living for Young Homemakers. 
The introductory program will in- 
clude free displays for stores, also 
a sauce set traffic builder, and an 
extra profit gift assortment. 


dinnerware comes in two 


Disston garden tools 
now are Loewy designed 


A new line of garden tools de- 
signed by Raymond Loewy Associ- 
ates has been introduced by the 
Disston Div., H. K. Porter Co., Inc., 
Philadelphia. 

Lopping shears, hedge shears, 
grass shears, hand pruners, grass 
hooks, and slashers are included in 
the restyled line. 

An extensive market research 


program early this year was started 


Hedge shears, type of the new line. 


& 
‘ 

















SMALL 


HARDWARE 
ITEMS 


jcIvE You BIG 


EASY-T0-SELL 
PROFITS 


CUP HOOKS 


One-Piece Durable 
6 sizes ('/2"' V/4'") in Nickel and 
Brass, 
packed 
a box, 7/"' 
carded ji 
popular colors 
plus Nickel and 
Brass. 


GRIES 
E-Z 


“SPEUTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 


2-to-a-card or 
in boxes of 50. 


: x a COAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


5 ‘WING NUTS 


Bright rustproof finish . 

4 popular sizes. _ boxed 

in an attractive counter 

display. Also available in 
bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


CAP NUTS 


Attractively finished and packed 

in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 


GRIES 


JOBBERS: Write now for prices and cata- 
log sheets on GRC's full line of money-making hard- 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

DEALERS: See your jobber salesman for immediate 
delivery on these and other 
GRC hardware items. 


GRIES REPRODUCER CORP. 


World's foremost producer of smal/ die castings 
161 Beechwood Avenue, New Rochelle, N. Y. 
NEw Rochelle 3-8600 


Want more facts? Circle 188, p. 95 





HaVe You 
SeeN THE 


Want more facts? Circle 189, p. 95 








MASTER KEYS 


TTER HOUSEHOLD 
SWARE SINCE 1872 


BULL DOG MASTER KEYS 


E. H. TATE CO. ® 251 CAUSEWAY ST. © BOSTON, MASS. 


Want more facts? Circle 190, p. 95 








DISTRIBUTORS — DEALERS 


INVESTIGATE THIS 


PROFIT 
LINE 


POR-0-POQR woux 


This is a fast moving, nationally advertised line. 
Planters are available on brass or wrought iron 
stands in a range of four pastel shades. For addi- 
tional information and illustrated brochure fill in 
and mail attached coupon. 


POR-O-POR 
MOUNT DORA, FLORIDA 


NAME 
ADDRESS 
CITY STATE 

















Pe ia Pht i Whee oe -* 
pe me ¥ * 
; 
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Everything NEW 


_.the came famous name! 
Soe why your customers 
demand 4 
Bigsell-clean home 





NEW 
BISSEll 


SPEEDMASTER 
CLEANERS 
7 MODELS-FROM < S 95 


TO $23.96 
RETAIL 


Many homes want two for up- 
stairs, downstairs use! These are 
daily use appliances—do not cut 
into vacuum cleaner sales. 


Bissell advertising and promotion 
reach new heights in 1959 with a 
different kind of big space color ads 
in national magazines—including 
LIFE. National Network Television 
with Dave Garroway...also TV 
spots that give you truly local adver- 
tising. 
NEW BISSELL CAPRI SPEEDMASTER—MODEL 625 


7% 


Big, top-opening Dust-Door., 
Comfortable Touch-Control hand- 
grip and chromium curved handle. 
Brush gets closer to baseboards. 
Glides under lowest furniture. 
Stores flat. Choice of colors. 


CAO vo.» 


BISSELL DISTRIBUTOR 








; “ >. fe % © ; 
BiSSEll, Inc., Gran higan 
Want more facts? Circle 192, p. 95 
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Tape it easy, Mac! 


Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


GoliSoal Unpe. 


in 10-roll 
containers 
or single rolls. 


Each roll 
sealed in cellophane, 
stays fresh. 


cold seal FRICTION 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 


Want more facts? Circle 193, p. 95 
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to decide what features of garden 
cutting tools were desired by deal- 
ers and customers. The company’s 
existing line was examined and 
suggestions considered as to han- 
dle shape, color, finish and other 
features. 

The line, restyled by Loewy As- 
sociates, went into production, was 
presented to the Disston Div. in 
the late spring, and then samples 
were taken to wholesalers this sum- 
mer. 

Disston’s promotion plans are 
shaped around the new style line. 
A four-color catalog of the line 
was issued with the theme of “ap- 
pearance plus quality.” 

Materials at the dealer level in- 
clude window streamers, hang tags, 
envelope stuffers, and a pruning 
guide for customers entitled “How 
to Prune.” Consumer advertising 
is scheduled for the spring. 


Liberty Group planning 
items-of-Month for '60 


Sept. 20 is the closing date for 
Liberty Distributors’ Bargain- 
Item-of-the-Month Committee to re- 
ceive samples of merchandise to be 
considered in the monthly promo- 
tion program for the first half of 
1960. 

The Bargain-of-the-Month pro- 
motion is a seasonable item selected 
for each month for dealers of the 
23 wholesaler members of the Lip- 
erty group. A point-of-sale kit ac- 
companies each monthly promotion. 

Manufacturers can submit mer- 
chandise samples and information 
to Charles L. Reifsnyder, Liberty 
Distributors, 4300 N. 5th St., Phil- 
adelphia. 

Liberty Distributors points out 
that the Bargain-of-the-Month pro- 
motion produces about a million 
customer contacts per year. 


Boontonware restricts 
co-op advertising copy 

Boonton Molding Co., Boonton, 
N. J., has advised dealers and 
wholesalers that it will not pay its 
share of co-op advertising charges 
for ads on Boontonware dinnerware 
when such ads carry the word 
“Melmac”’ in their copy. 

The company announced it has 
“decided to stand or fall on its own 
product name—Boontonware.”’ 





H&.G’s Completely Merchandised 


FULL LINE of BRUSHES 


e An An Assortment for Every Budget 
eo FREE Racks of All Sizes 

e Famous H&G Quality 

e Sparkling FOIL Protect-a-Wrap 





Gis 


PAINT est 





See your Distributor or write 
HANLON & GOODMAN CO. 
2-12 MAIN STREET + BELLEVILLE 9, N. J. 
Want more facts? Circle 194, p. 95 





One Source Fills ALL Your Needs! 


~ 


For ALL Floors... 

















For ALL Carpets... 


Now, through U.S.C.C., a complete line of caster cups 
(for carpets and floors) ...swivel glides, button 
glides and door wedges — a compact line to serve all 
customer needs. Free Floor Covering Hardware Bar 
Rack with pre-selected stock order. Research devel- 
ae guaranteed. Full 40% mark-up 
on all! 


@) 
HARD-FLOOR CARPET SWIVEL BUTTON 
CASTER CUPS | CASTER CUPS GLIDES GLIDES 

Pree SAMPLE and FACTS...See for Yourself! Write 


UNITED STATES CASTER CUP CORP. 
Subsidiary of Childlore Corp. 
208 W. 15th St. Kansas City 5, Mo. 
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NOW! ‘stapie gun 
for only 4.95 


With Exclusive Push-button Loading 
and Built-In Staple Extractor. p> 


Here's the fastest selling staple gun on the 

market today. Designed especially for home 

use. Staple sizes ¥4’’, %4'’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


- - ® 
Swinglne INC., tong Istana City 1, New York 
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% WORTH REMEMBERING! 


the Original 
PLASTIC ALUMINUM 
has earned the GOOD HOUSEKEEPING 


SEAL OF APPROVAL “‘Guararteed by > 
on es Good Housekeeping 
“or 


= 
4 
45 apveanistd ™S 


THE WOODHILL CHEMICAL CO. 


as aducrtised 
‘Originators and World's Largest Manufacturers 


" POPULAR 
f Plastic Aluminu 
1390 East Ph en Giecstent 14, Ohio | MECHANICS : 





Order from your Jobber 
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Everything NEW 
...the game famous name! 
Coe why your customers 


demand 4 
Biggell-cleanhome ; 





LILES WW 


BISSEll 
SPONGE MASTER 


MOP 
$395 


(shipped in assorted 
colors in selt-display carton) 


Look what the first important 
new development in sponge 
mop design is sure to mean 
in added sales for you 


First sponge mop with effortless 
push-pull squeezing. A down- 
ward push of handle sleeve 
squeezes mop.30% more sponge 
area. Diamond-shaped sponge 
provides two mopping surfaces 
to do floors, walis, windows, / 
ceilings. Extra-wide sponge 
cleans corners best. 

5-year guarantee on mop 
(except sponge.) 








BISSELL ADVERTISING 
and promotion reaches 
new heights in 1959 with 
big space color ads 

in national magazines, 
including LIFE. National / 
network television with 
Dave Garroway—also 
TV spots for truly local 
advertising. Call your 
Bissell Distributor. 





Handiest sponge mop refill 


$529 Big sponge refill for Bissell Sponge § 
Master Mop is easier for customer 
metait to change. No extra parts, no wing 
nuts to lose. Choice of colors. 


€ 
: 7 rs re” i; che. Oe Fe “ m4 , 
Pie 1 LK, 7 
G3 as f Dae be * a ad 
$ m , % % 
. 1 P, 7 5 # be , se 
é ae go iF le : Oe, * ea F a ,) 
rd Tag & 
rs « ‘ o% ¥ 7° 4 = 4 % 
: ‘Zz , a) + e "le : 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Belknap has 8-page Fall 
“Parade of Values Sale" 


The 
Mfg. 








és Towns! 





Moticine Codinet 
oie 7 ee = . 7 | 
5 1.88) Favorites x ‘ SA 
; ie —_ ara Pe ‘ 
ww Low rHite Fi! 
Live Easier for Less ih / \F 


Power Sew * Piatt ake 


saler, has released its Fall “Parade 
of Values Sale.” 

The 8-page, 4-color mailer con- 
tains 118 items, including three 
coupon items to pull traffic. 

The mailer comes complete with 





be 
Stedism Seat On cocci 


3 got ri 


ats” Oe 





and 
whole- 


selknap Hardware 


Co., Louisville, Ky., 








a display kit, including pennants, 
window streamers, 
and price cards. 

are also available. 


wire hangers 
Newspaper mats 





PARADE OE 
WOIWES SOAK 





Oklahoma Hardware Co. 
has fall sale mailer 

A fall “Harvest of Values” 
mailer is available for dealers from 
Oklahoma Hardware Co., Oklahoma 
City. 

The four-page broadside has 
three coupons featuring special 
prices on a pad and cover set for 





rifle, football and hunting knives 
are included to pull fall traffic. 

The broadside includes space for 
dealer imprint. 


Pro Hardware circular 


$1.39 an 11 piece socket set for 
2.98, and a leaf rake for 77¢. 
Sporting goods items are also in 

the mailer. A shot gun, 22 cal. 


SYFOCK BSNnOp 


Pianned for the Workshopper's Needs 





A lot of investigation, thought, and 
experience contributed to the planning 
of the “STOCK your SHOP” system. 
It is designed primarily for the work- 
shopper, the man who builds or re- 
pairs things for pleasure or for pay, 
the do-it-yourselfer, the skilled me- 


method of getting a few or a fistfull 
quickly and conveniently when they 
wanted them. Hence — the “STOCK 
your SHOP”’ system, sparkling clear- 
plastic 2” x 2” x 3” boxes, uniformly 
priced at only 59c, that contain gener- 
ous quantities of standard top-quality 


used by 16 wholesalers 


Sixteen wholesalers will use the 
Fall Sale Days circular from Pro 
Hardware, Inc., Larchmont, N. Y., 


SCREWS BOLTS NUTS 


chanic or carpenter, the small shop 
owner. These fellows showed that 
they needed screws in something less 
than grosses, something more than 
dozens — and they needed a handy 


screws. More important: clear plastic 
DraweRacks to hold the boxes, for 
stacking or mounting in any arrange- 
ment, anywhere. And — all wood screws 
are Elco-SPEEDized for easier driving. 


CONVENIENT TO BUY p> 
4@ CONVENIENT TO USE! 


No. 40 Assortment, shown above, is a revolving, mini- 
mum-space, self-serve display that offers a full selection 
of the most-wanted, most-needed sizes and types for 
quick and easy purchase. Once customers learn how to 
build up neat storage with DraweRacks (see left), they 
come back for more and more — new sizes and replace- 
ments. “STOCK your SHOP”’ boxes make great gift 
items, too, for the hard-to-find-for friends and relatives. 
Get started with “STOCK your SHOP” now! 


ELCO TOOL & SCREW CORP., ROCKFORD, ILL. 
Manufacturers of Quality Fasteners for Industry Since 1922 
Want more facts? Circle 199, p. 95 
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always come back for more... 


with exclusive YUBA 
\B-¢-D “BUILD-UP” SALES PLAN 


It’s a happy day when “Dad” opens the carton and The extensive MAGNA LINE offers complete selection: 


adds another MaGNa tool to his growing workshop. ¢ Table, Band and Jig Saws « Jointer «+ Belt Sander 


¢ Compressor/Sprayer « Lathe e Drill Press 
You sell any power tool prospect what he wants 


MAGNAS A-B-€-D offer of double stand at single 
with the exclusive MAGNA LINE A+B-€-D plan: | | ; 
stand price practically guarantees another purchase! 


single tool, double tool . . . or a complete shop of 


individual tools mounted on as few as three stands. Write Dept. MHA 813 for dealer information 


J a’ | 
=} Qo : = °o 


SINGLE TOOL, \—9 SINGLE TOOL, J DOUBLE TOOL, ~4+¥— COMPLETE SHOP ON 
SINGLE STAND | * \ DOUBLE STAND // © “| DOUBLE STAND // © "| 3 WORK STANDS 


Hoge 1 [PN \4 AND 1 WALL SHELF 
q { wat 


ius 


‘POSITIVE DEALER BENEFITS, TOO! 


Order now, pay December 10th! 12-month warranty on every yuBa product! 
New quantity discounts! Hard-hitting, national advertising! 
Christmas Lay-Away promotion! Liberal freight allowance! 


YUBA POWER PRODUCTS, INC. 


800 EVANS ST., CINCINNATI 4, OHIO 
A Subsidiary of 


YUBA CONSOLIDATED INDUSTRIES, INC. 
Manufacturers of famous SHOPSMITH Mark 5 


Want more facts? Circle 200, p. 95 
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ELECTRIC 
GENERATING 
PLANTS 
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GASOLINE 
ENGINES 











ELECTRIC 
PORTABLE 
POWER 
TOOLS 
Chicago 39, Illinois 








rear (cle od Ae LO), | 9 2, eed 1 eee ge), Biote] ite]. 7 wale), 


5841 West Dickens Ave., 





YOU’LL PROFIT MORE WITH 


Want more facts? Circle 201, p. 95 
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(Continued) 


an affiliate of Cosgrave & Asso- 


ciates. 

The four-page, full-color tabloid 
size mailer illustrates 38 seasonal 
and basic items. A detailed set of 
manuals tells the wholesaler where 
and how to buy the merchandise, 
and how to organize the promotion. 

The following wholesalers will 
use the mailer: Decatur & Hop- 
kins Co., Boston; Heitmann, Ber- 
ing-Cortes Co., Houston; Charles 
Ilfeld Co., Albuquerque; May Hard- 
ware Co., Washington, D. C.; I. W. 


IMPRINT SPACE 


Phillips & Co., Tampa, Fla, and 
Rose, Kimball & Baxter, Inc., 
Elmira, N. Y. 

Also The Schoellkopf Co., Dal- 
las; Seller Bros. & Co., San Fran- 
cisco; P. A. & S. Small Co., York. 
Pa.; Speer Hardware Co., Ft. 
Smith, Ark.; W. A. L. Thompson 
Hardware Co., Topeka; Whitlock 
Corp., Yonkers, N. Y.; Wickliffe 
Wholesale, Youngstown, O.:;: M. S. 
Young & Co., Allentown, Pa. and 
ZCMI Wholesale Distributors, Salt 
Lake City. 


4 coupon specials spark 
Meyer fall sale mailer 


The Super 8 Fall Sale broadside 
from Meyer Merchandising Ser- 
vice, Inc., Chicago, contains four 
coupon specials to attract custom- 
ers. 

The 4-page, full-color mailer will 
be used by these wholesalers. 

Midwest issue: Boetticher & Kel- 
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Super Steel 
MACHINISTS’ CHESTS 





UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, miliwrights, skilled techni- 
cians, etc. 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 


models) 202” x9” x 14” 


MODEL MT-7 (below) 
7 drawers and till 





d cover ..- 

\l-drawn seamless reinforce 
sa girder bottom ‘Feinforcement . : 
Non-sag drawer and = — 2 - 
nsion drawer gliders WIN sale” 
aa _,, Fasy-to-clean porcelair-like fin 
ish .. . Felt-lined drawers and Ul... 


King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


STEEL CHEST CORP. 


Lt tec) Y NE VV Y¥ CORK 


UNIO 
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PROVEN in SALES! PROVEN in USE! 


. - « highest in quality, 
lowest in price. . . 


self-chalking CHALK LINE BOX 


7 # 125-50 
4 25 list with 
50 foot line. 


# 125-100 with 
100 ft. line $1.50 list. 


RUGGED! ! SIMPLE! DURABLE! 
Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 
against all defects. 


AMERICA'S FAVORITE CHALK LINE BOX 


for jobber's name and descriptive literature, write 

















STRAILT-LINE PRODUCTS, INC. 
P.©o. Box 577, Costa Mesa, Calif. 
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Sell PLATED WASHERS 


inComplete ED 
instead of “Piece-Meal” = 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling ... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” bolt size. 


ORDER FROM YOUR JOBBER. 
WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 


Want more facts? Circle 204, p. 95 


PICTURE 
HANGERS 





BETTER MOUSEHOLO 
HMAROWARE SINCE 1872 


BULL DOG orice 


E. H. TATE CO. © 251 CAUSEWAY ST ® BOSTON, MASS 
Want more facts? Circle 205, p. 95 








Were Still Looking 
for a Pipe Fitter 
Who Doesnt > 
Prefer fh 





a — a 
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—— on — 
‘ 
"Of Course, 
T said. 
RifaiDp 
.. Need two 14's— 


got "em?...Be at your 
store in 10 minutes!” 


— 


on - 
“ena ae ae ee oO 


Your neighborhood mechanics and 
home workshop customers want 
RIGID ... Pays to stock ‘em 


— call your Wholesaler now! 


The Ridge Tool Company 


THREADED PIPE... it’s Tight... it’s Best... Costs Less? 
Want more facts? Circle 206, p. 95 
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DEMPSTER 


CONVERT-0-JET 














Dempster Convert-O-Jet lets 
you close more sales faster 
because it offers—at one low 
price—a truly top quality 
water system for both shal- 
low and deep wells. 

For low investment, you offer 
the best in durability, adapti- 
bility and performance: 
quick, easy conversion from shallow to deep well 
operation with no extra cost, except pipe, and with 
no special tools; choice of the thrifty 1 or hefty 14 
HP ball bearing motor; corrosion-proof ejector and 
nozzle; improved low-loss impeller; excellent ma- 
terial and construction throughout; water delivery 
of as much as 835 gal. per hr.; operational depths 
to 90 feet. 














Bueep well 
thrifty Y’s HP 
powerful 2 HP 











Write Dempster or your nearest Dempster branch 
today for details. 


‘EQUIPMENT 
= 





Branches and Warehouses: 

Kansas City, Mo., 

Falls, Denver, Oklahoma City, 
Amarillo, San Antonio 


Want more facts? Circle 207, p. 95 
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the BIG name 
in Gun Cleaning 









CLEANING ouT 


Sell on Sight! = 


Display Them on Your Counter 


—— his guns in 









Omaha, 
Des Moines, Sioux 








Everything a man (or woman) needs to 


prime condition . . . famous Hoppe's No. 9 Solvent, oil 


| patches, wipers, nylon bristle brush, cleaning rod 

nstructions! All in a beautiful redwood chest {Deluxe 
| $3.75 retail) . .. or in a sturdy green-enameled steel 
| tote box (Utility: $3.00 retail). Fast movers the year 
| round ... “naturals” for gifts! Display 


them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 





ASK YOUR 
JOBBER 


FOR HOPPE’S | 


Want more facts? Circle 208, p. 95 


ow WHITE PLASTIC IN A TUBE 














THE SW 
Because It’s Superior eee 


TUB and TILE } 
CAULK (79: 


"79% ° AK 

TIM llc mG LL 

ove, © MILLION sold 
FREE SAMPLE —Jobber inquiries invited 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. DETROIT 9, MICH. 
Want more facts? Circle 209, p. 95 
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No. G-261 4 
SELF-CLOSING \ 
STEEL DRUM 


m 


ae ~~ 








in Ae 
List Price $] 6 0 


each 


and BARREL 


FAUCET 


SETTE PRODUCTS COMPANY 


‘The World's most used Steel 
Drum and Barrel Faucet"’ 
Over 10 million are now in use! 


CxR Ee Eee eee eS & | OAKLAND 4, 
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YOUR 
JOBBER'S 
SALESMAN 


has some very 
OUTSTANDING 
VALUES 


logg Co., Inc., Evansville, Ind.; Can- 
ton Hardware Co., Canton, Ohio; 
Wm. H. Cole & Sons, Baltimore; 
Conron, Inc., Danville, Ill.; Corpus 
Christi Hardware Co., Corpus 
Christi, Tex.; Fulton, Mehring & 
Hauser Co., Ine., York, Pa.; 
Hassco, Inec., Denver; C. M. Me- 
Clung & Co., Inc., Knoxville; and 
McGowin-Lyons Hardware & Sup- 
ply Co., Mobile. 

Also, National Hardware & Sup- 
ply Co., Paris, Tex.; Ogilvie Hard- 
ware Co., Inc., Shreveport, La.; The 
Schafer Co., Inc., Decatur, Ind.; 
Sheffield Hardware Co., Americus, 
Ga.; Sterling Material Supply Co., 
Chicago; Townley Metal & Hard- 
ware Co., Kansas City; Zork Hard- 
ware Co. of New Mexico, Albuquer- 
que; and Zork Hardware Co., El 
Paso, Tex. 

The West Coast issue: Dunham, 
Carrigan & Hayden Co., San Fran- 
cisco; Harper & Reynolds Corp., 
Los Angeles; Geo. A. Lowe Co., Og- 
den, Utah, and Seattle Hardware 
Co., Seattle. 


TRADE 


‘ 


3 wholesalers promote | A / : \ 
Fall “Carnival” mailer ‘ Z te] 


“Carnival of Values” is a fall | 
circular being promoted by three 
wholesalers: C. Y. Schelly & Bro., 











SPECIALTIES 


in the WESSEL line. WESSEL 
specialties are available in your 


Your jobber’s salesman is a consci- 
entious, sincere man trying hard to 


rs 


DEALER STORE NAME GOES HERE 


Inc., Allentown, Pa.; H. C. Prutz- 
man Co., Inc., Altoona, Pa., and 
R. F. Willis Co., Inc., Penns Grove, 
N. Jd. 

The 4-page, 4-color tabloid size 
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help you in any way he can; but like 
you, he’s BUSY .. . doesn’t want to 
waste his time, or YOURS. 

You can help him to help YOU as 
you thumb through his ponderous 
catalog—ask him to show you the 
newest as well as the “standbUys” 


choice of skinpak cards, (for which 
you can obtain free, our sales- 
making revolving display rack with 
an 8801 assortment.) Also visible 
POLLYPAKS and bulk in the new 
easy-dispensing STAKPAKS. Be 
sure you ask to see them. 

















WESSEL HARDWARE CORP. 
919-931 N. Sth St, Philadeiphia 23, Pa 


Mall & Re 
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Get in step with the leader in small power tool 
sales. Weller national advertising is stepped-up, 
and will now work year ’round...for you. It starts 
with exciting sales support this Fall in leading mass 
market, homecrafter and youth market magazines. 
Schedule your sales activities to this program, and get 
your share from these 2O MILLION prospects this Fall. 


WELLER FALL ADVERTISING 


Identify your store with Weller tools and cash- 
in on the interest created for the best value 
Soldering Guns, Sanders and Sabre Saws avail- 
able anywhere. 





POPULAR 
MECHANICS 


POPULAR 
SCIENCE 


MECHANIX 
ILLUSTRATED 


POST 





WINDOW DISPLAY SERVICE Weller 
joins with Popular Mechanics to help you build 
sales with your windows. 


é OCTOBER X X 


STORE FLYERS Weller cooperates with 


the Bunting System to provide ads for 
your flyers. 


SEPTEMBER X X X 








novemBeR | Oth X X X 























NEWSPAPER ADVERTISING Over 
1,000 newspapers have Weller mats on hand 
for your local advertising. 


Weller’s year ’round national advertising support includes a 
powerful Christmas promotion to be announced soon. Order 
now for Fall and Christmas. 


BE READY FOR THE SALES PARADE THIS FALL 


Stock up now from your ij) wholesaler 





DUAL HEAT Soldering Gun. Both 
high and low heat in a single tool 

.. only from Weller! Professional 
quality, newest design, spotlight, 
superior tip. In complete kit— 
90/125 watts.Model 8200Kg7.96 


Junior Gun, single heat, 
Model 8100 $5.95 


LARGE SURFACE Sander. 
25 sq. inch sanding surface does 
jobs faster. Straight line action 
never bucks or twists, goes into 
corners. Handsome, compact de- 
sign fits hand. Model 700 ¢16.95 


Same sander in metal kit, 
Model 7OOK $18.95 


SABRE SAW Portable Jig Saw. 
7 power saws in 1. Strain-relief 
design prevents blade breakage. 
Lubricated for life. Polished alumt- 
num housing. Model 800—with as- 


sorted blades. $19.95 


HEAVY DUTY Soldering Kit. 250 
watt soldering gun in metal case. 
Cutting, smoothing and soldering 
tips, supply of solder and tip ad 
justment wrench included. Model 
8250AK $14.95 


Heavy-duty gun alone, 
Model 8250A $12.95 


WELLER ELECTRIC CORP., GO1 Stone’s Crossing Road, Easton, Pa. 
Want more facts? Circle 212, p. 98 














JEFFERSON 


Stocks the World's 
Largest Supply of 


SOCKET SCREW 
PRODUCTS 





Immediate Shipment! 


DISTRIBUTOR'S DISCOUNT : 


Without Minimum 
Stock Requirement! 











SOCKET HEAD 
CAP SCREWS 
TALLOY AND 
STAINLESS STEEL) 


penne 















-_ 
~ 
~_ 
~ 


, 


oe 


—- 


SOCKET SET SCREWS 
{ALLOY AND 
STAINLESS STEEL) 





HEXAGON KEYS 
AND KITS 











f copebood 
—_ @ j 


SHOULDER SCREWS 














SOCKET 
PIPE 
PLUGS 


FLAT HEAD 
SOCKET CAP SCREWS 














BUTTON HEAD 
SOCKET CAP 
SCREWS 


Jj 





Vv 





Write for 
64-page Catalog today. 
Try us on your next rush order! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 


$Pring 7-8400 
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mailer features 67 items of Fall in- 
terest, including plastic storm win- 
dows at 42 cents for 2 windows, 


lawn sweepers and rakes, hand- 
warmers, and other hardware 
items. 


A 60 piece store trim kit and ad 
mats are available too. 


Tait »rogram will aid 
wholesaler pump sales 


A program to strengthen the role 
of the wholesaler in the distribu- 
tion of Rapidayton water systems 
has been started by the Tait Mfg. 
Co., Dayton. 

“The purpose of our program is 
two-fold,” said Frank G. Hickey, 
Jr., vice-president and general sales 
manager. “First, we wish to recog- 
nize the important contribution 
which the wholesaler has made in 
Tait’s rise to a position of leader- 
ship in the pump industry. Second, 
we want to provide the wholesaler 
and his dealers with the most ef- 
fective merchandising tools for 
gaining a larger share of the water 
systems market.” 

The first part of the program is 
a broad advertising policy in busi- 
ness magazines carrying the theme, 
“Do business with your Rapidayton 
wholesaler.” 

The second part of the plan is the 
offering of a wide variety of sales 
aids to wholesalers and dealers, 
including a complete mat service, a 
wide variety of decals, banners, and 
signs, point-of-sale aids, and spe- 
cialty items. 


Reo men available for 
mower safety clinics 


Reo technical personnel will be 
available for power mower safety 
clinics, announced the Motor Wheel 
Corp., Lansing, Mich. 

The men will be made available 
as a public service for clinics in 
key cities across the country. 

The first such clinic has been 
held in Lansing under the sponsor- 
ship of the Greater Lansing Safety 
Council and Reo. The council pre- 
pared a booklet, ‘What Every Op- 
erator of a Power Mower Should 
Know.” 














«eo McGILL 


MOUSE 
and RAT 


TRAPS 


» = 


, 1148 , 
TRAPS 
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"Snap up" unit sales with the "Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


par’ These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 








METAL PRODUCTS 
COMPANY 
ILLINOIS 


MARENGO ® 
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sell Of () “BOARD panels as easy storage areas 


Ever increasing numbers of retailers are 
catching on fast to the fact that Masonite” 
Peg-Board” panels and fixtures are a natu- 
ral companion item to sales of tools, kitchen- 
ware, garden equipment and many other 
items large and small. The results are a 
bigger sale, a better profit. And future sales 


MASONITE Mio. 





CORPORATION 


ty pone roducts. 


are “‘built-in’”’ as customers come back for 
more of the handy Peg-Board fixtures. 

To help you benefit from the easy sales 
opportunities of Peg-Board, Masonite makes 
available a complete sales center in a floor 
or counter dispenser of hardboard panels 
and fixtures. Send the coupon for facts. 


Masonite Corporation 
Dept. HA-813, Box 777, Chicago 90, ILL. 


Please rush information on Peg-Board sales dispensers. 
Name 

Firm 

Address 

City State 


County 
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Stock the one 
Vi mollis eley-y= 
water seal 














Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile + Stucco «+ Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 


furniture, pads, planter boxes, boots, 


shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 


distributor nearest you. 0006 


J 
MANUFACTURERS OF FINE PROTECTIVE 


CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California \ 





San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle ¢ Denver © Dallas 
Houston * St. Louis * St. Paul ¢ Detroit ¢ 
Philadelphia * New York City * Memphis ¢ 
Cleveland * Factory: King City, California 


Want more facts? Circle 216, p. 95 
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Promotions 


Manufacturers New 
Merchandising Plans 














National ads featured 
in Mirro Fall program 


Wis. 


Full color national advertising 
will spark the fall ad program of 
Mirro Aluminum Co., Manitowoc, 
The program is the largest 
in Mirro history. 

Ads featuring Mirro bakeware, 
cooky press and cooky sheets, toys 


_and giftwares, and Mirro-Matic ap- 
_pliances will appear in This Week, 


| Ladies’ 


The Saturday Evening Post, Better 
Homes and Gardens, Parents’, 
Farm Journal, Good Housekeeping, 
Home 
Home, Modern 
Magazine. 
Promotional 


American 
and Bride’s 


Journal, 
Bride 
kits 


dealer display 


will help dealers tie-in with the na- 


_tional program. 


A mobile display 


unit, keyed to the national theme, 


_will be offered dealers. 


Free post- 


cards for statement enclosures are 


and Pastry 


available to promote Mirro Cooky 
Press, and the 35-cup 
Mirro-Matic Electric Percolator. 
Newspaper ad mats are also avail- 
able. 


Stanley fall plan has 
home improvement theme 
Your 


‘Better Your Home On 


Own” is the theme of a fall pro- 
motion program by the Stanley 
Works, New Britain, Conn. The 


plan will promote home improve- 
ment and the use of hand and elec- 
tric tools and builders’ hardware. 
Special list prices are featured. 
Stanley Tools is offering a No. 
AO8W 8 ft Pacemaker tape rule 


'for 98¢, with a free carpenter’s 


| pencil; 
_ping chisel, $1.98; No. H1222-'. 


| H1247 





| 


No. H818 18 in. offset rip- 
» 12 
combination square, $1.88; No. 
blockplane, 6°. in. long, 
$1.88; No. 1525A Screw Mate com- 
bination wood drill-countersinks in 
sets of five most popular sizes, in 
blister packs, $2.98 per set. 

Stanley Electric Tools offers No. 
H131 quarter-inch electric drill at 
$18.95; No. H268 6% in. 


in. 


heavy- | 


King Coffon | 
chALK 














. 
| ‘ 
Man-o-man what a line! Clean, 
white and strong... displayed for 
real sales. And what a market — 
CONSTRUCTION FISHING 
Mason's Line Hand Lines 
; Set Lines 
Chalk Line : 
Layout Line rls 
HOME USE 
FARM & GARDEN Shade Cord 
Pull Cord 
Seed Planting Sennett Creet 
Staking Express 
Lawn Edging Wrapping 
Hedge Trimming Heavy Tying 
Ask your jobber for 
KING COTTON CHALK LINE 
JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET, NEW YORK 8&8, WN. Y 
Want more facts? Circle 217, p. 95 
Everybody’s making the 
switch to new... 
Tape-Seal i 
‘ 
Seals threaded joints 
better, faster than old- 
fashioned paste compounds. ° 


Made from DuPont’s Te- 
flon® plastic .. . never hard- 
ens! Kit contains 70” of 1” 
tape. Good profit margin .. . 
takes less display space 

.makes a hit with plumb- 
ers, handymen, etc. Write to- 
day for sample and details. 


FRIESLAND PLASTICS CO. 


Friesland, Wisconsin 
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Jim Hulse, Sales Promotion Manager, Barnes Manufacturing Co. 


“Only Noah could make 
ore money than you...with 
Barnes Sump Pumps!” 


Wherever there’s water, there’s plenty 
of profit in Barnes Sump Pump sales. 
Deluxe and economy pedestal models 
and a new lightweight submersible de- 
liver up to 3100 GPH. Heavy-duty in- 
dustrial sumps, too, with capacities to 
4800 GPH, lifts to 25 feet. Want to find 
the silver linings in the rainclouds in 
your parts? Just write old Jim Hulse 
before the next downpour. 


" BARNES MANUFACTURING CO. 
MANSFIELD, OHIO 


Baanes 
c 








SEE IT IN 


AT THE SECOND ANNUAL 


MIDWEST HARDWARE 


AND 


HOUSEWARES SHOW 


SEPTEMBER 13-16, 1959 
NAVY PIER, Chicago, Ill. 


This is your Show, Mr. Retailer 
—planned especially for you by 
the Illinois, Indiana, Michigan 
and Wisconsin Retail Hardware 
Associations. 

Here’s the one and only all- 
industry Show where you’ll get 
the first look at new products 

. . new ideas. . . for increased 
sales and profits in 1960. 


MAIL THIS COUPON TODAY 


Fill out this coupon and mail it today for advance 
registration and hotel rooms in America’s greatest 
convention city. 





Your Name___ 





Midwest Hardware and | 
Housewares Show Company Name____ 


1451 Merchandise ELLA ND 
Mart Plaza 
Chicago 54, Illinois 





We scisinpiintainnninanen Se 





Phone: Retailer; ______ Wholesaler; —__ Other 


Michigan 2-2331 Type of business__.__ 


__PLEASE SEND US HOTEL RESERVATION FORMS 
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CHICAGO! 


Aaero Mfg. Company 

Ace Hardware Corporation* 

Acme Insecticides 

Afco Lite Corporation 

W. D. Allen Mfg. Company 

Allied Basket Company 

Allied Wheel Products, Inc. 

American Hardware Mutual 
Ins. Co. 

American Power Tool Co. 

American Sisalkraft Corp. 

Amerock Corporation 

Ardor Mfg. Inc. 

Aristo-Mat Company 

Artcraft Awning Company 

Arvey Corporation 

Arvin Industries, Inc. 

Associated Mills, Inc. 

Atkins Saw Div., Borg 
Warner Corp. 

Automatic Service Supply Co. 

Barrett Hardware Company* 

Barrett Sales & Mfg. Company 

Bassick Company 

Beacon Plastics Corporation 

Belknap Hardware & Mfg. Co.* 

John Berg Mfg. Company 

Otto Bernz Company, Inc. 

Black & Decker Mfg. Company 

Boyer Chemical Company 

Bulman Corporation 

Burgess Battery Company 

Burgess Vibrocrafters, Inc. 

Burpee Seed Company 

Cal-Dak Company 

California Spray Chemical Co. 

Camp Chemical Company, Inc. 

Camp Company 

Carbraze, Inc. 

W.R. Case &Sons Cutlery Co. 

Century Hardware Corp.* 

Chicago Die Casting Mfg. Co. 

Chicago Paints, Inc. 

Clarke Floor Machine Co. 

J. R. Clark Company 

Colorado Fuel & Iron Corp. 

(Wickwire-Spencer Div.) 

Color-Craft Co. 

Comet Model Hobbycraft, Inc. 

Como Plastics, Inc. 

Continental Can Co. 


* Wholesaler 


NEW PRODUCTS! NEW PROMOTIONS! 
NEW PROFIT OPPORTUNITIES... 


See the industry's leading lines at the 


MIDWEST HARDWARE AND 
HOUSEWARES SHOW 
SEPTEMBER 13-16, 1959 - NAVY PIER, CHICAGO, ILL. 


PARTIAL LIST OF EXHIBITORS 


Continental Chemiste Corp. 

Corning Glass 
Works-Pyrex Div. 

Cotter & Co.* 

G. N. Coughlan Company 

Craftwood Corporation 

Dalton Mfg. Co. 

J. C. Decker, Inc. 

Deita American Screw & Mfg. 
Corp. 

Delta Power Tool Div. 
(Rockwell Mfg. Co.) 

DeMert & Dougherty, Inc. 

Desmond Bros. 

Devcon Corp. 

DeWalt Div., American 
Machine & Foundry Co. 

DeWitt Products Co. 

Diamond Expansion Bolt Co. 

Dille & McGuire Mfg. Co. 

Donald Durham Company 

Du-Fold Mfg. Co. 

Eagle Mfg. Co. 

Eclipse Lawn Mower Co. 

Ekco Products Co. 

Elliott Paint & Varnish Co. 

Empire Brushes, Inc. 

Empire Varnish Co. 

Estwing Mfg. Co. 

E-Z Paintr Corp. 

Flash Mfg. Co. 

Fletcher-Terry Co. 

Foley Mfg. Co. 

Gardex, Inc. 

General Electric Co. 

L. A. Goodman Mfg. Co. 

Greenlee Tool Co. 

Hahn, Inc. 

Hamilton Cosco, Inc. 

Handy Tool Co. 

Henry L. Hanson Co. 

Hardware Industrial Tool Co. 

Hardware Mutuals 

Hardware Retailer 

Hardware Wholesalers, Inc.* 

Hibbard, Spencer, Bartlett & 
Co.* 

H. D. Hudson Mfg. Co. 

IIlinois Bronze Powder Co. 

Illinois Lock Co. 

Irwin Auger Bit Co. 


Janney, Semple, Hill & Co.* 
Johnson Service Corp. 
Jordan Industries, Inc. 
Justrite Mfg. Co. 

Kellogg Brush Mfg. Co. 
Kerr Wire Products Co. 
Kingsford Co. 

Kirsch Co. 

Knape & Vogt Mfg. Co. 
Laitner Brush Co. 

Lavelle Rubber Co. 

Leeds Chemical Prod., Inc. 
Lufkin Rule Co. 

Lummis Mfg. Co. 
Mansfield Sanitary, Inc. 
Martens Manufacturing, Inc. 
Melard Mfg. Corp. 

Millers Falls Co. 

Mirro Aluminum Co. 
Modern Tool & Die Co. 
Molly Corp. 


Monarch Marking System Co. 


J. W. Mortell Co. 
Mr. Bartender Products 
F. E. Myers & Bro. Co. 


National Aluminum Prod. Co. 


National Carbon Co. 


New England Carbide Tool Co. 


New York Wire Cloth Co. 
North American Viking 
Drill Co. 
Ohio Wire Products Co. 
Lee E. Olsen Knife Co. 
Ox Fibre Brush Co. Inc. 
Par Enterprises, Inc. 
Patterson-Sargent Co. 


Perfection Model Prod., Inc. 


Pioneer Pet Supply Co. 
Plymouth Cordage Co. 


Poper Iron & Wire Works, Inc. 


Portable Electric Tools, Inc. 
Porter-Cable Co. 

Quaker Industries, Inc. 
Quick Chemical Corp. 
Quickie Mfg. Co. 
Ray-O-Vac Co. 

Redi-Bolt, Inc. 


W.C. Redmon Sons and Co. 


Remington Arms Co. 
Republic Molding Corp. 
Research Products Corp. 
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Revere Copper & Brass, Inc. 
Ridge Tool Company 
Rival Mfg. Co. 
Rocco Products, Inc. 
Rooto Corp. 
Rubbermaid, Inc. 
Sabin China Co. 
Salem Tool Co. 
Scovill Mfg. Co. 
Shelby Metal Products Co. 
Sherwin-Williams Co. 
Shor-Line Sewer Equip., Co. 
Speco, Inc. 
Speen Queen Div. 
McGraw-Edison 
Stadler Fertilizer Co. 
Standard Tool Co. 
Stanley Tools 
Star Expansion Co. 
Sunnyside Oil Co. 
Swing-A-Way Mfg. Co. 
Swiss Harmony, Inc. 
Sylvania Electric Prod., Inc. 
Synthetic Fabrics 
Tommy S.C. Tan 
S. G. Taylor Chain Co. 
Thor Power Tool Co. 
Toledo Pipe Threading 
Machine Co. 
Trewax Company 
Turner Corporation 
U. S. Expansion Bolt Co. 
U. S. Plywood Corp. 
Vaco Products Co. 
Van Camp Hardware & 
Iron Co.* 
Vaughan & Bushnell Mfg. Co, 
Vaughan Mfg. Co. 
Waco Products, Inc. 
Warp Brothers 
Warwood Tool Company 
Waterloo Valve Spring 
Compressor Co. 
Wear-Ever Aluminum, Inc. 
Western Mineral Prod. Co. 
Western Newell Mfg. Co. 
Wilhold Products Co. 
(Div. Acorn Adhesives Co.) 
Wilkinson Mfg. Co. 
Wrap-On Company 
Wrightway Engineering Co. 





[4 easy fo sel! 
NATIONAL 


PRODUCTS 
FeCl they’ re conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


VINYL-INSERT THRESH 
OLDS—No exposed 

“Ascrews, no hook strips. 
3 widths (1%", 32", 4") 
—any length. 


TWO-IN-ONE WEATHER. 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7° lengths. 


PACKAGED WEATHER.- 
STRIP—Bronze and alumi- 
oum—in standard sizes or 
17’ and 100’ rolls. 





SEALER-STRIP—Metal and 
felt weatherstripping. 17° 
of material in each box. 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 
range of designs —all pre- 
cut ready for installation 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plastic packages (12), or 
75° lengths. 


‘“CASE-TITE'’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
Want more facts? Circle 221, p. 95 


148 «© HARDWARE AGE, August 13, 1959 





Manufacturers Promotions 





(Continued) | 


duty builders’ saw, 
carrying case, etc., free; 
heavy-duty orbital sander, 
plus two permanent abrasive sheets 
worth $4, free. 

Stanley Hardware offers a special 
price on No. 11741 storm and screen 
door hardware set, at $1.49 per set. 
Surfaset surface mounted 
hardware will also be featured by 
the Hardware division. 

Advertising includes an 8-page 
accordion-type ad in the October 
issue of Popular Mechanics. 
ad will be reprinted for dealer use. 
Also included will be 21% pages in 
the September and October issues 
of Popular Science, and full pages 
in the October issues of Saturday 
Evening Post and Farm 


$52.95, 


No. H 36 


Jow nal. 


Arrow steps up program 
of fall consumer ads 


The fall promotion program of 
the Arrow Fastener Co., Brooklyn, 
N. Y., will begin with a full page 
ad in Better Homes & Gardens. 
Ads will follow in Life, Popular 
Mechanics, Popular Science and 
Mechanix Illustrated and _ other 
home improvement magazines. 

Tie-in participation will be made 
with three home service magazines 
merchandising programs: Popular 
Science NRLDA dealer - consumer 
fall home improvement program, 
Popular Mechanix window display 
program and Mechanix Illustrated 
dealer-consumer home’ workshop 
bench merchandising program. 
Consumer promotional kits will be 
provided dealers’ by 
grams. 

Dealers 


these pro- 


will also receive tie-in 
promotional material and a 12-page 
broadside showing a preview of 
Arrow’s fall promotion program. 


GE plans ads outdoors, 
on TV, in magazines 


yeneral Electric-Telechron is 


planning an ad program featuring | 
its new fall line of electric clocks | 


on billboards, 
magazines. 

A nationwide plan for outdoor 
advertising will promote the lighted 


television, and in 


} 


with | 


$49.95 | 


door | 


The | 








making 
= and 


‘s33 a ‘ 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « $t. Lovis 6, Mo. 


" S 


_ Want more facts? Circle 222, p. 9 





CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-§ Wood 
@® Penetrates woed 
makes them ¢-x-p-a-s8-é 
permanently. 


handies, dowels 
dove-tails, ete. 

A Fast-Selling impulse item 
Write fer Free Samples and 
Literature 
CHAIR-LOC CO. 
Lokehurst 3, N. J. 


Want more facts? Circle 223, p. 95 
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( WRITE FOR YOUR FREE: ) 


¥/ Complete Newest Set 
of Key Board Tags 
yColorful Streamers 
That Will Brighten Up\ \\ . 
Your Store \\ 
VW New Edition of Key\ \\ 


Blank Comparative List 
STAR Key & Lock 
Manufacturing Co. 
51 South First Street 
Brooklyn, N. Y. 


Want more facts?” Circle 224, Pp. 95 


TOY CATALOG 




















Here's every toy and hobby 

kit you need for setting up a 

successful toy department. Educational pre- 

school items, woodworking and woodburning 

kits, metal tapping. work benches, hand tool 

sets, pegtables, blackboards, Write for 
your copy today. 


AMERICAN TOY & FURNITURE COMPANY 
6130 N. — St. Chicago 26, beac 


Want more facts? ‘Circle. 225, p. 95 
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Time's getting short! Start Now! You will 


Wi N UP TO $1,000! 


IN THE BIG 


~ aE a «a yf : 
~ 

~ 

ied 

we 

~ 

~ 

~ 

= Ki 

= . 
hed 





AUG. 31 to SEPT. 12 


———— 








DISPLAY CONTEST! 


Piace Your “Qualifying” Order Now... 
Get Your Share of Over 500 Prizes Worth Over #10,000! 


‘x # 
. > 
4 EASY... PROFITABLE YOU'RE A SURE SALES WINNER, TOO! 


' pen ad eal aes In actual tests, the Westclox Week 

NATIONAL PRIZES...LOCAL PRIZES a S ses hago : har van a tie-in display kit you get free more 

e National cash awards e° ; ; than doubled sales. Westclox Week 

saler...set up your profit-making will give extra volume for fast- 

e Regional cash and * display with the free materials pro- jar. A ceatie cetehen end dacte 
merchandise awards vided...take a snapshot of the dis- e 


e Special double cash play and send it to CONTEST, —extra profits for youl 


WESTCLOX, LA SALLE, ILL. 
awards 
XE . 


GET STARTED NOW TOWARD BIG PRIZE MONEY AND BIG 
FALL SALES! ASK YOUR WHOLESALER SALESMAN ABOUT THE 
WESTCLOX WEEK SPECIAL “DOUBLE PRIZE” OFFER TODAY! 





MENTE 














World’s Largest Manufacturer of Timepieces * Your Full Profit Line! | : 


WESTCLOX 


MAKERS OF BIG BEN «+ DIVISION OF GENERAL TIME CORPORATION « LA SALLE-PERU, ILLINOIS 
Want more facts? Circle 226, p. 95 
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A clecr spray coating X-1-M 
that won't turn amber Crystal Spray 


—yet will protect for Clear Coat... 
years? of course! 


KAY 


CRYSTAL SPRAY is a truly water clear pro- 

tective coating that will not amber with time. 

It is not a lacquer and can be used for pro- 

tecting aluminum, plastic, brass, wood, chrome 

and many other uses. It has shown exceptional 

weather-resisting qualities over the years and does not become 
scabby. Can be easily removed and recoated after long periods 
of weathering. An ideal clear protector for all around home, in- 
dustrial, autome:ive, marine, etc., use. 


Write for further details and attractive Dealer Proposition. 
ANOTHER X-I-M PRODUCT 


H. FORSBERG COMPANY 3327, .tA%55198 ANS 


Want more facts? Circle 227, p. 95 











oa a 
THE NAME THAT SELLS 
IN THE PAC THAT ATTRACTS! 


¢ 
CA 
4 


f What a trio for profit... Victor traps in eye- i 
catching, self-selling visual display pacs! No. M-P Victor 

t When you handle Victor Traps, you sell more... "Win-Pee 

H make more profit because you've got the name, the 
package, the quality, and most important...a big NEW! Wo. M-17 

a profit margin, to back you up. And with Victor pacs, Victor Easy-Set } 
you eliminate “‘one-at-a-time’’ sales and reduce shrink- Metal Mouse Trap 

+ age, too. on new 2-Pac Card f 
Remember, all you have to do is display Victor . 

\ traps in convenient pacs... they sell themselves! 


: No. M-O Victor 


dr ee ee 


' ig Le 
& ; ¢ 4. ' * \\ A t" | 
Ne Ah 


‘ ee 
oa i wr *_-= 
et, of | RS 


crest ‘ Order Victor mouse and rat traps 
oe from your wholesaler. 


z 


7 


SS ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. e PASCAGOULA, MISS. e BERKELEY, CALIF, « NIAGARA FALLS, CANADA 
Want more facts? Circle 228, p. 95 
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dial of Cue-ette. Ads will be avail- 
able for local postings during the 
pre-Christmas selling period. 

“General Electric College Bowl’ 
television program will feature 
electric clocks, with emphasis on 
the Snooz-Alarm and Cue-ette. The 
program will begin Oct. 4 on the 
CBS network Sundays. 

The line will also be featured 
in full-color ads in the Saturday 
Evening Post, Life, better Homes 
& Gardens, Holiday, House Beauti- 
ful, House & Garden, Sports Illus- 
trated, True, Living For Young 
Homemakers, and Sunset. 

Full-color ads are also scheduled 
for This Week, Parade, Family 
Weekly, Suburbia Today, and the 
first three markets, New York 
News, Philadelphia Inquirer, and 
the Chicago Tribune. 


Toro promoting mower 
leaf-bagging this fall 


Toro Mfg. Corp., Minneapolis, is 
promoting the leaf-cleaning action 
of Whirlwind mowers in its au- 
tumn sales drive. 

From Sept. 1 to Oct. 31 Toro 
dealers will offer two five-bushel 
Big Bags and mounting rods free 
with the purchase of a Wind Tun- 
nel rotary unit. 

To participate, dealers must or- 
der at least three mowers. 

A one-page ad on Big Bag leaf- 
cleaning is planned for a national 
consumer magazine. 


Rid-Jid participates 
in sponsoring TV show 

The J. R. Clark Co., Spring Park, 
Minn., maker of Rid-Jid products, 
will participate in the Dave Garro- 
way day-time NBC television show, 
“Today.” 

Rid-Jid ironing tables, a com- 
plete line of pads and covers, lad- 
ders, clothes racks and step stools 
will be advertised. 


Winchester to sponsor 
Fall television series 


Olin Mathieson Chemical Corp., 
Winchester-Western Div., maker of 
Winchester rifles, will sponsor the 





ot 5 OF 7-5 Ee @ ) oi i 1 3 


A $19.95 VALUE 


for 
only 


$1495 


MODEL 4488 


8-CUP CHROME ON COPPER 


UNIVERSAL 


Only a limited number will be available. It’s the 
coffeemaker more people buy at a price everyone can 
afford... the famous Universal Coffeematic! Get this 
special on your counters before the big national ads 
break, it’s the opportunity your customers have been 
waiting for—Stock up today! 


Get your order in now! 


Mi laaliv-rome@ler-taliiay 








mew IN 


UNIVERSAL’S 
NEW \ 
LOOK 


with the Flavor-Selector 


@ Flavor-Selector brews @ Non-drip Spout won't 
Mild, Medium or Strong. drip or splash. 


@ Heat-Sentinel keeps coffee @ New Tubular Heating 
hot without increasing strength. Unit speeds up vperking. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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GLENVALE 
BALL COCKS 
Last Longer 


‘ie 
— 


ee 
ANTI- 
SIPHON 
MODEL 


‘> 
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: 
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NEW, SIMPLE 
QUIET ACTION 
DESIGN 


m Fewer Working Parts 

w 360° Lever Arm 
Adjustment 

mw Valve Chatter 
Eliminated 

mw Nylon Valve Seat 

w Lifetime Rubber 
Diaphragm 

m Pressure Cast 


Your customers will like 
the silent, long-lasting 
service of Glenvale ball 
cocks .. . each perform- 
ance tested against leaks 


tically all tanks. 


ORDER FROM YOUR 
JOBBER — TODAY! 











PRODUCTS DIVISION 
Hoover Ball & Bearing Co. 
MALVERN, ARKANSAS 





92 —_ 


Want more facts? Circle 230, p. 95 
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Non-Corrosive Brass | 


.. completely packaged | 
ready to install. Fit prac- | 


GLeNnvar€ | 
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(Continued ) 





Edward R. Murrow television pro- 
gram, “Small World.”’ 

The program will be carried by 
about 135 CBS stations beginning 
Oct. 4 for 33 consecutive Sundays. 


oe) 


Sand Shark abrasives 
promoted weekly on TV 

Sand Shark permanent abrasives 
made by Hardware Products Co.. 
New York, will be promoted in the 
New York City 
through Aug. 27. 

One minute spot announcements 
advertising the complete home 
handyman sanding set will appear 
on “Martin Kane, Private Eye” on 
Channel 9 Thursday evenings at 
9:30. 

Window strips featuring the 
product and the TV show are avail- 


area each week 


able to dealers throughout the area. 


Lincoln products will 
appear on TV program 
Lincoln Beautyware products, 
made by Lincoln Metal Products 
Corp., New York, will be seen on 


_ the NBC television program “‘House 


Party.” 


P & C guarantees profit 
in merchandiser program 


The P & C Tool Co., Portland, 
Ore., is offering a ‘“‘Money-Back 
Guarantee . Exclusive P & C 
Protected Profit Plan” to dealers. 

If the dealer allows his whole- 
saler to keep the dealer’s revolving 
merchandiser adequately supplied 
with tools during the year, P & C 
agrees at the end of the year to 
take back at full credit any tools 
in excess of a minimum stock. P 
& C takes back the tools at the 
dealer’s cost, thus protecting the 
wholesaler. 

The dealer agrees to let the 
wholesaler keep the merchandiser 
stocked at a pre-determined level 


and to place the merchandiser in a | 


good location. 
“P & C now assumes the respon- 
sibility for keeping merchandiser 


supplied with all types of tools at | 


all times,” said A. L. Platky, P & C 
vice-president and sales manager. 
“If they are not sold at the end 
of the year, we take them back.” 














Multiply 


Power Tool 


Usefulness 


ONE Conn. Valley Expansive 
Bit for MANY Hole sizes 











FOR 3/8" DRILLS 

This “‘Hobbyist’’ bit, which 
can be set to cut the hole 
diameter exactly, is built 
for drills powered to cut 
large holes. This bit has 
a three-quarter threaded 
point combining 
pulling power with 

easy removal. No. 

210, for ALL %" 

to 3"' holes. 


FOR '/4"" DRILLS 


Smaller 
pansive 


size ‘‘Hobbyist'’ ex- 
bit of same design. 


Made for the high speed of 
average home craftsman's drill 


press. 


No. 220, for ALL holes 


from '/2"' to 1/2". 


——— 


THE 

CONNECTICUT 
VALLEY MFG. CO. 
Centerbrook 7, Conn. 
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NEW 
SELLING 


Bs 
= i 


Stretch your advertising dollars. 
Use this 4 p. Directory of House- 
wares Manufacturers wih Co-op 
ad funds for dealers. Lists com- 
pany, product and how much 
co-op money allowed. Send 20¢ 
to HA Reader Service Dept. for 
a copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 





17 Years of Leadership 


MAGIC SNELL “ 


Vinylsteel® 


LEADERS 


MAGIC SNELL TACKLE CO., Canandaigua, N.Y 
Want more facts? Circle 232, p. 95 











Revolutionary structural-nylon 
and steel design of 








NEW REMINGTON 


AUTOLOADING 
22 


booms gun sales! 


Shooters flock to buy the handsome, super-accurate 
rifle with the lightweight stock that is waterproof, 
oilproof, warp-proof, warm to the touch. 
22LONG RIFLE 


Structural-nylon, the same ultratough material 
used in missiles, machinery, gears and hundreds 
of other industrial applications, is leading a sell- 
ing revolution on a fabulous new firearm. Shoot- 
ers have seen the remarkably graceful Nylon 66 | e 
in many major national magazines. They know gf SPECIFICATIONS 
of its wonderful fade-proof colors, its perfect “4 | COLORS: Mohawk Brown, Seneca Green. MAGAZINE 
checkering, white diamond inlays . . . and i + be CAPACITY: 14 long rifle cartridges plus one in chamber. 
extremely fine accuracy. Sales prove it! OVERALL LENGTH: 38%”. WEIGHT: 4 Ibs. STOCK: 
So put your customers behind this a Structural-nylon. BARREL: Rifled ordnance steel. TRIG- 
advanced rifle, and you'll put your- ' j GER PULL: 3% Ibs. DROP: 2%”. PULL: 13%”. SIGHTS: 
self ahead of the field in smart, . — Blade front, wind- and elevation-adjustable rear. SAFETY: 
fast selling. Top-of-grip, thumb type. LOADING: Single or by maga- 
zine through butt plate. CHECKERING: Fore-end, grip 
(22 lines to the inch). ACCESSORIES: Butt plate, fore- 
| ' end tip and grip-cap black with white spacers. White 
nena, eae j . diamonds in fore-end. ADDED FEATURES: Steel parts 
glide on nylon bearings. Needs no lubrication. Stock 
$4995" f resists mold, sun, water, solvents, scratches, insects... 
won't fade, warp or peel. 


FULLY TESTED TO GUARANTEE SATISFACTION 


Ne 


a eS 
ee (PEAS ‘e a 
, = 


~ 


SUBMERGED FOR DAYS, the Nvion 66 was fired with 


} 5 HOURS OF RAPID FIRE WITHOUT A JAM were 
full accuracy after being allowed to dry out without 


achieved with the Nylon 66 by a Remington test engi- 
cleaning or oiling. The stock did not show the slightest neer. He put thousands of rounds through the barre! 
change in dimensions or the slightest loss of its re- as fast as he could fire and reload. There wasn’t one 
markable strength. This kind of torture has made the malfunction of the Nylon 66! And even though the 
Nylon 66 the world’s most rigidly tested firearm. barrel got too hot to touch, accuracy was not affected 


Remington WU» 


16 v 6 vat OFF 


Remington Arms Company, Inc., Bridgeport 2, Conn. In Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Blvd., Toronte, Ont. 


*Price subject to change without notice. 
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Egg Harbor, N. J.—REpb- 
woop HOME MART has 
opened in an _ ultra-modern 
store which has many un- 
usual architectural features. 
Its peaked, cathedral-like 
roof is a lure for towns- 
people and tourists. Huge 
cedar beams provide the 
main support for the struc- 
ture. Inside and _. outside, 
the main materials used are 
glass and cedar or mahog- 
any paneling. Owner-part- 
ner Charles Evangelist is a 
former salesman for Sup- 


News About Dealers: Cathedral-Like Roof 


Draws People to Egg Harbor, N. J. Store 





The cathedral-like roof draws a lot of attention to the Redwood 
Home Mart in Egg Harbor, N. J. 


plee-Biddle-Steltz Co., Phila- 


delphia wholesaler. The 
store’s design is. based 


largely on ideas the owners 
got when visiting a New 
England gift shop. The rest 
was pure imagination. 





Wharton, Texas—CozirErR’s 
WHARTON HARDWARE is cele- 
brating its 20th anniversary 
this month with a full page 
sale ad, specially priced 
items, and many prizes and 
free souvenirs. 

(Continued on page 162) 





John Gallagher Joins 
Turnbuckles Staff 


John F. Gallagher has 
been appointed midwest 
sales manager for the entire 
Turnbuckles Inc. line of eye- 
bolts, U-bolts, bright wire 
goods and perforated board 
fixtures. 

Mr. Gallagher started in 
hardware 25 years ago cov- 
ering New England for a 
paint brush manufacturer. 
He recently resigned from 
EZ Paintr Corp. where he 
was district manager. Mr. 
Gallagher is a past presi- 








JOHN F. GALLAGHER 


dent of Central States Hard- 
ware Club. 
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Yale & Towne Creates 
New Hardware Division 


Yale & Towne Mfg. Co. 
has organized the Towne 
Hardware Div. to market 
ceramic and metal builders’ 
hardware trim and acces- 
sories under the trademark 
“Towne.” 

W. B. Holton has been ap- 
pointed manager of the new 
division. Mr. Holton joined 
the company in 1950 and for 
the past seven years has 
headed the ceramic depart- 
ment, now included in the 
Towne Hardware Div. 

The general sales office 
and showroom of this divi- 
sion will be moved from the 





W. B. HOLTON 


Chrysler Building to larger 
quarters at 144 E. 44th St., 
New York, N. Y. on Sep- 
tember 1. 








ERIC STARTUP 


Supplee Names Startup 
A Division Sales Head 


Eric I. T. Startup has been 
appointed sales manager of 
the new models and hobby- 
craft div., of Supplee-Biddle- 
Steltz Co., Philadelphia 
wholesaler. 

Mr. Startup was with Kra- 
mer Brothers Hobbies Co. in 
a sales management position. 


Turner & Seymour Buys 


Turner & Seymour Mfg. 
Co., Torrington, Conn. has 
purchased Household Spe- 
cialties Co., Union, N. J. 
Equipment and inventory of 
the New Jersey household 
gadget firm will be moved to 
the Torrington plant. 


Allison-Erwin Co. Show 
To Be Held Sept. 1-3 


Dealers from North and 
South Carolina will gather 
in Charlotte, N. C., for the 
Allison-Erwin Co. Merchan- 
dise Show Sept. 1-3 at the 
company’s offices and ware- 
house 2920 N. Tryon St. 

Full lines of hardware and 
housewares will be on dis- 

(Continued on page 160) 


Otto Bernz Acquires 
the Green Spot Line 


Otto Bernz Co., Rochester, 
N. Y., has acquired the Green 
Spot line of lawn and gar- 
den accessories manufactur- 
ed by Scovill Mfg. Co., 
Waterbury, Conn. 

As of Sept. 1, Bernz will 
take over all manufacture, 
distribution, and sales of 
Green Spot products. 


PRO Dealer Meetings 
Scheduled for October 


PRO dealer meetings have 
been scheduled in Elmira, 
N. Y., headquarters of Rose, 
Kimball & Baxter, Inc., on 
October 19. Displays at the 
warehouse on October 20 and 
21 will be open to PRO deal- 
ers and other accounts. 
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Ohio Legislature Over-Rides Fair Trade Veto 








Lee Hardware Appoints 


Edmon Jones a Buyer 


Edmon Jones, former man- 
ager of the Western Auto 
Store, Shreveport, La., has 
joined the Lee Hardware Co., 
Shreveport, La. wholesaler, 
as a buyer of heavy hard- 
ware, plumbing and electrical 
supplies. 


Albany Hardware Sets 
Dates for Dealer Show 


Albany Hardware & Iron 
Co., Albany, N. Y., whole- 
saler, has scheduled its third 
annual dealer show, called 
See-n-Save Days, for Jan. 24 
to 26. 

More than 150 manufac- 
turers will display sporting 
goods, toys, housewares, 
hardware and outdoor living 
merchandise. 


Gamble-Skogmo Builds 
Warehouse in Denver 


Construction has begun on 
a one-story, 140,000 sq ft 
distribution center, ware- 
house and office in Denver, 
Colo., for Gamble-Skogmo, 
Inc., Minneapolis, Minn., 
wholesale and retail organi- 
zation. 

The structure, scheduled 
for completion in December, 


acre tract in Union Pacific’s 
new industrial district, 
northeast of downtown Den- 
ver, at 42nd St. and Monaco 
Ave. 


Standard Screw Names 
Bolt Sales Supervisor 
Clifford A. Mesler, former 


western division sales man- 
ager, Buffalo Bolt Co., has 
been appointed supervisor of 
bolt sales, Standard Screw 
Co., Bellwood, III. 


CLIFFORD A. MESLER 


Salmanson Purchases 


Arrangements have been 
completed for Salmanson & 
Co., New York, N. Y., to pur- 
chase Universal Converting 
Corp., New Bedford, Mass. 





S & M Adding 167,000 sq ft Warehouse 


To Present Site in Northeast Minneapolis 
S & M 


wholesaler, is constructing an 


Co., Minneapolis 
ultra-modern, 2-story ware- 
house and office building. The 
building will have 167,000 sq 
ft of space. 

Combined floor space of the 
existing warehouse, at the 
same location, and the new 
building will be 332,000 sq ft. 

Plant will have modern, 
efficient merchandise  han- 
dling equipment to speed the 
flow of goods; air conditioned 

(Continued on page 160) 


PHILIP SIEFF 


Giving National Fair Trade Tremendous Boost 


Fair trade at the national- 
level was given support by 
the Ohio legislature over-rid- 
ing the governor’s veto by 
tremendous majorities. 

Victory in Ohio is evidence 
that businessmen want Fair 
Trade and a signal to con- 
gressmen to re-examine their 
stand on national Fair 
Trade legislation, hardware- 
men point out. 

The Ohio vote was the first 
time a veto on Fair Trade 
was over-ridden. Only a 60 
percent vote in each house 
was necessary, but the sen- 
ate voted 30 to 3 to over-ride, 
and the house voted 112 to 6. 

The Ohio victory is credited 
to hardware dealers, sup- 
ported by wholesalers and 
manufacturers, actively sup- 
porting the bill and. strenu- 
ously urging the over-ride, 
by John B. Conklin, secre- 
tary, Ohio Hardware Assn. 

“Success of the effort to 
over-ride is due to the hard- 
ware and drug associations’ 


work, and to the members 
contacting legislators back 
home, and flooding the capi- 
tol with letters and tele- 
grams,” Mr. Conklin said. 

Hardware dealers carried 
on the campaign after the 
over-ride vote by writing 
legislators thanking them for 
their support. 

The Ohio association is 
sending copies of the Fair 
Trade law to manufacturers, 
with a memo on how they 
can put the law into effect. 
The association also will ex- 
plain the law to members at 
district meetings. A similar 
meeting will be held with 
wholesalers. 

“Everyone is extremely 
happy,” commented H. L. 
Thompson, Jr., president, The 
Bostwick - Braun Co., hard- 
ware wholesaler at Tol.do. 

“This was a very, very im- 
pressive victory. This should 
greatly impress on Congress 
how a highly industrialized 
state feels about Fair Trade.” 





Philco Elects Nugent 
Sales Vice-President 


Rayford E. Nugent, for- 
mer merchandise manager, 
parts and accessory division, 
Phileo Corp., Philadelphia, 
has been elected sales vice- 
president of the consumer 
products division. 

Williams J. Nagy, former 
general sales manager of the 
parts and accessory division, 
succeeds Mr. Nugent. 


National Lock Names 
Palm a Sales Director 


Floyd Palm, Jr., has been 
named director of sales, 
Medalist Hardware Div., 
National Lock Co., Rock- 
ford, Ill. He has been with 
the firm for 23 years and 
has been Medalist Hardware 
sales manager since 1951. 


J. H. Hoke, former field 


sales manager for Medalist 
products, succeeds Mr. Palm 
as Medalist Hardware sales 
manager. 


Yuba Elects Hallet 
Vice-President, Sales 


James A. Hallet has been 
elected vice-president of sales 
at Yuba Power Products, 
Ine., Cincinnati, Ohio. He 
was with Johnson Motors 
Div., Outboard Marine Corp., 
Waukegan, Ill. 

Mr. Hallet has an exten- 
sive management back- 
ground, most of it with firms 
manufacturing small engines 
and related items. 

Kenneth G. Woolley, for- 
mer sales manager for Yuba 
Power Products, has been 
named assistant director of 
sales for Consumer Products, 
Yuba Consolidated Indus- 
tries, Inc. 
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Before you order any saws—ask about 
the NEW Black & Decker 612” saw! 


Ready October Ist, promotionally 
priced — it’s worth waiting for! 





LOW NOW —+you can cover the field with Black & Decker 


614” Saws: the ‘‘expert’s choice’”’ No. 63 Heavy-Duty 
INTRODUCTORY Saw for professionals; the NEW #430 Utility Saw for 


PRICE the ‘‘occasional’’ user. This newest member of Black & 


Decker’s L-O-N-G LINE of quality tools joins B&D 
$ Qh Heavy-Duty Saws next month! Ask your wholesaler 
" now about the the new B&D #430 Saw! 
RETAIL 











| See 'Tools-Electric’ | 
-YellowPages-| 
| for Service & Sales 


CG 
OFFER A CHOICE OF PRICE AND PERFORMANCE 
New B&D 672” Utility Saw Job-tested B&D 642” H.D. Saw 


(After December 25, $49.95) 
Catalog No. 430 
& . 
lectric — 





Towson 4, Md. World's Largest Makers of Electric Tools 








NEW sawdust ejector for Telescoping blade guard, con- 4 

cleaner jobs venient retracting lever for pe . \ ; 
added safety | 

Th 

Open-end contoured handle — 7 

gives better control in the : m 7 

wood ; 


Perfect cutting visibility, 
guided airflow keeps cutting 
line clean 


Famous, powerful B&D-built 
motor 


NEW calibrated depth ad- Calibrated bevel adjustment 


justment for accuracy for accuracy The “Expert’s Choice” in power, performance and 


operating features for four years. B&D motor in- 
Cuts from %” to 2-3/32” at King-size shoe for stability sures power to spare; cuts 2x4’s at 45°. Max. 
90°; from 7/16” to 1-13/16” and accuracy depth: 2-5/32” at 90°; 1%” at 45°. Your “Per- 
at 45° formance Insurance’’ on the tough jobs. 


Want more facts? Circle 234, p. 95 
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STOP PIPE 
SWEATING 


Every Home 
Has This 
Problem... 
Solve it 
and Profit 


Here’s a year ’round profit item for your economy- 
minded, home fixer-uppers! An opportunity for you 
to get your share of the dollars being spent to rid 
homes of the common problem of “sweating” cold 
water pipes. 

Only NoDrip Tape, the original nationally adver- 
tised cold water pipe insulation designed for do-it- 
yourself customers, gives you these important 
benefits. 


e Faster turnover...more profit. 


e Greater customer satisfaction because of NoDrip 
Tape’s proven permanency. 


e Hard hitting program of dealer sales aids. 


So don’t settle for inferior, temporary pipe wrap- 
pings...stock and sell the only pipe insulation that 
is 100% vapor and moisture proof—NoDrip Tape. 
Easy-to-apply NoDrip Tape winds spirally around 
any size pipe...needs no vapor-seal tapes or over- 
wraps...no bands, brads or fas- 
teners. Fits snugly even around 
tees, unions, angles, valves. 


Packed 12 rolls to the 
carton. Dealer discc snt 333% 


"469 


List Price 




















ORDER THROUGH YOUR SUPPLY HOUSE 
= J. W. MORTELL COMPANY, 508 Burch St., Kankakee, Il, : 
s Please send me full information about NoDrip Tape’s FREE dealer § 
® sales aids. ° 
: Name ~ 
Z . 
s Firm . 
s _ 
s Address : 
. * 
2 City State : 
Deeseeeseeeseeseueeeesesesooseesososseoeeeseouseoseet 


Want more facts? Circle 236, p. 95 
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News of the Trade 
Worthington Draws 7000 Visitors To Show 


£ ; > ¥ 











> -J*~ 


* 


More than 7000 dealers and members of their families, a record 
turnout, from 12 states attended the recent 27th annual toy and gift 
show of the Geo. Worthington Co., Cleveland wholesaler. Some 4000 
of the visitors were dealers. This is a view of one wing of the show. 
Nearly 90 manufacturers had exhibits at the 10-day event. All of 
Worthington's officials and buyers, and 143 salesmen helped dealers 
shop the show. Show orders ranged about |5 percent ahead of 
1958's show. Cleveland newspapers and TV stations gave the show 
wide publicity. Special events for dealers included orchids for 
women visitors, and buffet meals and drinks. 


... And Wins Revere Award For Salesmanship 








The 50-millionth piece of Revere Ware, gold plated to mark the 
milestone, was presented to the Worthington Co. for its outstanding 
sales achievements in 1958-59 by Revere Copper and Brass, Inc., 
Rome, N. Y. Ralph Richard (right), Revere regional sales manager is 
handing the award of N. F. Luekens, Worthington's president (second 
from right). On the left are W. D. Campbell, Worthington vice- 
president and sales manager; and J. J. Bohning, Worthington vice- 
president and director of purchases. Worthington also received a 
sales award from Thomas Industries, Inc., Louisville, Ky., at a show- 
closing dinner, July 29. Award was made by Frederick Keller, 
Thomas’ president. 





SELL HARDWARE? 
Alcoa Tells America...Buy 


"EASY-WORKING 
HARD-WEARING 
ALUMINUM HARDWARE!” 


*Another Alcoa ‘“Market-Maker” Promotion — September and October 


Millions will see it . . . millions more will hear it... 
Alcoa’s message to America: “‘Buy Easy-Working, Hard- 
Wearing Aluminum Hardware!”’ 


On Alcoa Theatre (NBC-TV Network, alternate Mon- 
days, 9:30 p.m. EDT) .. . two hard-hitting commer- 
cials, going home to 25,000,000 viewers with aluminum’s 
durable, lightweight story. 


On Alcoa Presents (ABC-TV Network, every Tuesday, 
10:00 p.m. EDT) .. . six more hardware commercials, 
presented on one of the nation’s most dramatic tele- 


vision series to a skyrocketing audience of more than 
23,000,000. 


On Network Radio . . . reaching an estimated 3,000,000 
listeners with multiple sales messages on aluminum 
hardware. 


*“MARKET-MAKER” sym- 
bolizes Aluminum Company of 
America’s year-round sales- 
stimulating programs for manu- 
facturers and retailers of alumi- 
num products. Watch for other 
‘‘Market-Maker”’ promotions of 
FURNITURE e COOKWARE 
eGIFTWARES e BOATS, MO- 
TORS AND ACCESSORIES 
e SPORTING GOODS e MA- 
JOR APPLIANCES e RESI- 
DENTIAL BUILDING 
PRODUCTS 


Want more facts? 


Make it pay . . . send for free display! 

Tie in with Alcoa’s sales-making theme: “BUY 
EASY-WORKING, HARD-WEARING ALUMI- 
NUM HARDWARE!”’ ... feature it in your own ad- 
vertising and promotions . . . and send for your [free 


display kit today! 
Your 
Vv Guide 
ALCOA @). to the 


ALUMINUAA Best in 
seen eumieninin gpenennen Aluminum 
Value 


If you are a retailer, ask your suppliers of aluminum hard- 
ware to affix Alcoa labels to their merchandise at the factory. 
If you are a manufacturer, write us or contact your nearest 


Alcoa sales office for details on the simple agreement that 
entitles you to full labeling privileges. 


8 OUT OF 10 BUYERS 
KNOW THIS LABEL... 
IT’S THE BRAND BEHIND 
THE BRANDS THEY BUY 





Aluminum Company of America 
1605-U Alcoa Building 
Pittsburgh 19, Pa. 


Send me your Free Kit of Display Material, featuring hardware made 
of aluminum for use in my store during September—October. 


Store Name 
Address 
City 
Ordered by 


—————--—-----4 


Circle 235, p. 95 


HARDWARE ACE, August 13, 1959 © 159 














Big New Warehouse 
Doubles S & M Space 


(Continued from page 155) 


offices and showrooms; and 
the newest fire prevention de- 
vices available. 


The new building is to be 


occupied shortly after the 
first of the year. 
Officers are: Philip Sieff, 


president and _ treasurer; 
Maurice Sieff, vice-president 
and secretary; John Sieff, 
general sales manager; and 
Bert Count, merchandise 
manager. _ 


News of the Trade 








Artist's sketch of new warehouse being constructed for S$ & M Co. in northeast Minneapolis 





N. Y. Boosters Elect 
Appell As President 


Stanton Appell, of Louis 
W. Appell Co., New York, 
N. Y., was elected president 
of the Hardware Boosters, 
Inc., New York. 

Other officers are: Alfred 
DeAngelis, Millers Falls Co., 
first vice-president; Christo- 
pher Herbst, Skil Corp., sec- 
ond vice-president; Raymond 
D. Schwartz, Stanley Elec- 
tric Tools Div., Stanley 
Works, treasurer, and David 
Emery, Carborundum Co., 
secretary. 





STANTON APPELL 


Fall Market Oct. 20-22 
For Young Co. Dealers 
The Fall Market for deal- 
ers of M. S. Young & Co., 
Allentown, Pa., wholesaler, 
will be held Oct. 20, 21, 22 at 


the New Agricultural Hall 
on the Allentown Fair 
Grounds. 


The theme of the market is 
“To Help Hardware Dealers 
Plan for Profits.” 

New products and 1960 
spring merchandise will be 
featured. More than 50 man- 
ufacturers will exhibit prod- 
ucts. 

The Market will be open to 


all 


dealers all three days 
from 1 to 10 p. m. There will 
be door prizes, drawings, and 
dinner will be served. 

A convention for Young’s 
PRO dealers will be held Oct. 
21. The business session will 
start at 10 a. m. The dealer 
committee will report, and 
there will be a discussion of 
new plans. PRO dealers will 
spend the afternoon at the 
Market. A dinner will begin 
at 6 p. m. 


Berger & Sons Elects 
Bean Assistant V-P 
Herbert A. Bean, Jr., for- 


mer general sales manager, 
C. L. Berger & Sons, Ince., 
Boston, Mass., has_ been 
elected assistant vice - presi- 
dent. 

Mr. Bean, who has been 
with Berger since 1951, was 
quality control manager until 
1954 when he was appointed 
general sales manager. 





H. A. BEAN, JR. 


Special Toy Show Sale 


A special “Crazy Days In 
July” sale was featured at 
the opening of the annual 
Toy Show, sponsored by 
Supplee-Biddle-Steltz Co., at 
its Philadelphia headquarters 
recently. 
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brief reports of 
MANUFACTURERS SALESMEN 


@ Stanley Tools Div., Stanley Works, New Britain, Conn. 
—Richard H. Parker to Washington, Montana, Idaho and 
Oregon with headquarters in Seattle; Alfred J. Vayssie to 
southern California and Arizona, headquarters in Los An- 
geles; William M. Steele to Colorado, New Mexico, Utah, 
Wyoming and El Paso, Tex., headquarters in Denver. 


@ Kwikset Sales and Service Co., Subsidiary of American 
Hardware Corp., Anaheim, Calif. — John Gabriels from 
sales promotion and customer relations to Kansas, Missouri 
and Nebraska, headquarters in Kansas City; Robert J. 
Rambo from customer relations staff to Alaska, Idaho, 
Montana, Oregon and Washington, headquarters in Seattle. 


@ Behr-Manning Co., Div. of Norton Co., Troy, N. H.— 
H. F. Achepohl from Midwestern Automotive Repaint Div. 
sales manager to manager of the division’s hardware and 
paint sales; C. R. Dasey, formerly in charge of field train- 
ing and recruiting in the Chicago office, succeeds Mr. Ache- 


pohl. 


@ Weller Electric Corp., Easton, Pa.—John Rogers from 
administrative assistant to the newly-created post of field 
salesman in Ohio, West Virginia, Maryland and Delaware. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis, Ind. 
—Elmer J. Everson from chain saw field representative, 
Mall Tool Co., to field representative. 

@ Ohio Foundry and Mfg. Co., Steubenville, Ohio — John 
R. MacDowell to sales manager for the firm’s Brilliant Fire 
gas heating products line. 

@ Clark Bros. Boit Co., Milldale, Conn.—Wendel J. 
to handle the complete line in New York state 


Kraft 





Allison-Erwin Co. Show be — The Show will be 
open from 9:30 a.m. to 9 p.m. 
To be Held Sept. 1-3 


Allison-Erwin is working 
(Continued from page 154) on a campaign promoting the 
Show. There will be 13 mail 
announcements to dealers. 
Allison-Erwin salesmen are 
inviting dealers to attend. 
These salesmen will meet in 
Charlotte just before the 
Show for a conducted tour 
and a briefing of the mer- 
chandise in each exhibit. 
Salesmen will conduct their 
own customers through the 
Show. 


play. Emphasis will be on 
goods to promote during the 
fall, ineluding' sporting 
goods, wheel goods and basic 
toys. More than 100 manu- 
facturers will have exhibits. 
Special buys will be offered 
at all exhibits. Other attrac- 
tions will be various awards 
supplied by manufacturers 
and the company. Meals will 















NOW/ A WOOD BORING DRILL SET 








wi. (Parker) Ze m» | With Cell, built right in. 


woop = DRILL SET 


EXTRA W NGE % 


in the only set that 0 a }* to oy 


“% ‘a 





Drill sizes: , »”, ””, , Tt. oe 









in the low, low retail 
ter your price — in the faster, cleaner, 
\a” POWER , s truer boring of 
DRL 2.75 wood, plastics, panelboard, plas- 


ter and compositions. 








in the clearview in the guarantee of 
plastic case. The hardened tool steel. 
colorful package serves as a Takes and holds a keen edge. 


moisture-resistant toolbox. Dis- 


courages pilferage. in every one of the 


set's 10 ruggedly 
constructed pieces. Set includes 
in the hang up, universal shank and wrench. 
stand up, tell-all dis- Figs qil Ya*’ electric drills 
play card perfectly suited to 
self-service. or drill presses 


Parker No. 10 Wood Boring Drill Set 
for fast turnover — big profits. 























PARKER MANUFACTURING COMPANY 





WORCESTER 1, MASSACHUSETTS 
Want more facts? Circle 237, p. 95 
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New concept in 
merchandising flexibility ... 
interchangeable shelving, 

fully adjustable to fit varying 
merchandising requirements. 


WRITE FOR ||\|||[ EW 17 Poe | III\\\\> 













REFLECTOR HARDWARE CORP., Dept. HA-8 





- 1400 NORTH 25th AVE., MELROSE PARK, LL. J 
OO Centlemen: Please send me the 
3 F L - C€ TO Re VISIT OUR SHOWR MS ¢ 3 NEW Spacemaster CATALOGS : 
HARDWARE CORP. g NAME POSITION “a 
oan seaman: MAIN OFFICE ANDO FACTORY PACIFIC COAST OFFICE ANDO SHOWROOM * nace & 
225 W. 34th ST. / 1400 N. 25th AVE. | 851 S. LOS ANGELES ST. ie 2. 
)  —_— ZONE...... STATE 


NEW YORK 1,N. Y. MELROSE PARK, ILL. LOS ANGELES 14, CALIF. 
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News About Dealers: 





(Continued from page 154) 


Woodbury, N. J.— Hollo- 
way Lumber & Hardware Co. 
has been _ purchased by 
George J. Haenn, formerly 
of George J. Haenn Lumber 
Co., Philadelphia, and Cal- 
vin L. Kaiser, formerly of 
Kaiser Brothers Hardware, 
Philadelphia. Louis M. Blez- 
nak has owned and operated 
the Holloway firm since 1930. 


Industry Fair Slated 
For Sept. 27-Oct. 2 


“Operation Economy Boost” 
will be the theme of the an- 
nual Hardware - Houseware 
Fair of the United States 
scheduled at the Barbizon- 
Plaza Hotel in New York 
City from September 27 to 
October 2. 

The Fair, formerly known 
as the Independent Hard- 
ware Exhibit, was renamed 
recently and is open now to 
qualified manufacturers, ex- 
clusive distributors and cer- 
tain importers. Hardware, 
housewares and home fur- 
nishings, automobile goods, 





4 
4 





Extra sales! New dollars for you! Perma-Plugs have proved 
that they sell on sight! Every passer-by buys. A sure cus- 
tomer pleaser. Be sure to order today from your distributor. 
DISTRIBUTORS: Write today for franchise information. 


SAFE! U.L. Approved. 


EASY-TO-INSTALL. Fits any standard out- 
let. 15 Amp. 125V. A.C. Just remove one 
screw and plate. Install the same way. 


garden supplies, do-it-your- 
self items, sporting goods, 
toys and radio displays will 
be shown. 

Kurt Barnard, head of 
Kurt Barnard Associates, a 


New York public relations 
firm, was elected executive 
secretary and public rela- 


tions counsel for the Fair. 


Liberty Retail Stores 
Form Executive Unit 


An executive committee 
for the Liberty Retail 
Stores, Inc., was formed re- 
cently. 

Members include: Douglas 
Barrett, Barrett’s Hardware, 
2551 W. Chester Pike, New- 
town Square, Pa.; Nick Cat- 
erina, Caterina’s Hardware, 
7th & Landis Ave., Vineland, 
N. J.; Arnold Leof, Clifton 
Heights Hardware, 150 Bal- 
timore Ave., Clifton Heights, 
Pa., and Harry Hunter, Jr., 
Westville Hardware, 217 
Broadway, Westville, N. J. 

Announcement of the com- 
mittee’s formation was made 
during July turnover hand- 
book meetings attended by 
Liberty and other indepen- 
dent hardware dealers. 


NEW 4in 1 
OUTLET 





U.S. PAT. NO. 2702893 


— 


, Just 
es—-3-() 





cannot be pulled out. 


News of the Trade 


remove ~~ 4 e 
one screw =, ci | same 
= and plate —Joway 


PERMANENT. Handsome, compact, neat, 





news in brief of 


MANUFACTURERS’ AGENTS 


@ Leslie G. McCabe, Minneapolis—Leslie G. McCabe has 
formed an agency to represent manufacturers of electric 
and nonelectric housewares in Minnesota, northwest Wis- 
consin, North Dakota, South Dakota, Montana, Iowa and 
Nebraska. Mr. McCabe, formerly a territory manager of 
Cory Corp., Chicago, has offices at 4716 Eleventh Ave., 
South. 





@ Vocaline Co. of America, Inc., Old Saybrook, Conn.— 
Virginia, North Carolina, Tennessee, Alabama, Georgia 
and Florida to Jack C. Lyle & Associates, Atlanta, Ga.; 
Texas, Arkansas, Oklahoma and Louisiana to David R. 
Swift Co., Dallas, Tex. 


@ Ringheim-Humphrey & Associates, Kansas City, Mo.— 
The firm, formerly the Sup-Ro Sales Co., will continue to 
represent manufacturers in Missouri, Kansas, Iowa and Ne- 
braska from its Kansas City, Mo. offices at 1700 Liberty St. 


@ Gries Reproducer Corp., New Rochelle, N. Y.—North- 
ern New Jersey and metropolitan New York City area to 
Howard H. Jungkind for GRC industrial products and ser- 
vices for the storm door and window, screen and jalousie 
trade. 


@ Harry W. Thener, Dallas—Mr. Thener, who represents 
West Georgia Mills, of Whitesburg, Ga., in the Southwest, 
has been elected a director of the company. 


@ Moody Machine Products Co., Providence, R. I.—Anchor- 
age, Alaska to Robert E. Renkert. 










PACKED TO SELL 
ON SIGHT! 


Six mounted on at- 
tractive display / 
board, or singly | 
on complete self- 
selling card. 









*Reg. Trade Mark 


Available in Brown 6 9¢ 


“as 
CSA Approved Ivory 79¢ \ an 


VocaALINE COMPANY OF AMERICA INC. ot savsroox, conn. 


MAKERS OF FAMOUS TWO-WAY RADIOS, VOCATRON INTER-COMS AND OTHER ADVANCED ELECTRONIC 


PRODUCTS 





Want more facts? Circle 239, p. 95 
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THE MOST COMPLETE 
GAS HEATING AND 
AIR CONDITIONING LINE Cha tlanooga 


FROM ONE RELIABLE SOURCE 


BIGGER PROFITS 


and BETTER SELLING ADVANTAGES!! * 


DOWN-FLO SNAP-IN BLOWER carpets the floor with a gentle flow 
of warm air. (Optional on ,all ROYAL Vented Gas Circulators 
40,000 BTU and up.) 


Installs in 5 minutes 

Simply snaps on in place of Access Door 
Operates on 110 Volts A.C. 

Directional louvers at blower outlet 


Thermostat controlled — no cold air ever 


“Write today for details on the BETTER SELLING FEATURES of all ROYAL Vented and Unvented Gas Heaters 


Quality CHATTANOOGA ROYAL COMPANY 
Since 1891 . CHATTANOOGA 6, TENNESSEE 


Want more facts? Circle 240, p.95 
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ab! ne Exe 190 EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


Level Line since 1919’ 
10926 West Potter Rood, Milwaukee 13, Wisconsin 


_Want more facts? Circle 241, p. 95 
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THE NAME TO WATCA.......ees000. HUNTER TOOLS * 9851 ALBURTIS *® SANTA FE SPRINGS. CAL 
Want more facts? Circle 242, p. 95 


Faster Sales! More Profit! Beene 


WHEN YOU STOCK AND DISPLAY top-quality putty that’s packaged for 


easier handling ... compounded to do 


1001 jobs better. 
e Gun and knife grades in ‘7 pints, 


pints, quarts, gallons and 9” cartridges 


GLAZING, Oy | LING, NU-PUTTIE CORPORATION 


12110 S$. Peoria $t., Chicago 43, Ili. Dept. HWA 


Te | OF. LKING COMPOUND ») Send me your free literature and price lists 
distributor or® ane +g Nome 


write direct RS Address 
NU-PUTTIE | = BD city 
Corporation — 


12110 $ Pecria St 














Distributor's Name 











at : : i Midwest Oistributor: ROOT BROS. MFG. & SUPPLY CO. 
age 53, Wines Fi . & — 10307 $. Michigan Ave. * Chicage 28, III. 


Want more facts? Circle 243, p. 95 
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Stanscrew Sales Executives Hold Conference 


®. 
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A new Stanscrew catalog was introduced at the recent Standard 
Screw Co. sales conference held at the Chicago Div. plant in Bell- 
wood, Ill. Stanscrew executives admiring the catalog are: (left to 
right) W. J. Cox., sales manager, Western Div.; R. W. Grady, sales 
manager, Hartford Div.; E. L. Claussen, vice-president of sales; and 
H. T. Thompson, sales manager, Chicago Div. 





R. H. Cowan Appointed 
Daisy Sales Director 
Robert H. Cowan assistant 
director of sales and mer- 
chandising, has been appoint- 


ROBERT H. COWAN 


ed director of sales and mer- 
chandising, Daisy Mfg. Co., 
Rogers, Ark. Maitland Duffy 
of the sales department has 
been appointed sales super- 
visor and service manager. 


Stanley Electric Div. 
Names Sales Managers 


Thomas Shedden has been 


appointed field sales manager 


THOMAS SHEDDEN 


for Stanley Electric 
Div., Stanley Works, New 
Britain, Conn. Herbert G. 
Ewald succeeds Mr. Shedden 
midwest regional sales 
manager. 

Mr. Shedden joined the 
division in 1955 as a sales 
representative in the metro- 
politan New York region. He 
had been a branch manager 
with Mall Tool Co. 

Mr. Ewald has been sales 
representative for the divi- 
sion since he joined the com- 
pany in 1955. 


Tools 


i.S 


R. J. Duquette is NHS 
500,000th Registrant 


R. J. Duquette, merchan- 
dise manager of Moore- 
Handley Hardware Co., 
wholesaler at Birmingham, 
Ala., is the 500,000th buyer 
to register for the National 
Hardware Show since it be- 
gan in 1946. 

At the show, Sept. 28-Oct. 
2 at New York’s Coliseum, 
Mr. Duquette will be honored 
with a lifetime show pass. He 
will also be the guest of 
Frank M. Yeager, managing 
director of NHS, for a 
theater and dinner party. 


McClarran Will Head 
Buckeye Div. Sales 

Charles W. McClarran has 
been promoted from western 
area sales manager to gen- 
eral sales manager, Buckeye 
Div., Mardigian Corp., Woos- 
ter, Ohio. 

Mr. McClarran has been 
with the company since 1945. 
He was recently elected pres- 
ident of the Aluminum 
Wares Assn. 
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Joseph D. Rodgers 


Joseph D. Rodgers, 82, a 
retired hardware manufac- 
turer’s agent, died June 30 
in a Dallas, Tex., hospital 
after a long illness. He was 
vice-president of Moroney 
Hardware Co. from 1905 to 
1917 and later represented 
other companies until his 
retirement in 1932. 


Joseph A. Dwyer 


Joseph A. Dwyer, 68, pro- 
prietor of a hardware store 
at 1605 Sansom St., Phila- 
delphia, died Aug. 2 in Fitz- 
gerald Mercy Hospital. Mr. 
Dwyer had operated the store 
for 41 years and lived in the 
Overbrook section of Phila- 
delphia. 


Harry C. Constable 


Harry C. Constable, 74, 
retired vice-president and 
director of trade sales, En- 
terprise Paint Mfg. Co., Chi- 
eago, Ill, died July 3 in 
Kansas City, Mo. after a 
long illness. Mr. Constable 
joined the Enterprise Paint 
Co. in 1922 and retired in 
1952. 


Benedict N. Smith 


Benedict Nelson Smith, 89, 
former’ vice-president and 
secretary of Pickering Hard- 
ware Co., died July 4 at his 
home in Cincinnati after a 
short illness. He was with the 
firm more than 75 years. 


Levi S. Hulsizer 


Levi S. Hulsizer, former 
president of Lee Hardware 
Co., Shreveport, La. whole- 
saler, died July 14. He re- 
tired last year after 54 years 
with the company. 


K. E. Niedzielski 


K. E. Niedzielski, 85, re- 
tired hardware store opera- 
tor, died in Bay City, Mich. 
recently after a short illness. 
He had been in the business 
for 43 years. 


Emil R. Snyder 


Emil R. Snyder, former 
Reading hardware store 
owner, died July 2 in the 
Maple Farm Home, Akron, 
Pa. He had owned and oper- 


ated Snyder’s Hardware Co. 
for 50 years before his re- 
tirement in 1951. 


John T. Woodard 


John Thomas Woodard, 
60, owner and operator of 
Woodard Hardware, died 
of a heart attack June 20 in 
Jesse Holman Jones hospital, 
Springfield, Tenn. 


Ernest Monroe 


Ernest Monroe, 78, presi- 
dent and manager of Heldt- 
Monroe Co., Evansville, Ind., 
died July 2 in Deaconess hos- 
pital. He was with the com- 
pany 58 years and was elected 
president in 1938. 


William P. Beatty 


William Pickering Beatty, 
82, partner in Beatty Hard- 
ware, Beardstown, IIl., died 
June 29 in Schmitt Memorial 
hospital. His son John is em- 
ployed in the hardware firm. 


George J. Strebel 


George J. Strebel, 83, hard- 
ware salesman for 58 years, 
died July 5. He was a resi- 
dent of Beech Grove, Ind. 


Ed T. Stamm 


Ed T. Stamm, 84, formerly 
general sales manager, John 
Pritzlaff Hardware Co., Mil- 
waukee, Wis. wholesaler, 
died recently. 


Mac L. LeBeau 


Mac L. LeBeau, 70, part- 
ner in Smith - Crampton 
Hardware, died July 5 in his 
Royal Oak, Mich., home. 


Curtis C. Hayes 


Curtis Charles Hayes, 58, 
owner and manager of Hayes 
Hardware, Mt. Airy, N. C., 
died June 16 of a heart at- 
tack. 


August Damin 


August Damin, 58, co-own- 
er of Bluffs Hardware Co., 
Bluffs, Ill., died June 15 of a 
heart attack. 


Robert Kiedro 


Robert Kiedro, 83, operator 
of Diamond Edge Hardware, 
Chicago, Ill., died near his 
home recently. 








E. R. BURKARDT 


Williams & Co. Elects 
Sales Vice-President 


Edward R. Burkardt has 
been elected vice-president 
of tool sales at J. H. Wil- 
lams & Co., Div. of United- 
Greenfield Corp., Buffalo, 
N. Y. 

Mr. Burkardt, former sales 
manager of the Tools Div., 
succeeds John B. Perkins, 
who is retiring after 45 
years with the company. Mr. 
Burkardt joined Williams in 
1954 as sales representative 
in the Los Angeles area. 


Wholesaler Schedules 
24 Dealer Meetings 


American Hardware Sup- 
ply Co., Pittsburgh, Pa. 
dealer-owned wholesaler, will 
open its annual series of 
dealer regional group meet- 
ings in a six-state area on 
September 21. 

Twenty-four meetings are 


scheduled in key regional 
areas. Personnel of member 
stores are invited to attend 
the meetings. The program 
will include product  pres- 
entations, the 1960 advertis- 
ing program and an opera- 
tions report. 


American Screw Elects 
Officers, Directors 


Vincent J. Roddy was re- 
cently re-elected president of 
American Screw Co., Willi- 
mantic, Conn. George A. 
Baker, Jr., was re-elected 
vice-president and Max Win- 
ograd was re-elected counsel. 

Six new directors were 
elected including: Henri Sa- 
dacea, chairman; William 
R. Hamilton, Harry Handle- 
man; William V. Lurie, 
Harry Penso and Louis Szel. 


Dallas Press Honors 
George H. Norsworthy 


George H. Norsworthy, 
president of the Schoellkopf 
Co., Dallas, Tex., wholesaler, 
was named a Headliner for 
the 1959 Gridiron Show for 
the fourth consecutive time. 

Mr. Norsworthy has been 
honored by the working 
press of Dallas “for signifi- 
cant contributions to the 
welfare of the business com- 
munity during the past 
vear.” 





Greer Hardware Wins in NEMA Fan Contest 


Greer Hardware Co., Salisbury, N. C., won first prize with this 
window display in the hardware dealers’ division of the annual fan 
display contest sponsored by the National Electrical Mfrs. Assoc. 


Other hardware division winners: 


2nd prize, Wolff Kubly Hirsig, 


Madison, Wis.; honorable mention, Master Heater & Cooler, Detroit: 
Bresslers Hardware, St. Albans, N. Y.; High Point Hardware Co., 
High Point, N. C.; King Hardware Co., Atlanta; Colony Hardware 
Supply Corp., Brooklyn; O. W. Houts & Sons, Inc., State College, Pa. 


News of the Trade 





Educational, Promotional Programs Get 
Spotlight as Pump Manufacturers Meet 


A three-pronged promo- 
tional campaign launched 
last spring got the spotlight 
at the summer meeting of 
the National Assn. of Do- 
mestic & Farm Pump Mfrs. 
at Lake Lawn Lodge, Dela- 
van, Wis. Plans for future 
activities also were a main 
topic. 

The promotional program 
under discussion included: 

(1) Water Use Workshop 
program. A team of in- 
structors ran several state- 
wide workshops each at- 
tended by about 400 people. 


These were held from Feb- 
ruary to May. 

(2) “Think About Water” 
film. Twenty-five copies of 
the film have been placed in 
libraries. 

(3) Water Pump Certifica- 
tion Seal. It was reported 
that as of June 1, member 
companies had ordered 135,- 
000 copies of the seal which 
was approved at the winter 
meeting (See HA, Feb. 26, 
p. 126). 

Speakers at the meetings 
talked on “private versus 
central water systems” and 
water purification methods. 





THEODORE F. WILSON 


T. F. Wilson Elected 
Prolon Vice-President 
Theodore F. Wilson has 


been elected vice-president 
of dinnerware sales, Prolon 
Div., Pro-phy-lac-tic Brush 
Co., Florence, Mass. 

Mr. Wilson was market- 
ing and sales manager for 
Midhurst China Co., New 
York City, N. Y., before he 
joined Prolon Div. about a 
year apo. 


Smart Directs Sales 
At Marlin Gun Div. 


Snow W. Smart, former 
Midwest sales representative, 
has been appointed sales di- 
rector of the Gun Div., Mar- 
lin Firearms Co., New 
Haven, Conn. 

Mr. Smart joined the com- 
pany in 1951. He will head- 
quarter in New Haven. 


R. E. Cumings Elected 
Fowler Vice-President 


Robert E. Cumings has 
been elected vice-president 
of the Fred V. Fowler 
Stoughton, Mass. 

Mr. Cumings will 
tive in the sales 
ment. 


Co., 


be ac- 
depart- 


Central States Club 
Holds 21st Golf Party 


John W. Gostelle, Jr.. 
McKinney Mfg. Co., won first 
low gross and Ken Hoffman. 
Arvey Corp., won first low 
net at the Central States 
Hardware Club’s 21st annual 
golf party recently. It was 
held at the Chevy Chase 
Country Club, Wheeling, Ill. 

E. W. Chapman, 8S. G. Tay- 
lor Chain Co., won second low 
gross and Merrill H. Banc- 
kard, Redi-Bolt, Inc, was 
winner of the third low 
gross. 

James Morris, Red Devil 
Tools, won second low net 
and Richard H. Coldren 
American Family Scale Co., 
was third low net winner. 


119 Ace Stores to Top 
$100,000 This Year 


Some 119 stores will each 
purchase more than $100,000 
worth of merchandise this 
year from Ace Hardware 
Co., according to Richard 
Hesse, president of the Chi- 
cayo wholesale firm. Ace is 
a voluntary chain. 

Mr. Hesse his pre 
dictions on purchases’ by 
members in the first 
six months of this year. 

Purchases of these 119 
stores were broken down by 
Mr. Hesse in this manner: 
Number Estimated 


of annual 


bases 


store 


store s purchase Ss 


Over $500,000 
| er $400,000 to $499,000 
$300,000 to $399,000 
oe -weoes $200,000 to $299,000 
$100,000 to $199,000 
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Classified Opportunities Section 


Representatives Wanted | Representatives Wanted 





Accounts Wanted 








WANTED WANTED REPRESENTATIVES 


Mfr. Rep. now calling on: Chains, Dept. P 
: : Chains, 2 Covering all phases of jobbers. Can render reliable 
Stores, Wholesale Hardware, House- MANUFACTURER b) ' rintearn hn We are national distributors with 
wares, Lumber, and Paint Jobbers, to established actively operating branch offices in New 
represent manufacturer of Metal & REPRESENTATIVES York, Philadelphia, Detroit, Cleveland — — 
- : tl : t or you can irect 
Aluminum I adders. NOW CALLING ON JOBBERS IN ville. We carry  accoun y 


Box 808, c/o HARDWARE AGE || Inquiries invited. WRITE ANCO Corporation, 7 
Chestnut & 56th Sts., Philadelphia 39, Pa. HARDWARE AND ALLIED FIELDS Wood Street, Pittsburgh 22, Pa. 
Prominent manufacturer of power tool acces- 


sories and promotional tool items seeks repre- eunsintnimecnsnenenen 
sentation in the fo a states: 
Ohio — Michigan colorado — Utah — 


NATIONAL MANUFACTURER a ene ee ne —— | | Consistent, Conscientious, Concentrated cover- 


age of metropolitan New York and New Jersey 
nals Mississippi — New Mexico — Virginia — West 
. gene quality, competitively priced paint 
rus 


























Virginia — Kentucky. 
brushes, hat several protected territories avail rag | BOBROW LEWELL ASSOCIATES 


Splendid opportunity for the right men. State 
Box 713, ¢/o HARDWARE AGE roadway, New York 3, New York 
full particulars in Rest letter. Chestnut & 56th Sts., Philadelphia 39, Pa. 814 B Y: ' 


Box 710, e/o HARDWARE AGE | (We get results) 
Chestnut & 56th Sts., Philadelphia 39, Pa. ne 


patente = saianeeini HARDWARE SALESMEN 
EXCLUSIVE PROTECTED TERRITORIES Calling on retail hardware and lumber NEW YORK TO VIRGINIA 


open for nationally distributed unique water re- yard dealers, also plumbing and electrical ] | Effective and conscientious sales represen- 
placement plumbing specialty item package for supply concerns. One size Screw Anchor tation available by two Partners’ with 
sale to plumbing supply houses; hardware distrib- fits all screws and designed for all types thirty years’ combined experience selling 
utors and retailers. Unique demonstration sells & of walls. High Commission. Protected to wholesalers, retailers, and department 
out of 10 on first call. Box 123, c/o HARDWARE territory to qualified salesmen. stores with top grade line desire additional 


AcE, Chestnut & 56th Sts., insane hia 39, Pa. FITSALL SCREW ANCHOR lines covering Pies N. J., Penna., Del, 
he 473 S. Franklin St., Hempstead, New York D. C., i a aan eel _ 
SALES REPRESENTATIVES WANTED t 36th Sts., Philadelphia 39, Pa. 
FOR ESTABLISHED LINES. To eall on Chestnut & 56 Dos i 


RETAIL hardware dealers, lumber yards, build a 
ing supply companies and garden centers. Pro Manufacturers Representatives 
tectec . 


territories open Harrisburg, and west to 
Altoona. Also territory oven for North Jersey calling on Mill and Industrial Suppliers , 
and part of or all of New York state. Lines han- |] to handle high quality line of Imported Phin pes Se” anion 


; ‘s is blectric: *lumbing 
dled are established lines of weatherstripping I : ; tors in Industrial, Electrical, I 

talian Industrial Vises. Good terri- uD ; rare Jobbers 
and allied lines, also established garden lines Supplies and Hardwar Jobbers Metro 


; . 7: tories still open. volits : Sastern New York State 
and allied lines. Write with details of back P te oyecll a ne pots Mencesi pig ~T ai. 
roune eae ge ~mamgg *s present trade now calling INDUSTREX, INC. ready representing 
on. irkbec gros., Inc., 70 N. York Road, Wil : ae 
low Grove, Pa. 5! Northern Givd., Weedede 77, N. ¥. Box 739, e/o HARDWARE AGE 


Cain ese Y neeneneT a Chestnut & 56th Sts., Philadelphia 39, Pa. 
EXCELLENT LINE for sales representative 


al y . . are aT): ; + ; wna : 7 
ments variety and chain sores. Good comics, |] OB AIR RIFLE SHOT MANUFACTURER || | waxt SALES RESULTS? We get then 
Write: Midwe st Plastics Mfg. Co.. 208 Bates ecause we concentrate in Michigan, 


Avenue, St. Paul 6. Minn || Manufacturer of air rifle shot steel | | ana VW il] handle two additional lines only 
. highest grade considered. Write Box 219, c/o 
ee eg 0x armen 7 copper coated BB Ss wants repre- HarpwarE Ace, Chestnut & 56th Sts., Phi 


SALESMEN SELL PAINT BRUSHES to |] sentation. Most territories open. | phia 39, Pa. 
hardware, paint stores, lumber yards and indus- 


cael ae ile eee an 06, of. RE oe FLORIDA DIRECT-TO-DEALER_ SALES 
will be considered. SIRA BRU CH CO INC | Chestnut & 56th Sts., Philadelphia 39, Pa. Statewide following credit-worthy hardware, de- 
119 W. 23rd St.. New York 11.N. Y , = ’ - - — - — partment, supermarket, surplus, building supplies 
7” oe REPRESENTATIVES WANTED: New | “ores provide —— market P cesecaget e for 

se aay vecintaie ts “a P manutacturers and importers. roven Sales rec 
SIDE LINE SALESMEN Gites on hardware age ee —— gp yee gg in fae ord, top-notch references. Will represent to 
stores, to sell guaranteed Damp-resister for pose. “a Ee stores ees cnains ' pening a _ wholesale trade also. Box 816, c/o HaArpWaRre 
Damp Walls manufactured by old established firm states Ww rite territory and principal trade COV- | Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
20% 7 ommission. R: inetite Mfg. Co Inc 1917 . red rite for de sc riptive folder. Nu-W a\ C< a ee 
South Broadway, St. Louis 4. Mi ' 2604 Heger Court, St. Louis 10, Mo. . wm , neni 
eae, Se SA 4, Risser — AGGRESSIVE SALESMAN WITH 12 

pang ie sqeramereemes M ANUFACTURERS’ REP RE SE N T! A’ T Vv E | YEARS’ EXPERIENCE Age 38. Presently 
REPRESENTATIVES WANTED TO SELL | WANTED BY OLD ESTABLISHED MAN. | employed with well-known manufacturer. Well 
DIRECT to large users, retail or jobber level, | UFACTURER OF ALUMINUM COOKING | acquainted with top retail and wholesale hard- 
plastic pipe, fittings and clamps, toilet seats | UTENSILS. Territory open: Virginia and east- | Ware, garden and lawn mower accounts in Penn 
(sprayed, vinyl covered, and mother-of-pearl), | ern Kentucky and Tennessee, northern Ohio, | S¥!vamia, New Jersey, ar and Delaware 
plastic clothes lines, industrial hose, including all | Minnesota and North and South Dakota. State | Desires to go on my own. Need good lines to 
kinds of hose for automatic washers Box 209, fully territory now covering. Box 802, c/o Harp- get started. Can finance myself. Excellent ret 
c/o Harpware Ace, Chestnut & 56th Sts., Phila WARE AGE, Chestnut & 56th Sts., Philadelphia | €™™C®S. Resume on request. Box 807, c/o Harp- 
delphia 39, Pa 39. Pa | waRE Ace, Chestnut & 56th Sts., Philadelphia 


‘ ‘ 
eeeeien : } - a 












































MANUFACTURERS’ AGENT 





























ladel- 




















FACTORY REPRESENTATIVE WAN MANUFACTURER OF A HIG “ss QUALITY | ~— ace i on eh 
All territories open—-New Scientific Wal Her AND COMPETITIVE line of Cabinet Hard. | DO YOU WANT THE BEST? _ Iilinois, 
Non-Caustic Septic Tank and (¢ ‘esspool Cleaner | “*:* wishes representative in the following areas: | Wisconsin and Minnesota. An Aggressive Agency, 
for sale to Hardware Distributors and Retailers. Arkansas, ‘Alabama, Georgia, Louisiana and Mis. with 14 years experience, desires one estab 
also to Plumbing Supply Houses. Sold with | 2 >>°4PP' Men who are calling on the retail | lished high grade line to complement our present 
Money Back Guarantee. Excellent Commission lumber dealers, contract hardwares and kitchen | efforts. We represent two top-notch companies. 
Arrangement. Du-Mor Products. Inc.. 20 West cabinet manufacturers, send us all particulars Possess the Know-How and outstanding contacts 
) 5 ene Tn r ; and lines you are now handling in first letter. | to get you results with Hardware Jobbers and 
22nd street, New York 10, New York : 4 , ; - 
Box 818, c/o Harpware Ace, Chestnut & 56th | Chain Accounts in this area. Box 728, c/o Harp- 
a " —— Sts... Phil: idelphia 39. Pa. | waRE Ace, Chestnut & 56th Sts., Philadelphia 
FACTORY REPRESENTATIVE WANTED. | ~ _ ——— | 39, Pa. 
One of nation’ s largest manufacturers of floor >» AL ESMAN P " U M BING Sp EC [AL 7 IES to 
and rug maintenance equipment has several ex sell for established national distributors, exclu TTENT r on, 
july . ' a oo mat : ATTENTION, SMALL MANUFACTURERS. 
cellent territories open for representatives now | Sive territory, 10% commission. Write full de Do vou need a national sales force? Is your 
contacting the hardware trade. Line includes | tails with references. Replies confidential. Akron problem getting more volume’? If you are manu- 
e . sé y . oa ry” . ‘* . , . wars ~s ) 2 ® » > ) . ; . ge On . 7 ' c < 
popular, new Velvet Touch” rental program. upply Co., Inc., 216-218 Grand Street, Brook facturing a good line of merchandise that can 
Enables hardware stores to obtain necessary lyn 11, N. Y. e sold at competitive prices, we are interested 
equipment, merchandising material and supplies | - mapeanenee — oe in representing you. We are only interested in 
tools, hardware and garden items. Our refer- 
manufacturer. Sev ences will stand thorough investigation. No 








to offer their customers a complete “Do It Your RE PRESEN T A’ T IVE FOR N AT ION ALI LY 
self’’ carpet and floor cleaning service on a | know flashlight and battery 
profitable rental basis. Excellent commission ar- | eral good territories open. Handle jobbers and | salary involved. We work on an_ over-write 
rangement. Write Advance Floor M: achine Co., | chains. (‘Commission basis. Box 815, c/o HarpD All inquiries held in strictest confidence. Box 


100 Washington Ave., N., Minneapolis 12, | waRE AGE, Chestnut & 56th Sts., Philadelphia | 812, c/o Harpware Ace, Chestnut & 56th Sts., 
Minnesota, attention: James C. Ferguson. t.&,? Philadelphia 39, Pa. 





* 
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Accounts Wanted 








NEW YORK STATE & CONN. 


THREE MAN TEAM—established, 

producers. Need one 

hardware, houseware, department store, and 5 & 10 

This area covered completely and REGU 
Will produce for right party. 

Box 814, ¢/o HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 


reliable sales 


good line to sell to the retail 


t rade 


LARLY 











MIDWEST FIRM TRAVELING OHIO. 
Sou.hern Indiana and Kentucky. Ten years in 
the trade selling Hardware and Plumbing Houses 
Detail calls made to Hardware stores Jesires 
additional line. P. O, Box 54, Washington Court 
House, Ohio. 


— —_——$—$$_____ 


MANUFATURERS AGENT, 23 years on the 
Road, wants one more hardware line in Metro 
politan New York City, New Jersey, Eastern 
Pennsylvania, Delaware, District of Columbia and 
Maryland. Box 804, c/o Harpware Ace. Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


3 aggressive Man 
now selling 


CALIFORNIA-NEVADA, 
ufacturer’s Representatives, 
classes of Jobbers, Chains, etc., are now 
tor one additional major line of merit 
ough and complete coverage of territory 
sales promotion effort for your line 
“‘Advertiser,”” 2072 Chestnut St.. San 
23, Calif. 


several 
open 


100% 
Write. 
Francisco 


MANUFACTURERS REPRESENTATIVES 
COVERING Minnesota, Wisconsin, Iowa. North 
and South Dakota calling on Jobbers and Lumber 
Yards would like two additional lines. Box 719, 
c/o Harpware Ace, Chestnut & 56th Sts.. Phila 
delphia 39, Pa. 


NEW YORK METROPOLITAN MARKET. 
Brother team of Factory Representatives, 
lished 20 years—selling to all classes of Jobbers 
and Chain Stores. We offer intelligent and con 
centrated coverage for the Manufacturer of non 
conflicting products. Box 720, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


estab 





MANUFACTURERS 
presently covering New 
Heating and Plumbing, Automotive, Industrial 
and Hardware Jobbers seeks additional lines 
from Prime Manufacturers. Box 623, c/o Harp 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


REPRESENTATIVE 
York State servicing 





GARDEN EQUIPMENT MANUFACTUR. | 


ERS Next season’s sales results can be planned 
now. Our sales force of 3 experienced men can 
give you these results in the Minnesota, Wiscon 
sin, Illinois and Indiana garden and hardware 
distribution field. Why Wait? Box 
HARDWARE AGE, Chestnut & 56th 
delphia 39, Pa. 


601. c/o 


| 


Sts., Phila 


SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding market. 
$2000 investment sets you up wiith a com- 
plete inventory and franchised distributor- 
ship in protected territory with manufac- 
turer's full support and cooperation. 


Write: Sharon Bolt & Screw Co., Inc. 
P.O. Box 239 Norwood, Mass. 





FOR RENT 


Modern and air conditioned store- 
room, 40 x 100, in new shopping 
center with excellent parking and 
traffic. Located in the center of 
Maumee, Ohio, a suburb of Toledo. 
Available now with complete hard- 
ware fixtures. An opportunity for 
aggressive management. 


CROSBY 
Realty & Mortgage Co., Inc. 
717 Madison Ave. Toledo, Ohio 
CH. 3-9294 








The iT; 


HARDWARE STORE 


In populated S. E. Los Angeles area. 
Modern fixtures. Will sacrifice. Inven- 
tory approximately $23,000. Must see 
to appreciate. Terms. 11414 Long 
Beach Bivd., Lynwood, California, Lo- 
rain 9-8173. 





We Have a Franchise Available 


New Haven and 
and 
Dutch- 


For de- 


is comprised of 
Counties in Connecticut 
Westchester, Putnam and 
New York State 


Territory 
Fairfield 
Northern 
ess Counties in 
tails write 


SHARON BOLT & SCREW CO., INC. 
P.O. BOX 239, NORWOOD, MASS. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 








115 West Main S#. Madison, Wis. 





WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 


FOR SALE 


Small town Hardware in fast growing 
So. California. Completely remodeled 
with M & D Fixtures less than two years 
ago. Well stocked No competition. 
Price to include inventory and offer for 
equity in fixtures and improvements. 
Box 733, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


























Help Wanted 





EXPERIENCED SALESMAN WANTED bys 
large Manhattan hardware store. Sales possibili 
ties enormous because of large and varied lines 
Company deals with large real estate offices and 
institutions in cleaning supplies, paint, mainte 
nance, electrical and plumbing supplies Com 
pany deals with factories and industrials in tools, 
hardware, mill supplies, power equipment and 
machinery. Distributors for finest and best known 
Territories in Manhattan, Queens and New 
Box 806, c/o Harpware AGe, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


ines, 


lersev 





Business Opportunities 


HARDWARE APPLIANCE retail store. Es 





tablished for over 40 years. Located in central 
Calitornia in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran 
chises on brand name appliances and television 
Modern store and fixtures. Excellent long term 
Sales volume for 1957, $300,000. Sacrifice 
well below cost due to age and ill health 

Box M-26, c/o Harpware AGE. 
56th Sts., Philadelphia 39, Pa. 


lease 
sale at 
For details. 


Chestnut & 





SPECIALTY JOBBERS WANTED 
hardware household item. Consumer acceptance 
excellent in Lake Erie area. Production has been 
greatly increased and we will need nationwide 
distribution Write for details Handell Hook 
Company, 8811 Garfield Blvd., Cleveland 25, Ohio. 


Small 


| quired $10,000. 








HARDWARE STORE—Established 30 years 
Complete line of hardware, paint, housewares, 
gifts, with franchises on brand name appliances 
ind floor coverings. Located in South Central 
Nevada in a growing community, mining and 
ranching principal industry, along with several 
government installations. Box 809, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE. 
AND 


PAINT, HOUSEWARES 
VARIETY STORE. Established many 
years. Fine shopping area. Small city, near 
N. Y. Clean stock. Electrical appliance repairs. 
Key cutting. Excellent profits. Modern fixtures. 
Good hours. $35,000-$40,000 gross. Owner 
wishes to retire; will train new man. Cash re 
Box 805, c/o HarpWware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa 


YOU CAN’T BEAT THIS! Less than 5¢ 
each tor brass key blanks beautifully embossed 
with your name and address in permanent, raised 
letters. More than 1320 different numbers avail 
able. Every blank guaranteed! Full details in 
our tree bulletin #858. Write today. HAZEL 
TON CHAIN CO. (manufacturers of key blanks 
ind sash chain), 81 Kemble St., Roxbury 19, 
Mass 

HARDWARE, ELECTRICAL AND PLUMB. 
ING SUPPLY STORE, Approximately 80% In- 
dustrial supply business, 20% retail. Established 
ind continually in business for over 60 years in 
same location. Will also sell building or long 
term lease. Located in heart of Chicago on the 
south west side. Box 731, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 


IMMEDIATELY: Wanted to purchase on a 
regular basis from an American Manufacturer: 
1000 &-lb. double-faced blacksmith sledges, 1000 
8-lb. Oregon pattern striking hammers. Box 800, 
c/o Harpware Ace, Chestnut & 56th Sts.,. Phila 
lelphia 39, Pa 





HARDWARE STORE IN SOUTHERN | 


CALIFORNIA. 


side 


Fastest growing area in River 
County, away from competition, mostly cash 
trade, no end to future. Good building—70’ 
front, clean stock paints and plumbing supplies 
Health changes plans. Fixtures $3,000 and ap 
proximately $20,000 inventory. Box 801, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 














Positions Wanted 





POSITION WANTED AS DIRECT FAC. 
TORY REPRESENTATIVE. Twenty-two years 
Sales background Interested in Handling a line 
for an established Hardware, Housewares or Elec- 
Manufacturers, contacting Wholesalers, 
Chains, Catalogue and Stamp Houses in the 
Metropolitan New York Area. Box 741, c/o 
Harpware Acs, Chestnut & 56th 5Sts., Philadel- 
phia 39, Pa. 


trical 


EXPERIENCED HARDWARE - HOUSE- 
WARES, and Garden supply buyer desires posi 
tion. In present job for eight years, but advance- 
ment is limited. Am willing to relocate. Am also a 
graduate of Alexander Hamilton Institute. Box 
803. c/o Harpware AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


SALES PROMOTION AND CATALOG 
MAN WITH wholesale and retail hardware ex- 
perience seeks position with wholesaler or manu- 
facturer. Experience includes planning sales pro- 
motion, dealer flyers, consumer circulars, whole 
sale hardware catalogs and dealer seasonal cata- 
logs. Also copy-writing, layout, paste up and the 
operation of a photo-offset press Presently em- 
ployed by a New York area wholesaler in the 
above capacity and handle some buying. 
Willing to relocate 810, c/o HARDWARE 
Ace, Chestnut & 56th Philadelphia 39, Pa. 
BUYER 
ware 

five 


also 
Box 
ts., 
EXPERIENCED 
who worked through all 
house. was territory salesman, an 
years was buyer for cutlery, appliance, electrical, 
hand and electric tools, heavy hardware, toys 
and farm lines. Capable of full responsibility 
taking charge of direct inventory control, cost 
control and adjust departments to basic stock re 
quirements. Box 819, c/o HARDWARE Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa 


WHOLESALE 
departments in 
past 


MR. WHOLESALER PRESIDENT, are you 
finding it difficult to show a net profit’ Middle 
aged man with extensive successtul management 
levels available due to lack of 
position Prefer Florida or 
southeast Salary secondary to opportunity to 
show results Box $13, c/o HIARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 


experience at all 
incentive in present 


CAN YOU CAPITALIZE on my 14 years’ 
experience in hardware, paint, sundries—at both 
wholesale and retail levels? Presently district 
manager of top firm in its field, but anxious for 
broadened opportunities. Ready to change soon 
Complete resume on request. Box 811, c/o Harp 
warRE AGE, Chestnut & 56th Sts., Philadelphia 
9, Pa 
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MAKE 25% PROFIT NOW! 


save $200 to $300 | = = Index to Advertisers 
for Customers | 


MODERN MIXER 


it's portable 
Yes, thousands of prospects A et —— es 
right in your own area will a a 4| DeWitt Products Co. 7 
be enthusiastic buyers of | : DuPont deNemours & Co., 


: oa. a Inc., E. I. 
the MODERN MIXER. iain ati i taal, mee sit te 


This unit does a variety of 
: en oe , | can Chain & Cable Co., 
jobs eliminating the need | Ine. | 6 Johns-Manville Corp. 


for large bulky mixing a re a ae Dykem Co., The . 
equipment or hand labor in > “aaa 


small mixing jobs. American Toy & Furniture 


HUGE WAITING MARKET [i iii Sentitaa tarsi Dann 


Just look at this goldmine of prospects... | -37 | Edmont Mfg. Co. 
Homeowners, builders, bricklayers, stone- | Anchor Wire Corp. : Elco Tool & Screw Corp. 
masons, gardeners, farmers, painters .. . | Animal Trap Co. of America 150| Empire Level Mfg. Co. 
dozens of other fields. Arvey Corp. ee eteeey Se 
| Arvin Industries, Inc. ....... 17 
The Modern Mixer is the Quality mixer. | Associated Bulb Growers of F 
It is made of 100% all welded steel con- | Holland, Inc. 59- Elomb Plostics Cor 
struction. Chain and sprocket completely Atkins Saw Division, ene 2 sa 
enclosed for safety . . . Many other out- | Warner Corp. | Forsberg Co., H. -s 
standing features. Write for details. — Mfg. Co., 


Modern Mixer comes complete with agi- B Friesland Plastics Co. 


tator, motor and pail $64.95 FOB Pasa- | Fuller Tool Co., Inc. 
dena, Calif. | Baltimore Brushes, Inc. ..... 97/5 


| Barnes Mfg. Co. ........ 145 | 


MODERN MFG. CO. in | Bassick Co., The .......... 130) G 


| | , 
160 NO. FAIR OAKS AVE. © PASADENA, CALIF. | Behr-Manning Corp. ...... !0! | Glenvale Products Div. 
| Bethlehem Steel Co. ....... 27]! Hoover Ball & Bearing Co. 
Want more facts? Circle 244, p. 95 Bi 
coniaieiaiion | Bissell, Inc. Goulds Pumps, Inc. .. - 
123, 125, 127, 129, 131, 133) Graham & Co., Inc., John H. 


| Black & Decker Mfg. Co., | G. W. Griffin Co. | 

The -s .-» 156-157 | King Cotton Cordage... 

e Oo Boonton Molding Co. ..... 81! Gi, Reproducer Corp. .. 
Atkins | 


Borg-Warner Corp., 
Saw Div. .. | 172 


Brown, Inc., John Clark.... 129 | H 
’ | Hahn, Inc. . 
Cc | Hanlon & Goodman Co. 


| Heller & Co., W. C. 
Cal-Dak Co., The 120 | 


Campbell Chain Co. 107 | 
Chair-Loc Company 148 | 
Champion Brass Mfg. Co. 125 | 
Champion DeArment Tool | 
Co. _ Wh 
Chattanooga Royal Co. 163 | 
Childlore Corp. | 
Want more facts? Circle 245, p. 95 | U.S. Caster Cup Corp... 133 | 
Oe ad at), ae Clinton Engines Corp. _ 54 J 


| Colorado Fuel & Iron Corp. 
SHOWER | Wickwire Spencer Steel Jefferson Screw Corp. . 
7 Div. - pS Wis Jenkins Bros. 
CURTAIN RINGS | Columbus Plastic Products, Johns-Manville Corp. 


a Inc. 7 | Dutch Brand Div. 

b gas ine i | Connecticut Valley Mfg. Co. 
eit h Oat g - | Cordomatic Div. 

yf i . <g5 pe | Vacuum Cleaner Corp. of K 


an 43! Keil Lock Co., Inc. 
Knight Specialties Co. 





Aluminum Co. of America.. 159 




















Hoppe, Inc., Frank A. 
Horton Equipment Co. 
Hunter Tool Company 





Independent Lock Co. 





Coughlan Company, G. N. | 
Crescent Tool Co. ...... 18 


ARE SINCE 1872 L 


205 8 F potele SHOWER Landers, Frary & Clark 
| CURTAIN RINGS Dazey Corp. ... Universal 
Deluxe Saw & Tool Co..... Lawn Boy Div. 
E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. | Dempster Mill Mfg. Co. ... Outboard Marine Corp. 
Want more facts? Circle 246, p. 95 
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Index to Advertisers 





Libbey Glass Div. 
Owens Illinois Glass Co. 


Lustre Line Products 


M 


M & D Store Fixtures, Inc. 
Macklanburg-Duncan 
Magic Snell Tackle Co... 
Marshalltown Trowel! Co. 
Martin Stamping & Stove Co. 
Masonite Corp. nae 
McGill Metal Products Co. 


McGraw-Edison Co. 
Toastmaster Div. 


Midland Company 


Midwest Hardware & House- 
wares Show 


Miller & Co., Inc., Robert E. 
Mining & Mfg. 


Minnesota 
Co. 


Modern Mfg. Co. 
Molly Corp. : 
Mortell Co., J. W. 


N 


National Hardware Show 
National Metal Products Co. 
Nu-Puttie Corp. 


Oo 
Ox Fibre Brush Co., Inc. 


P 


Parker Mfg. Co. 
Penens Tool Corp. 
Perfection Industries 


Peters Cartridge Div., Rem- 
ington Arms Co., E. |. 
Du Pont De Nemours. 57, 

Pioneer Gen-E-Motor Corp. 


Pittsburgh Plate Glass Co. 
Paint Div. 


Pennvernon Div. 
Por-O-Por Co. of Florida 


Portable Electric Tools, Inc. 


R 


Ram Too! Corp. 131 
Red Devil Tools 

Reflector 
Remington Arms Co.., 


E. |. Du Pont De Nemours 
& Co., Inc. | 


Republic Steel Corp. 
Reynolds Metals Co. 
Rhodes & Co., James H. 
Ridge Tool Co., The 


Hardware Corp. 


S 


S-K Lectrolite Tools 
Safe Padlock & Hardware 


o. 


Co.. .34-35 


38-39 | 


» 158) 


168 | 


110-111 
28-29 


'Savage Arms Corp. 
bed Firearms Division 
129 | Sette Products Co. 
| Sheffield Bronze Paint Corp. 
| Shuford Mills, Inc. 
93 | Skil Corp. 
Standard Screw Co. 
Star Key & Lock Mfg. Co. 
179 | Sterling Alderfer Co. .. 
122 | Strait-Line Products 
143 | Swan Rubber Co. 
142 | Swing-A-Way Mfg. Co. 
| Swingline, Inc. 


152 





127 
T 


146-147 | Toit Mfg. Co., The 


170 | Tate Co., E. H. .. 131, 137, 


Taylor Instrument Companies 


125 
168 
170 


Tec Imports Inc. 
Thompson Co., Inc., 
Toastmaster Div. 


McGraw-Edison Co. 





E. A. 


89 | . 
148 | Union Steel Chest Corp. 
163 | U. S. Caster Cup Corp. 
| Childlore Corp. 
| U.S. Plywood Corp. 


| Upland Industries, Inc. 
85 | 


V 


| 
| 
| 


1bI | Vocaline Co. of America, Inc. 


52 | 
31 | Ww 
| Washburn Co., The 
105 | Wear-Ever Aluminum, Inc. 
136| Housewares Div. 
Weller Electric Corp. 
49 | Wenzel Tent & Duck Co., H. 
106 | Wessel Hardware Corp. 
131 | Westclox Div. of 
11| General Time Corp. 
White Metal Rolling & 
Stamping Corp. 
| Wickwire Spencer Steel Div. 
Colorado Fuel & 
2 Corp. 
161 | Woodhill Chemical Co. 
Worthington Co., George 
Wright Steel & Wire Co., 
CG. F. 
Wrought Washer Mfg. Co. 


lron 


153 


46 
137 Y 


Yardley Plastics Co. 

Yoder Mfg. Co. 

91 Yuba Power Products, Inc. 
Subsidiary of Yuba Con- 
solidated Ind., Inc. 15, 

















124 


140- 


112 
138 

99 
108 


19-26, 53 


91 
148 
120 
137 

51 

42 
133 


33 
168 
170 
170 
144 


38-39 


32 


50 
141 
113 
139 


149 


123 





POW-R-BOY 66 
ROTARY TILLER 





RUNS LIKE 60 
WORKS LIKE 60 


ELLS LIKE 60 


=» \ 


? 














LOW . 
Proc... 


nIGh 


QUALITY... 





Available with 
8” or 10” wheels 
2%to 3% h.p. 








SEE US AT THE 
FOLLOWING SHOWS: 


Booth No. 1027-1051 
NATIONAL 

HARDWARE SHOW 
Coliseum, New York 
Sept. 28 - Oct. 2 

Booth No. 147 

The Mid-America LAWN, 
GARDEN & OUTDOOR 
LIVING Trade Show 
Amphitheatre, Chicago — 
Oct. 8, 9, 10 

Booth No. 241-242 
MID-WEST HARDWARE 
AND HOUSEWARES SHOW 
Navy Pier, Chicago 

Sept. 13 - 16 


This is the line that dug in and 
chewed up competition in hun- 
dreds of markets during 1959, its 
introductory year. Now even bet- 
ter able to outperform, outsell 
toughest competition with such 
features as instantly adjustable 
depth bar, instantly detachable 
wheels. Full year warranty. Five 
models covering wide range of 
needs from home garden to large- 
acreage use. Send coupon now for 
profit-making details. 


DISTRIBUTORS WANTED! 
Some profitable territories still open. Mail coupon today! 


HAHN INC DEPT. HA-89 
; » EVANSVILLE, INDIANA 
Send me confidential trade information about the new 1960 


HAHN Pow-R-Boy Rotary Tillers (check type of business): 
|| DEALER | | DISTRIBUTOR 


ADDRESS..... 


Want more facts? Circle 247, p. 95 
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MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 
_ Want more facts? Circle 248, p. 95 


EXPANDED METAL! ee: ivesive GUTTER AY, //da) 


Snaps to Edge of Gutter—ON TOP OF SHINGLES & a. 
we SELLS ITSELF y% MAKES YOU MORE 


CALL YOUR WHOLESALER 
KNIGHT SPECIALTIES CO. * 4940 Greenfield. * Dearborn, Michigan 








Want more facts? Circle 249,p.95 


small space... 


\ 3 ALA | 
- AND pnicod, to soff,| $| BIG PROFITS! 
tl abs cee bedhasor TAYLO ae 


ROUTER - DEPENDABLE TOOLS 





These fine quality window and 

indoor wall models are “‘nat- 

urals’’ for impulse sales. At- 

tractive display assortment (No. 

5159) holds 17 blister-packed 

thermometers on self-selling 

cards. Modern design and pop- 

ular colors. List $36.36. Your 

price $21.80. Order from your wholesaler. Taylor Instrument 
Companies, Rochester, New York or Toronto, Ontario. 


TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 


DRILSAW : ONE HANDER * FILE RASP 





Want more facts? Circle 250, Pe 5 eas __ Want more facts? Circle 251, p. 95 


— 








en 
——— 
ee 


a OLLY ® jy = 


——— 


rite for Free = eetcaty 
Wie fae F SCREW ANCHORS and JACK Mists | —~ foodiin Po. 


Want more facts? Circle 252, p. 95 


= ar ALWAYS SELL GENUINE oe co =e" 














GENUINE, ORIGINAL 


REG UL A = Extra py ene _— a finish, plas DOMES ce); SILENCE 
sizes for every need s INSULATED 


FURNITURE GLIDES 
RUBBER-CUSHIONED! 


GLIDE 


NSU ‘ SOFTLY, SILENTLY, 
SIZES—I"" base, 4 on I SMOOTHLY, OVER 


card; 1'4"', 2 on card; ALL FLOORING 
oO t of 4 » €.3. 1'/,"", 2 on card. Dri : 
ne set o in a | 2 ~~ SIZES AND TYPES 


Restor oe. 12 boxes vi Row into universal socket 
display carton. or 5/16" hole. FOR ALL WOOD OR METAL FURNITURE, 


SIZES: 174" Mgt Tee, Se Oe, Ya", He" 
Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


FURNITURE LEVELER-—> 


} 
Adjustable Combina- : 
tion Leveler and Glider & 
for Uneven and Un- TTT eo Of 
steady Furniture. a 


i 


( 














Want more facts? Circle 253, p. 95 
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CHAN yc; LOCK 


No. 420 


Hundreds of thousands of tool users 
buy this plier every year... 


Ay A, ; 1 \ - 
i>» i> i a i a" \ 
Ve 


\ \ \ \ 


\ 


DO THEY BUY Ii 
FROM YOU! 


Every year, hundreds of thousands of 





tool users... including your customers 

... lay their money on the line for the 
Channellock No. 420. They say no other plier 

does so many jobs so well. That’s why it will 

pay you to stock it... catalog it... display it 

up front. You'll like the fast turnover and the 

extra profits of America’s fastest selling plier. Send 


for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 





IT’S EASIER TO STOCK JUST ONE LINE OF PLIERS... 
, 4 ; 4) f? /j 


4 “ay 


Y 4 , y ‘ a 
y 1 Yj / / /] / “T {i 
J y 
q v4 D f V4 4A f A 


IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 





